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PRICE $385.00—1/2 TO 2-INCH 


MODEL “E” 
pipe and bolt machine 


e Lightweight, economical 
Beaver Model E, weighing 185 
lbs., cuts, threads and reams 
all kinds of pipe... from “% 
to 2-inch. Using a drive shaft 
and geared tools, it cuts and 
threads all sizes of pipe from 
242 up to 8inch. It threads 
bolts and rods up to 12-inch 
in one cut; up to 2-inch in two 
cuts. With the wheel cutter it 
cuts off bolts and rods up to “- 
inch ... with the knife cutter 
(special) it cuts, grooves or 
bevels ‘2 to 2-inch pipe. 

In addition to the features illus- 
trated, the Beaver Model E has 
a one-piece weldment base, a 
high-speed weather-proof 
motor mounted to permit a 
cooling flow of air, a reversible 
oil pump, quick opening die- 








SPINOLE “WHIP” AND WORN BEARINGS 
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Exaggerated 


should 


Prevent spindie whip 


view showing why pipe support 
be ndependent of the spindie to 
worn bearings and 


flat-sided threads 


heads—with a choice of 195 
kinds and sizes of dies; ball- 
bearing, self-centering wheel 
and-roller cutoff, for pipe or 
bolts; safety switch lock; heavy 
duty 72-inch chuck; eccentric 
cam-type pipe support; and a 
choice of 110/115 or 220/230 
volt universal motor for use on 
AC or DC, 25 to 60 cycle. 

When you sell the Beaver 
Model E to your customers, 
you are selling the top quality 
pipe and bolt machine in the 
lightweight economy field. 
Write for our latest catalog for 
information on the complete 
line of Beaver pipe tools. 

“Over 50 Years of Friendly Service” 
BEAVER PIPE TOOLS 
216-300 Dana Ave. 
Warren, Ohio, U.S.A. 
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Lock—prevents starting motor 
» chuck. Protects operator and 
niury and damage 














Right-handed — like a lathe — conforming to 
standard machine tool practice. All controls 
at operator's finger tips 














The gears run in oil! Quieter running and 
longer lasting because less friction Only 
Beaver offers this in the low price class! 
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Hendy chip tray—removable for cleaning— 
perforated to facilitate prompt oil circulation 














A rugged welded stee! stand is available for 
the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 





BRONZE 
BEARINGS | | 
FRONT 
AND 
BACK 











Renewable bronze bearings on both ends of 
the spindie insure long life and proper spindle 
alignment. Easily replaced! 
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35% INCREASE in efh- 
ciency resulted from a saw 
mill modernization _ proj- 
ect. An Oregon supply 
firm played a leading part 
in it. Page 84 


PUT UP A FRONT— 
And that’s just what this 
Kansas City distributor 
did lo read about the 
“iukebox treatment” and 
how it has succeeded in 
upping sales, turn to page 


3-POINT PROGRAM —- 
design, stock and fabrica 
tion—results in sales for a 
New York = distributor 
Read about how he a 
complishes it on page 88 


DISPLAY your prod ict 


where your customers pass 


it every day. A Providence 
firm did thi ut 
banks and railroad = sta 
tion Set page YO for th 


hal 
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MAKE A “GO” of the 
show—That's the slogan of 
West Virginia distributors 
who participate in the bi 
ennial Southern Appala 
chian Industrial exhibit 
You'll find out how they 
do it on page 102 


ae 


CUSTOMER TELLS 
what he expects from a 
alesman, and the sales 
man learns a lot about 
selling. At least this North 
Carolina salesman thinks 
so. See page 106 for the 
story 


TESTIMONIALS are th« 
best way to tell the dis 
tributor’s story from the 
customer's end. Read 
about these plaudits of a 
Kansas City distributor on 
page 104 


ALL-OUT ‘TRAINING 
\ Cleveland firm calls its 
men off the road for a 
whole week of training on 
planned sales meetings 
They've found that it pays 
off. Turn to page 110 and 
see if you don’t agree. 





Productivity 
Talk of the Trade. 


Editorial 


REGULAR 


Supply Sales Trends 


Price Index 


FEATURES 


114 


118 How You Can... 


The Outlook for Business...... 120 On the Market Today 





. . . the BETTER 
fastening method. 


SET SCREWS 


© Heid to Class 5 Thread Fit . . . Individu- 
ally hand inspected. P 5 

* GUARANTEED TO GIVE e ave 
UNFAILING PERFORMANCE. $V MATERIAL 


© Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 


SATISFACTION GUARANTEED a 


Distributors find profit and satisfaction in 
the H-K 100% Distributor Sales Policy. 


HOLO-KROME 
Completely loldd 





SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Pulp & Paper 
Is Big Market 
For Link-Belt 


Link-Belt's broad line of convey- 
ing and power transmission ma- 
chinery offers a great sales poten 
tial in the huge pulp and paper 
industry. Paper mills run 365 days 
a year, 24 hours a day. They can 
not afford to be shut Hence 
they are across-the-board prospects 
for the Link-Belt distributor who 
will give them the fast service 
they require 

Shown here are some of the 
most popular types of chain and 
other Link-Belt products used in 
this field. Individual operators in 
different sections of the country 
have varying preferences, but you 
can meet them all from Link 
Belt’s broad selection. 


iown 


C CLASS 
CHAIN 


These combination (malleable 
iron and steel) chains are widely 
used for log conveyors. Particu- 
larly popular is the C132 (illus- 
trated), which is strong enough 
to handle hardwoods 


SS CLASS 
CHAIN 


This chain is found on a variety 
of applications in the pulp and 
paper field. No. SS850 
trated) is a favorite for 
drums. No. SS150+4 is 
regarded for the 
conveyor service 


(illus 
barking 
highly 
toughest log 


RIVETLESS 
CHAIN 


light weight and 


No. 698 (illus 
trated) is ideal for long convey 
ors. Hot lime and bark refuse 

conveyors are often equipped with 
this type. 13, 


Because of its 
high strength, 


Book 2467 Lists Over 200 Sizes of 
Stock Cast Tooth Sprocket Wheels 


Selection of the right cast 
tooth sprocket wheel from 
stock is greatly simplitied by 
the new Link-Belt Book 2467 
Listed are 207 standard stock 
sizes of sprocket wheels for 

, popular sizes and types of 
chain tooth 
sprocket wheels include 
Ewart Link-Belr, 100 
pintle, Class SS bushed roller, 
Class H pintle and Class ¢ 
combination chain 

Both arm-center and plate 
center manufactured 
in gray iron or abrasion-re 
sistant Flint-Rim are available 
Flint-Rim wheels are made by 


employing cast 
The SC 
( lass 


wheels 


Flint-Rim arm-center sprocket 
wheel on a flight conveyor 


a special casting process that 
increases the hardness of the 
teeth and helps the wheels re 
tain their pitch longer 

From this complete line you 
can readily choose the sprock 
ets needed to keep conveyors, 
elevators and drives in good 
operating condition. In select 
ing sprockets, bear in mind 
that the chain is the standard, 
and the wheels are made to fit 
the chain exactly. Sizes not 
listed in Book 2467 are made- 
to-order and can be furnished 
in gray iron, Flint-Rim or 
cast steel. Link-Belt offers quick 
service on all requirements 


Used with 800 class Ley bushed 
chain: two plate-center wheels 














LINK-BELT COMPANY 


Plants in 


Indianapolis + Philadelphia 
Chicago + Atlanta + Colmar, 
Pa * Houston + Minneay 11s 
San Francisco «+ Los Angeles 
Seattle 

Offices in Principal Cities 


ju 











Many other types of Link-Bele 
chain are sed for both con- 
veying and drive applications 
And, for all of them, you can 
supply the matching sprock- 
ets. Just as it is often sensible 


SPROCKET 
WHEELS 


inner tube 
tire casing, 
so your customers will fre- 
quently be money ahead if 
they change 


chain 


BELT CONVEYOR 
IDLERS 


to put in a new 


when replacing a 


sprockets when a 


new is installe 


More woodyards are 
switching to belt conveyors for 
handling pulpwood, utilizing 
the Link-Belt Series 100 Idlers 
to great Series 200 


and more 


advantage 





| 


flat belt idlers are particularly 
popular for sorting tables in 
handling heavy wood. And for 
handling chips, both the Series 
100 (illustrated) and 500 
Idlers are in demand. Their 
45° troughing provides high 
capacity 


BALL & ROLLER BEARINGS 


The pulp and paper field rep 
resents a wide open market 
for Link-Bele Ball and Roller 
Bearings. Many mills have old 
machinery which can be mod 
ernized for greater speed by 
installing these bearings 

Other Link-Belt products 
that find a ready market in the 
pulp and paper industry in 
clude vibrating screens for 
chip handling, screw conveyor 
components, elevator buckets 
babbitted bearings and take 
ups, all belt conveyor com- 
ponents and Flexmount oscil- 
lating conveyors. 


Advertisement 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 


New Herringbone 
Gears Covered 


In Book 2519 


Link-Belt has just introduced a 
new line of streamlined single 
reduction and tandem type double 
and triple reduction herringbone 
gear drives. Extra have 
been added and now include most 
important ratings for input speeds 
up to 1750 rpm 

Many of the gears used in the 
drives covered by new Book 2519 
are shaved. This finishing process 
results in accurate, vibration-free, 
quiet-running gears. In addition, 
housings are now equipped with 
magnetized oil drain plugs. 


Chain Ads Push 
Complete Line 


To reflect Link-Belt’s leadership 
in chains and sprockets, double- 
page spreads will be used in key 
publications in 1953. These ads 
will show examples of how scores 
of Link-Belt chains are being suc 
cessfully applied—steel and mal- 
leable types for transmis- 
sion, conveying and elevating 
service, Precision Steel Roller 
Chain, Silverstreak Silent Chain 
Single-page ads will continue to 
promote individual lines in all 
markets. Only the Link-Belt dis 
tributor can offer a complete line 
trom a single source. 


ratios 


power 





hreadwell 


Tools do 
many jobs 


THREADWELL TAP & DIE CO. GreeENFietD. MASS 
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The Cover 


Public-spirited and civic-minded— 
that’s our “in a capsule” description 
of Franz Stone. Here’s a partial list 
to prove our point: He served with 
the WPB during World War II and 
recently completed a tour of duty 
with NPA. He is also chairman of 
the Planning Committee for the 
cities of Tonawanda and North 
Tonawanda. For a more detailed 
account of his activities, turn to 
page 97. 
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MORE SALES FEATURES THAN 
ANY LATHE in the :500 FIELD 


HEAVY DUTY 
PRECISION V BED 


IT’S BIG, HUSKY 36” between centers, lathe weighs 
535 pounds! 


CLUTCH AND BRAKE COUNTERSHAFT The only 
12” precision heavy-duty lathe in the $500 field with 
friction clutch and brake for stopping work without 
stopping motor. Saves many minutes every day. 


TIMKEN BEARINGS Clausing are the only 12” 
lathes in their price class with Timken tapered roller 
bearings. These bearings carry all radial and thrust 
loads with a minimum of friction, permit high- 
spindle-speed work, assure long accuracy life. 


V and FLAT WAYS — PRECISION-GROUND Vee- 
Ways, flat ways, and undersides are ground —all eight 
surfaces to within .001”. Bed is 74%” wide, 54%” deep 
— it’s bigger, heavier. 


AUTOMATIC APRON with SPLASH LUBRICATION 
Heavy one-piece, double-walled construction makes 
for smoother, more accurate operation. Positive clutch. 
Gears and shafts run in bath of oil! 





( ) 
—_CLAUSING 


ATLAS PRESS COMPANY 


aiamar mice 


4800 
12” HEAVY-DUTY 
PRECISION LATHE 


24”, 26", 48” 
Between Centers 











Clausing 4800 is the easiest-to-sell lathe 
in the $500 field! Take a look at its features and 
you'll quickly see why. 

You offer greater capacity for the same 
money in some cases. In others, where size is com- 
parable, you have all these important sales fea- 
tures working to your advantage. 

Sell the Clausing 4800 for ‘round-the- 
clock production, maintenance, tool room, or 
research. 


(6) %” LEAD SCREW Clausing’s lead screw (8 Acme 


4 


threads to the inch) is %” in diameter. 


V-BELT DRIVE Complete V-belt drive from motor 
to countershaft and countershaft to spindle assures 
efficient transmission of power. 


4-224 THREADING RANGE Instant selection of 48 
threads or feeds, right and left hand threads from 


4 to 224. 


(9) QUICK-LOCKING TAILSTOCK The only 12” lathe 
with swing type attached wrench for quick, sure, rigid 
locking of tailstock. 


A GREAT VALUE Prices start at $420.00! The Claus- 
ing 4800 is truly the greatest lathe value they'll find 


anywhere! 


CLAUSING DIVISION 


ATLAS PRESS COMPANY - 


2-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 
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FiRSsT 
iN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















‘93 PROMOTION FORGES AHEAD 





MOVIE TELLS STORY 
OF NEW ALL-STEEL 
PILLOW BLOCKS 


Star” of a sound motion picture which 
will take place in the 
Dodge educational for this 
year the Dodge-Timken All- 
Steel Pillow Block 


Prime purpose of the movie is to bring 


an important 
program 


18 new 


the complete story of this important 


achievement in transmission 
to Dodge 
The pieture is, 
an extension eourse for 


leaned ann the 


power 
Distributors and 
in effect, 
Transmis- 
Dodge 


machinery 
their salesmen 
sioneers, Seenes are 


engineering 
the 


factory, and 
Both the 


farntliat 


schoolroom, 


laboratori locale and 


“oust’’ will be to graduates of 
the School of Transmissioneering which 
Dodge factory 
\ll Pillow 
announced 
joint development by Dodge of Misha- 
Timken Roller 
Timken created the special 


for this 


is heid at the 
Dodws 


Blocks were 


Timken Steel 


recently as a 


waka and the Bearing 


Company 
purpose Dodge 


the 


bearing 
bearing in 


block fully 


toro to work on 


house s 


the 


seals, 


mounts, 


steel, delivers pillow 
assembled and ready 
industry's toughest jobs 

1) vig \)l Pillow 


Blocks combine ruggedness and heavy 


Timken Steel 


capacity with exee p- 
These 


ings have already been laid in the plans 


load-carrying 
tional compactness new bens 
for some of industrv’s lervest and most 


exacting installations 


Again in 1953 Dodge is putting the 
dynamic selling power of a complete 
and well-rounded program of advertis- 
ing and sales promotion behind its line 
of power transmission machinery. 
Since this is Dodge's 75th year, the 
theme is woven into the 
The of 
three-quarters-of-a-century of experi- 
Attention is fo- 
cussed on the fruits of that experience 


anniversary 


material. value 





promotional 


ence is emphasized 





as it is embodied in the latest devel- 


opments in| power transmission ma- 


chinery offered by Dodge. 

As has been the case for many years 
Dodge Distributors are strongly fea- 
tured in the advertising. Month-in and 
month-out the story of Dodge products 
of industrial 


appears in a long list 


publications. The Transmissioneer’s 
insignia and copy highlighting the Dis- 
service have become stand- 
in 
Prospects are referred 


tributors’ 


ard elements which appear these 


advertisements 


to the Transmissioneer as the source 
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AGGRESSIVE PROGRAM BACKS UP 
DISTRIBUTORS’ SELLING EFFORTS 


of information on latest developments 
now available in the field of mechanical 
power transmission. 

Details of the 1953 merchandising 
program are outlined and illustrated in 
display-type sheets suitable for presen- 
A portfolio of file 


tation at meetings. 


folders is furnished so that these 
terials may be dropped in a letter-size 
file for convenient reference. Additional 


materials relating to the 1953 promo- 


tion program will be mailed during the 
year. These may be placed in the same 


portfolio. 





SPRING SCHOOL IS 
FULLY ENROLLED 


ire more 


ippli- 


ommodated in 


Again this vear there 

cants than can be ac 
the Spring term of the Dodge School 
the 


dates 


factory 


ol 


of Transmissioneering at 
in Mishawaka. Exact 
classes will be announced later 


the 
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Productivity—What It Means to Americans 


By The Economics Department 


McGraw-Hill Publishing Company 


RODUCTIVITY is one of the 

sacred cows of the American econ 
omy. It is inserted into wage con- 
tracts to justify a larger income for 
workers. It is the subject of popular 
articles and political speeches to show 
that a consumer's Utopia is dead 
ahead. It is the basic assumption on 
which the President’s Material Policy 
Commission Report forecasts a short 
age of raw materials in the years 
ahead. It is used bv businessmen to 
demonstrate the genius of the free 
enterprise system, and used by 
labor leaders to demonstrate how 
much harder labor is working. The 
idea of productivity is referred to rev 
erently by many and maligned by 
none 


it is 


Productivity—What It Is 


Productivity is a measure of output 
It tries to reduce output to a common 
denominator so that we can watch 
its movement over time. This is done 
by comparing output of goods with 
the input of what goes into them 
Che input may be equipment, labor 
land, raw materials, power. Produ 
tivity can be studicd in terms of an 
of these, but most commonly it has 
come to be a measure of output per 
man hour of labor. The reason for 
this is that labor is the 
portant cost of production. Then too, 
there are better statistics going back 
into the past on the number of men 
working and hours worked. 

Productivity is most commonly 
known, therefore, as the output per 
man hour. This output may be meas 
ured in terms of (1) its money value 
or (2) physical product 

The productivity figures based on 
money value usually are developed 
from gross national product figures 
Gross national product may be defined 
as the sum of all goods and services 
produced in the economy multiplied 
by their costs of production. For pro 
ductivity studies, the national 
product is deflated bv a price index 
to remove the effects of price in 


most im 


gross 
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creases. ‘This gives a physical output 
valued in constant dollars. Dollar out- 
put is then divided by hours worked 
to give the output per man hour. 
Measuring productivity by gross na 
tional product is not very satisfactory. 
It does not measure production eff 
ciency. It is affected too much by 
changes in the type of goods manu 
factured 
Productivity based on physical vol 
ume, is a much more satisfactory 
measure of production efficiency. This 
measure is built up from production 
figures by specific products or lines of 
industry—such as tons of steel pro 
duced or barrels of oil refined. The 
physical output of the product is then 
divided by the man hours worked to 
produce the output per man hour. 
Chis is then converted into an index, 
or a series of percentages. It is possible 
to combine productivity indexes for 
industry with other industries, 
them and average them to 
I'he result is an index of out 
hour for the entire 


cach 

veigh 
gether 
put per 
ndustr 


man 


Productivity—What It Is Not 

a measure of 

ngcnuity in using labor than a meas 
of effort on the part of a worker. 


Productivity is more 


One could ordinarily assume that 
productivity comes from investing in 
labor saving machines as the means 
of improving the efficiency of labor 
Generally this is the case. But some 
times the improvement in labor pro 
ductivity comes through using differ 
ent methods or materials, rather than 
through investment in machines. 

In the short run, productivity in 
reases are an over-all reflection of 
management skill in combining equip 
ment, labor, and materials by those 
methods which give the lowest unit 

t. Over a long period, the increases 
in productivity res¢ upon the advance 


ment in research and education. 


Rate of Change in Productivity 


I'he rate of increase in productivity 
for the economy as a whole is gen 
rally agreed to be about 2 per cent 
per vear. The increase in productivit 

not steady by anv means. There is 

decided tendency for productivity 
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to fluctuate with the business cycle, 
going up sharply when business is on 
the increase, and declining when pro 
duction in general declines. 

Mr. Fabricant of the National Bu 
reau of Economic Research has esti 
mated the productivity increase for the 
economy as a whole to be within a 
range of 1.6 per cent to 2.2 per cent 
per year. He estimates productivity 
increases in manufacturing to be about 
3 per cent per year on the average. 
The rate of increase in the figures pre 
pared by the Council of Economic 
Advisers for the nation as a whole 
ranges from 2 per cent to 24 per cent. 
All of these percentages are figured as 
compounding annually. 

With such increases in productivity, 
we can say that output per man hour 
has doubled in about 35 years. 


Changes in Productivity 


Although an average increase in 
productivity of 3 per cent per year 
exists for all manufacturing and 2 per 
cent for the economy as a whole, in 
dustries vary greatly in their produc 
tivity performance. 

A wide variation in productivity ex 
ists among different firms within the 
same industry, as well as between in 
dustries. 

lor instance, the most efficient firm 
in the television industry showed a 
productivity twice as high as the poor 
est. 

How has productivity been used? 
How can it be used? 

The Gencral Motors wage contract 
for 1950 is an historic economic docu 
ment. Not only did it contain an 
escalator clause which automatically 
increases wages with increases in the 
cost of living, but it also contained a 
provision for an “annual improvement 
factor.” This provision, in effect, 
grants to the workers a 2 per cent in 
crease in pay each year for the annual 
improvement in labor's efficiency 
Here is our friend “productivity” back 
again under the label of the “annual 
improvement factor.” 

Taken alone as an application of 
output per man hour information, 
however, the annual improvement 
factor im wage contracts is aver 

(Continued on page 10) 





LUNKENHEIMER 
TAKES ANOTHER FORWARD STEP IN 


Vedwe Cvelbsoment 


Lunkenheimer developments read like the blue- 
book of research and engineering in the valve 
industry. In the long list you will find ‘‘Causul”’ Metal, 
WC-4 Steel, ‘“Stemalloy,”’ ‘““King-Clip,”” “Renewo,”’ 


“Breech Lock.”’ 


And now comes another brand-new plus feature 
to make your selling job easier, make Lunkenheimer 
Valves last longer and perform better than ever 
before. The new ‘‘Non-Slip’’ Handwheel! 


From every standpoint — strength, coolness, and 
all-around efficiency —the new ‘Non-Slip’ Hand- 
wheel is far ahead of the field. 


Take along a Lunkenheimer Valve equipped 
with the ‘‘Non-Slip’’ Handwheel when you make 
your calls. Invite the prospect to handle it, open it, 
close it. Ask him to put it to the test in his 
own operation where valves are opened and closed 


most frequently. 


You'll sell more Lunkenheimer Valves . . . and 
you'll make more friends for your whole line. 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 
LUNKENHEIMER DISTRIBUTORS 
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non-slip. 


for 


This revolutionary ‘Non-Slip’ 
Handwheel introduces another 
Lunkenheimer improvement! 
Four rounded, non-slip lugs are 


gripped comfortably and firmly ~~ \ee |—~ 


ieee 


—operator’s hand can’t slip, NS 
even when wet or greasy. Result: Ordinary hand 


leverage closes the valve tight. / 
ad 


We will welcome any questions you 
may have on this new Lunkenheimer 


The new ‘“‘Non-Slip’’ Handwheel is cooler, too—and 


keeps the operator’s hand away from the top of feature. Ask your local representa- 
: tive, or write directly for Bulletin 


the stem, which may be hot. It’s sturdier, easier to 501 to The Lunkenheimer Company, 
: Box 360U, Cincinnati 14, Ohio. 


operate, and makes your valves last longer. 


* Patent Pending 


BRONZE © !§1RON + STEEL 


LW WN ENH EIMER 
THE ONE VICQH NAME IN VALVES 


t-2-13 
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124,800 holes per day! 
--- using six DUMORE 
Automatic Drill Heads 


Parts are hand loaded in an automat 
dexing rotary table with 24 stations. Peak 
production has reached 23,000 pice 


A Dumore Precision Drill Grinder is 


to sharpen drills after a full day's pro 
duction, Maximum drill life per grind 


has reached 23,000 holes 


Here's an amazing cost-reducing story that 
helps you sell DUMORE tools 


yp about amazing productian ! One west-coast manufacturer 
uses six continuous running Dumore Automatic Drill Heads to 


drill tiny brass parts — at the rate of 20,800 per head per day. Th 
job calls for a No. 71 drill (dia. 026") and hol depth of .069” 
In addition to the amazingly high production, the user reports that 
the Dumore Automatic Drill Heads slash costs of drill breakage, 
down-time and s« rap loss 

Amazing, too, are the results this company achieves using a 
Dumore Precision Drill Grinder to sharpen their drills for this job 
They actually get a maximum of up to 23,000 holes per sharpening 
That means a full day of continuous production for every Dumore 
sharpen d dnull, uwithout st pping / regrind 

Facts like these help you sell help you cash in on the big 
market opened up by remarkable Dumore tools. Your profits zoom 

— when you sell Dumore! Write for details 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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Productivity—What It 
Means to Americans 


Starts on page 7 





doubtful use of productivity. Here 
ie the reason 

Ll. Productivity doc not imcrcasc 

teadily by 2 per cent from one year 

to the next. It moves quite erratically. 

Productivity is not directly trace 

ble to labor effort. It is therefore no 

peculiar justification for granting a 
Wage TICTCASE 

Ihe 2 per cent productivity hg 

ure used in labor contracts is at best 


a rough average for the whole econ 


omy. It bears no resemblance to the 
ictual “annual improvement” within 
a particular firm or industry. We have 
cen that different firms and industries 
how tremendous variations 


Use Increase As Basis 


Because of these difficultics the sug 

tion has been made to use th 
actual increase im productivity in a 
particular plant im a particular vear as 
the basis tor wage mcrease in union 
ontracts. ‘This could be done by 
keeping plant figures on output and 
hours of labor worked 

This suggestion has been roundly 
discussed. ‘The majority of econo 
mists sav: The more efficient plants 
would then pay a higher wage than 
do other firms for the same kind of 
labor. ‘he labor market would then 
have a wide variation in wage rates 
for the same kind of workers, and the 
result would be to draw off the labor 
from the low-paying firms to the high 
paying, efficient plants 

The small, dissenting minority of 
economists accept all these arguments 
with unabashed calm. ‘The labor mar 
ket already has variations in wage 
rates for the same kind of work, they 
sav, and a little more of the samc 
would be a good thing. Differences in 
wages rates for the same kind of labor 
will cause a movement to the mor 
efhcient firms. But the shift will not 
be so fast as to be disruptive, any 
more than the shifting of labor is 
disruptive now. As a matter of fact, 
the tendency for labor to gravitate to 
the more efficient firms would put 
idditional manpower resources in the 
hands of the most capable manage 
ments where the labor could be more 
effectively used. The loss of labor by 
the less efhicient firms is nothing to 
cry about; it is merely part of the 
competitive process. If we believe in 
1 competitive economy, differential 
wages based on productivity should be 
used to shift the labor force as quickly 
is possible to its most effective us 





EXTRA VALUES 


FOR DISTRIBUTORS OF 
INDUSTRIAL V-BELTS 


VERTICAL MATCHING ASSURES EQUAL POWER TRANSMISSION 


Durkee-Atwood's new vertical V-belt matching machines elim- 
inate the “sag” error always present when V-belts are matched 
on horizontal matching equipment. Calibration of true running 
length assures equal power transmission from all belts on 
multiple belt drives. The machines also test for vibration and 


possible internal imperfections. 








DU PONT CORDURA® RAYON MULTIPLE CORD CONSTRUCTION 


High-tenacity Cordura’ rayon cords give Durkee-Atwood 
Industrial V-Belts longer life, less stretch, and greater shock 
resistance. Use of this revolutionary new cord material is 
another one of the reasons why D-A Industrial V-Belts are 
guaranteed to satisfy on any drive. 


Trademark E. |. Du Pont De Nemours & Co., Wilmington, Del. 











STRAIGHT SIDEWALLS — FULL GROOVE CONTACT 


Durkee-Atwood V-Belts are manufactured with straight side- 
walls to maintain full groove contact at all times giving positive 
drive action. Straight sidewalls reduce slippage and assure 


smooth, efficient power transmission. The load is distributed 








evenly over the entire thickness of thé belt giving it longer life. 














FIELD-TESTED AND APPROVED 


D-A Industrial V-Belt performance and life are thoroughly 
proven facts—and on-the-job records back this up. Durkee- 
Atwood engineering and research, use of the finest materials, 
strict manufacturing controls and “Vertical Matching” have 
brought forth industrial V-belts outstanding in quality, whether 
for OEM or replacement drives. 


New Warehouse Stocks *« Chicago, Atlanta, Cleveland, Jersey City DURK EE 


WRITE DEPT. A6-2 TODAY FOR DISTRIBUTOR PROPOSAL 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 
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These are the 


complete details 
available on request 


If you are now using COOPER ALLOY 
stainless steel valves you know all about 
the plus factors in quality and design 
that are yours at no extra cost. If you 
ore using any other brand, you owe it to 
yourself to get the facts and make the 
comparison. For the full story on how 
competitive 2" gate valves designed for 
the same service differ in important 
service features, write for your free copy 
of the 2” valve Comparison Chart. 


. . 
. 


“a OOPER COMPETITORS 
BASED ON 2” GATE ALLOY A B 








Ball and socket rotating type disc for 
positive seating with minimum galling 








Discs and seats ron, > for simple 
reconditioning in the field 








Centeriess ground stock to cut pack- 
ing wear 











¥,"" minimum stem diameter to as- 
sure rigidity 





Deep stuffing box with six turns of 
4,” square packing 





Packing gland designed to deliver 
square, uniform compression 





Two piece gland construction to pre- 
vent gouging of the stem 


Swinging eyeboits to simplify repack- 
ing and provide added safety 











Simplified yoke nut construction to 
permit replacement without inter- 
rupting service 








Grease fitting to eliminate friction on 
yoke nut during opening and closing 


100% x-ray of vital cast components 

















A stainless steel valve designed and 
produced by stainless steel specialists 











Stocked in major industrial areas by 
nationwide distributor organization 


Rugged construction for tough 
sive Sondbectaneess mane ‘weights 33-Ibs. 28- ibs. 


7” minimum diameter handwheel for 9 














\ singles hand closing 














CUT OUT AND MAIL COUPON BELOW 


+ = 


COOPER ALLOY 


FOUNDRY CO. e HILLSIDE, NEW JERSEY 


Please send along 
m c of our 
Y opy y Position 

detailed chart com 
paring competitive 2” Compony 
stainless steel gate 


valves Address 


City lone Stote 


ee as an an an an an an aos 
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PROTO means 
PRO fessional 
TOols 





— PROTO * TOOLS 


REG US PAT OFF 


MADE INUS A LOS afce.es pRol. ssio 


TOcls 
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Declaration of Dependence 


Between 


American Industry and Industrial Supply Distributors 


HIS Declaration of Dependence is the story of 
nation-wide service by the more than 2,000 Indus- 
trial Supply Distributors who efficiently handle the 

thousands of products needed by industry. It is service 
that means thorough knowledge of the needs of indus- 
trial plants . . . service that means sacrifice in order to 
help meet emergencies . service that at year’s end 
reflects itself in the more profitable operation of the 


industries served. 


In difficult day-by-day routine, experienced In- 
dustrial Supply Distributors are hard at work for their 
customers. New products are carefully screened to find 
those that are worthwhile. Equipment that will cut pro- 
duction costs is sought out and brought to the attention 
of the customer. Large and adequate stocks are main- 
tained in readiness to supply any of a thousand needs 
that may arise. Emergency situations are handled promptly 
to prevent loss. The Industrial Supply Distributor. is 
always there to lend a hand to keep customers’ plants 
properly supplied for efficient operation. 


In war or peace, prosperity or depression, scarcity 
or abundance, the Industrial Supply Distributor has 
proven to be an essential part of our distribution system. 


We believe that one important reason that the 
American Standard of Production is unequalled in the 
world is the cooperation between our nation’s industrial 
producers and Industrial Supply Distributors. 


We believe that this cooperation between 
America’s industrial plants and America’s Industria! 
Supply Distributors meets the distribution and service 
problems of today and will solve the problems of 


tomorrow. 


THE [UEKIN RULE COMPANY 


Saginaw, Michigan 
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Productivity—What It 
Means to Americans 


Starts on page 7 





Comparing Performance 


A use of productivity, which 
developing in a few firms, is the 
parison of performance of a part 
plant with the industry as a 
The value of these comparisons | 
reveal the competitive position o 
business, together with its prog 
over time compared to the ind 
trend. In the long run, this may 
prove to be the most valid and m 
valuable use of productivity statist: 


Major Factors 


The rising productivity in the U.S 
is often thought to originate im th 
technical knowledge and inventiven 
of Americans. ‘These technical skills 
ire regarded as so peculiarly American 
is to be exportable under Point Four 
in the form of “technical assistance.” 
Americans have nothing like a mo 
nopoly on invention or technical 
knowledg we merely have oul share 
of it 

Other unportant factors appear to 
be thes 

|. Workers in the United States 
have, compared to Europe, been un 
usually receptive to improved method 
ind machines. 

2. Competition has been an im 
portant factor in forcing managements 
to seck constant improvement in their 
techniques and productivity 

3. Size of the market and growth 
of population in the United States has 
contributed to rising productivity. 

+. Capital investment in new plant 
ind equipment is perhaps the most 
important factor of all in raising pro 
ductivity. Investment per worker has 
been mnsing in the United States 
Greater investment per worker in turn 
makes possible the increases in pro 
ductivity 


Conclusions 


Phe progress bemg made in produ 
tivity is encouraging, but it is neither 
so rapid nor so inevitable that Ameri 
cans can be very complacent ibout it 
The United States cannot automati 
cally count on increasing productivity 
in the future. Far from being satis 
fied, the people of the United State 
might well be concerned about main 
taining a climate which will be favor 
ible to continuing and increasing pro 
ductivity in the future 

Continued on page 18) 





To meet your needs... 
W-S FITTINGS OF FORGED 





VE 


\\ 
SS 


~ 
>» 


Standard Design 


WRITE FOR BULLETIN S-1 for Standard 
Design 2,000 to 6,000 pound cold non-shock 
pressure 


WRITE FOR BULLETIN S-2 for “Feather- 
lite” Design 1,000 pound cold non-shock 
pressure 











IN 


Stainless systems are critical 
and costly ...Protect them where 
trouble usually starts ... with 


W-S FORGED 
STAINLESS FITTINGS 


These life-of-the-system joints 
The “Featherlite” 





are available in either screw- 
end or socket-welding types to meet your assembly needs. 

Theyre manufactured for stock in the more popular grades to 
meet your process needs. And they're all precision machined from 
solid STAINLESS Steel Forgings to meet a universal need for the strong- 


est, most accurate and trouble-free fittings money can buy. 


insist on W-S FORGED fit- 
. permanently. 





Get the full benefit of your investment .. . 
tings wherever costly stainless pipe or tubing meet. . 


Screw-End and Socket-Weld Types 


* Tighter * Stronger * More Uniform * Lower Service Cost 


SOLD THROUGH LEADING DISTRIBUTORS .. . EVERYWHERE 


+20 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
ROSELLE, NEW JERSEY 


ys, Hand Pumps, Jack 
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Fast-Selling, Big-Profit Mops 
Made of Du Pont Sponge Yarn 


These new mops are getting the same enthusiastic 
welcome from customers as the sensationally suc- 
>, . cessful Du Pont Cellulose Sponges. They’re easy to 
> sell, because they do cleaning jobs better. Best of 
tl all, every sale of a sponge-yarn mop brings you big- 
ger profits! Write for names of mop manufacturers 
you can contact. E. I. du Pont de Nemours & Co. 
(Inc.), Cellulose Sponge Section O, Wilmington 98, 
Delaware. 


LOOK AT THESE POWERFUL 
SALES POINTS: 


1. Easier to use—wring out damp-dry 


2. Highly absorbent—won't leave flags 


3. Easier to clean—easily sterilized 


4. Resist tangling, souring—always 
hold shape 





5. Both wet-mop and waxer 
—wax rinses out easily 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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DOUBLED BELT LIFE 


by consulting Goodyear Distributor 


PERATOR of this granite gang saw called a Goodyear es 
“ : 4 . . wr leleolel hae) Mel llth aa ie \ 
Q Distributor for help with his flat belt drive. The a BueEeR PROOUCTS 


Distributor came, bringing along the G.T.M.— @-Specified 
Goodyear Technical Man — to analyze the drive and ond Distributer-Supplied COMPASS CORD 
make belt recommendations. TRANSMISSION BELT for Granite Gang Saw Drive 
The G.T.M. studied the drive, made his engineering a? 

recommendations, specified the belts to handle the 10% DIA 

problem. Result: the Compass Flat Belts he recom- py, ORIVE ai 

mended delivered two years’ service—double the best 60 DIA. 
previous record. The Distributor took over—now DRIVEN PULLEY 
stocks the exact replacement belts the operator needs— 

can deliver them right out of stock at any time. 

You can get service like this, too—specification of the 

right product and on-call delivery —simply?™,<calling 

your nearest Goodyear # trial Rubb Jucts E 

Distributor. Look for } Mr 144 GRAVITY 

Telephone “‘zector; ty | IDLER 

’ Relt« > ™ ‘4 

be mache ‘A ‘ 410 % 

cal Good¢ 


DISTRIBUTORS NOTE! (oe errr ees 


Advertisements like these appearing 
regularly in leading trade papers help 
Goodyear distributors make more 
sales—and help make the Goodyear 
franchise the best money-maker in 
Industrial Rubber Products! 


Goodyear, Mechanical Goods Division 
Akron 16, Ohio 


HERE'S WHY IT PAYS TO ORDER FROM 
YOUR LOCAL GOODYEAR INDUSTRIAL 
RUBBER PRODUCTS DISTRIBUTOR 


Replacement orders filled when you need them 
from convenient, local stocks 

One order, one bill, one central responsibility 
for all your Mechanical Goods requirements. 
You save on valuable sto kroom space, because 
your local Distributor maintains a full stock of 
what he knows you need 

Double assurance of satisfaction because the 
Distributor and Goodyear stand behind the 
products he sells you. 


GOOD/7YEAR 


THE GREATEST NAME IN RUBBER 


We think you'll ike “THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday — NBC TV Network 
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Federated quality helps YOUR sales 


\eedless to say. ul helps our sales, foo 


new repair man comes to your shop for solder 
Phe 


Phe second lot not only 


thi vay 


end Federated Solder, It works perfectly new customer 


vl comes back for more works well 


it did be tore . not better, not worse. not 


+ precisely as 


diflerenthy. but precisely us before 


And bederated has helped you make and hold a customer. Next he's 


buying wire, nuts and bolts, and tools, He's your customer. and 


bederated’s customer, because he is depending on the quality of 


ind the repute of the dealer who sells Federated 


bederated products 


products and other lines of similar quality 


most difeult things to sell. You can't 
Indeed 


than the 


(uality i pe ibl of the 


eigh it, nor see it, nor put a price on it in our business, the 


quality) product costs no more “medium good.” 


Quality is an idea, not a tangible, It is measured. if at all, in the eagerness 


of the consumer toe come back for more of “that solder you sold ne last wee k “3 


Federated — Headquarters for Non-ferrous Metals—spends millions of dollars 


annually to maintain the qua of non-ferrous products that helps build vour sales 


* . * 
Sedided Milas Diwision ana 
un the 
AMERICAN SMELTING AND REFINING COMPANY OO fea 
ela 
120 BROADWAY, NEW YORK 5, N. Y. Esme ) 


In Canada: Federated Metals Canada, Ltd., Toronto, Montreal 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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Productivity—What It 
Means to Americans 


(Starts on page 7 





Io develop productivity 
in the future, the following 
iction ssential 

1. Recognize that skilled 
ment is the chicf source of producti 


Hic recase¢ 
ourses of 
ccm ¢ 
manage 
ify mcreases 
Provide 
managements who do not keep up 
vith rising productivity trends to 
how them how to improve their op 


pa THOT 


help to lagging 


rations 
Incourage a high rate of invest 

ment in new and better equipment 
to merease the efficiency of laber 

t. Remove some of the protection 
f “feather-bedding”’, to eliminate 
deliberate slowdown of operations 

5. Encourage growth in markets, be 
cause growing markets boost produc 
tivity by keeping plants at high level 
operation 

6. Promote research which will has 
tern technical improvements, and stim 
ulate even better cducation to increase 
the abilitics of working Americans 
Specific Steps Needed 

These goals would have to be cat 
ried out with The ar 
rangement of wide-spread productivits 
conferences and team visits to plants 
vithin an industry, under either pub 
lic or private auspices, would appear 
to be a constructive step. Other than 
this, the main course to be followed 
in stepping up productivity is to pro 
vide a high level of incentives all 
around. Encouraging quick deprecia 
tion and the plowing back of profits 
into eficient new machinery would do 
1 great deal to prod management to 
faster toward greater produc 
Incentive 


pecific steps 


HOVE 
tivity wages tied to out 
put the for labor 
Competitive prices are a strong in 
centive for consumers to keep buying 
These steps call for modifications in 
laws and a revised philosophy of wage 
payments and price setting. Making 
these changes will not be easv, but the 
benefits to the American 
people arising from greater produc 
tivity would be very great. 

Skill of management and 
ment in new equipment are the major 
factors m raising produ tivity Once 
this fact is recognized, it becomes clear 
that the self-interest of the majority 
of Americans who wish to raise their 
standard of living is to provide the 
inducements which will motivate 
killed management to step up the 
use of equipment 


would do same 


resulting 


invest 





Disswver for yourself why it’s easier to sell Ale- 


mite Grease-Gun Loader Pumps! Famous for 


unmatched quality and standout features, they’re ALEM | ye > , 


backed by the name Alemite—best known—best 


——s LOAD Fe PUMP 
PORTABLE y 


LOADER 
PUMPS 


Go anywhere in 
the plant. Clamp 
directly on 25-lb 
grease pail. Model 
ALTO 4 


F gry oe OUTSTANDING SALES FEATURES — Alemite 
Loader Pumps save time, money and lubricant. Fill a 
1-lb. hand gun in just 8 strokes! Dirt and contamination 
are completely eliminated. They save as much as 3% hours 
for every 100 lbs. of grease used! 


“RED A” 
LOADER 
Compact, easily 
portable. 27 Ib 


capacity. Model 
7186-1 


ALEMITE QUALITY YOU CAN COUNT ON AND RECOM- 
MEND— Alemite Loader Pumps are today’s answer to 
hand-and-paddle loading methods. They fill grease guns 


completely —keep them free of air pockets—are designed 
and built to withstand the hardest industrial usage 


Only Alemite Loader Pumps offer 


all these features! 


NEW 
@ EXCLUSIVE LOADER VALVE permits instant leak-proof loading. 


do © DYNAMIC PRIMER permi ing of heavi 
a ir permits pumping of heovier greases. 
LOADER Pe Assures constant delivery. 
Ale operotes Ver oF © ADJUSTABLE LINKAGE provides increased 
100-Ib. drums . leverage when needed. 
Handles the heav- 
iest ball-bearing ® DOUBLE-ACTING PISTON delivers on both strokes. 
greases. Model . @ PRESSURE RELEASE VALVE permits return of 
7352-1 handle to down position for easier carrying. 


A A ALEMITE—BEST ADVERTISED NAME Presented to 15,000, =-NEW BOOKLET! 


( ost ¢ = or’s readers ry 2 wee rough- 

ae 00 Post and C ollie r's readers every weeks through Alemite * Sales Power’ shows where to look for more 

out the year, Aiemite’s hard-hitting advertising keeps you djemite Sales . . . tells you how to move in and clinch 
: ; : them fost! Send for your copy now. Fill in ond mail 

constantly in the sales picture. Builds greater acceptance, coupon tedey | 


more sales, larger profits for you. WOTITIAN ALEMITE. DEPT. H-23 
1850 Diversey Parkway, Chicago 14, Ill. 


ALEMITE fm — 
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A SINGLE-POINT CARBIDE TOOL is rough ground on a CRYSTOLON wheel. A typical job where these fast-cutting, 


cool-cutting silicon carbide wheels are proving their worth as cost-cutters. 


Sell this cost-cutting “OUCH OF GOLD" 


in carbide grinding... 


Prove to customers how CRYSTOLON® wheels save diamond wheels 


Right now your carbide grinding cus- 
tomers know that conserving diamond 
wheels is vital. 

But do they know the surest, most 
satisfactory way of doing this? 

You can tell them — just as we're tell- 
ing them this month, in our regular na- 
tional advertising. 


Tell them how Norton CRYSTOLON 


(silicon carbide) wheels will give results 


20 
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equally as good as diamond wheels on 


many carbide grinding jobs plus big 
savings. And explain how the skillful 
teaming of Norton CRYSTOLON wheels 
with Norton diamond wheels assures the 
true, value-adding ‘Touch of Gold” that 
means carbide tools at their very best. 


Show How CRYSTOLON Wheels Save 


Talk up the recent tests in offhand 
grinding of single-point carbide tools, 


* FEBRUARY, 1953 


proving that the relatively slow wear of 
the diamond abrasive was more than off- 
set by the much lower cost of the silicon 
carbide abrasive. Net result was that the 
silicon carbide wheels cost about \% as 
much to use as the diamond wheels. And 
a 60 grit silicon carbide wheel gave as fine 
a finish as a 100 grit diamond wheel! 


Many Other Savings 
So it is with various other carbide 
grinding jobs, especially roughing, where 














wheels in three bonds 


two bonds 


you can show how costly diamond wheels 
can be replaced with CRYSTOLS IN 
wheels. Remind customers you can sup- 
ply these fast, free-cutting wheels in grit 
sizes up to 200, resinoid bonded or in 
the new vitrified K-Bond — which is 
quality-controlled to produce half-grade 
increments of wheel hardness, enabling 
you to meet “pin-point” specifications. 


Of course, for grinding multipoint 
carbide tools and similar jobs, customers 
will still want Norton diamond wheels in 
the correct bonds and grit sizes. But even 
here you can sometimes recommend 
CRYSTOLON wheels, especially on 


carbides used for machining cast iron, 


Use These 
Up-to-the-Minute 
Facts In 
Your Selling 
Make good use 
of the December 
issue of Grits and 
Grinds. Timed to spark your present sell- 


cena eon: 





vitrified and resinoid. 


ing in the carbide grinding field, it con- 
tains no less than three articles on 
carbide grinding by well-known Norton 
technicians. These expert analyses of the 
latest tested methods, packed with in- 
formation on how to cut grinding costs 
and improve quality, are of lasting value 
to your customers and they’re powerful 
sales ammunition for you! See that cus- 
tomers get their copies, together with the 
two other helpful booklets on carbide 
grinding and how to make diamond 


wheels last longer. 


CARBIDE TIPS 

ON A FACE MILL 

et keen cutting edges ona 
hee diamond wheel — 
the most efficient and eco- 
nomical wheel for multi- 
point tool grinding. 


lll 


NORTON WHEELS FOR THE “TOUCH OF GOLD” in carbide grinding include diamond 


vitrified, resinvid and metal — and CRYSTOLON wheels in 


WE'RE Selling Through YOU 


Following our standard practice in 
every ad for Norton abrasives, we're 
featuring you to your customers as the 
key source of wheels and service that will 
add the product-improving, money- 
saving ““Touch of Gold” to every grind- 
ing job they do. And we’re backing you 
up with the educational material, the 
technical team-work and the world 
leadership that adds the “Touch of Gold” 
to your selling, too! 


NORTON COMPANY, Worcester 6, Mass. Warehouses in 5 cities. Distributors in all 
principal cities. Export: Norion Behr-Manning Overseas Incorporated, Worcester 6, Mass, 


NORTON 


ABRASIVES 
Gilaking better products to make other products better 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 
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SUPREME seano CHUCKS + SUPREME sxano CHUCKS ¢ SUPREME seano CHUCKS «+ 5S 


hier 
f / 


M, 
Here is the chuck that can be sold 


IT HAS QUALITY... GIVES TOP PERFORMANCE ! 


a 
“=p 


SUPREME sean CHUCKS 








SUPREME 
mean’ CHUCKS 


SUPREME CHUCK ’ Supreme Brand Chucks are available for prompt delivery 
. 5 


in sizes described on these pages. They are nationally 

advertised and have trade acceptance. They are used 

on original equipment and for replacements. They are 

“quality” made by an experienced manufacturer of 

precisoin mechanical assemblies who has a repu- 

tation for skill and craftsmanship. Distributors 

are the main selling force . . . supply your 

customers demand for chucks . . . order your 
requirements today. 


LATEST SUPREME CATALOG PRICE INFORMATION 


SUPREME seanwc CHUCKS 


4. oz. 

1 tb. 
THREAD BACK . 1 tb. 
LIGHT DUTY ” 1 Ib. 4 oz. 
1 Ib. 4 oz. 


4% on. 

1 tb. 

1 ib. 4 oz. 
1 tb. 4 of. 


SUPREME sano CHUCKS 


7 oz. 
7 ox. 
7 oz. 
1 Ib. 
1 Ib. 
1 bb. 


THREAD BACK 
MEDIUM DUTY 


No. 1 7 ox. 
TAPER BACK ° No. 2 (short) 7 ox 


MEDIUM DUTY , No. 2 1 tb. 


Prices subject to change without notice 


WRITE FOR DISTRIBUTOR DISCOUNTS 





























SUPREME seano CHUCKS 


THE CHUCK THAT LIVES UP TO ITS NAME... 





REME seawo CHUCKS + SUPREME srano CHUCKS « SUPREME seano CHUCKS +» SUP 









~HUCKS 


with confidence! 






SUPREME sranv 






INTERCHANGEABILITY REFERENCE CHART 
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MODEL NO. THREADED OR EXTRA ist 
sates TAPERED BACK KEYS PRICE 
Supreme 1A o—%"’ Me" —24 1 $ 35 
Other makes 18 o—%4" My"—24 
Supreme TI 0—%" No. 1! toper 1 tas 
Other makes 1A 0—%"’ No. | taper 1 s 
Supreme 4A | 0—%" %"—24 4 .40 mw 
Other makes 78 0—%"’ %"—24 7 [--4 
Supreme 4B 0—%"" %4"—20 4 .40 a 
Other makes 78 0-4" “4-20 7  ] 
' - — “ 
Supreme 4c 0—%" ""'—24 4 40 
Other makes - _- - — . 
Supreme No. 1 taper 4 
CHECK THESE Other makes 7—IA 0—%" No. 1 taper 7 Me 
; 
Supreme 4T—2 0o—%" No. 2 short 4 40 
CONSTRUCTION FEATURES Other makes 7 0—%” No. 2 short 7 d > 
1 Supreme *3A 0—%” %"—24 5 50 » 
« JAWS NICKEL CHROME MOLY Other makes *28 o—%” %—24 os = Pr 
ALLOY STEEL... expertly heat } 0 3 
treated for durability Supreme 38 0—% a" —20 5 50 
Other makes 328 0—%” ’"'—20 32 
2. KEY HOLES—do not extend into Supreme 3D 0—%” %"’—16 5 .50 
body cavity thereby sealing out Other makes 328 | 0—%”" 0" —16 32 
dirt Supreme 3T—2 0—%”’ No. 2 toper 5 50 aa 
3 Other makes 32 0—%” No. 2 toper 32 = 
¢ STURDY ONE PIECE GEARED | A 
Supreme 58 u—Va""’ ’"—20 5 50 
NUT CONSTRUCTION . . . pre- ~~ on «~* 444" "20 32 or 
vents slippage } [-% 
- Supreme 5D 4u—" %4'—16 5 50 — i 
4, ENTIRE CHUCK BODY HARD- Other makes 338 | Hu—th"’ %’—16 32 w 
ENED—Inside and Out Supreme 5T—33 Yu—h"”’ No. 33 taper 5 50 Ps 
Other makes 33 Hu—'h"’ No. 33 taper 32 
S. TAPER BORE HARDENED AND Ronee = ony aro ; = - 
GROUND Other makes 68 0-4” %4"—20 3 x 
INDIVIDUALLY TESTED FOR Supreme **6D 0—'h” %”—16 6 55 Vv 
ACCURACY 4 Other mokes **34B 0—%” %—16 3 ~ 
" =x 
: | Supreme 6T—2 0—% No. 2 taper 6 55 
CHUCKS AND KEYS interchangeable pant a er 78 0-4" No. 2 taper 3 vy 
with other makes 
Supreme 6T—33 0—'” No. 33 taper 6 55 2 
Other makes 6A—33 0—'" No. 33 taper 3 « 
* No. 3A is medium duty—1-13/16" outside ciameter—2-7/16" long rrr) 
* No. 2B is light duty—1-11/16" outside diameter—2-3/16" long > 
** No. 6D is light duty—1-15/16" outside diometer—2-23/32" long 
** No. 348 is medium duty—2-1/16" outside diometer—2-3/4” long ot 
a 
) 
4) 
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Leading 
industrial Distributors Say, 


Linco/n 
Lubricating Equipment v 


kd MONEY FOR US" i 


J. F. Phillips, Director of Sales, The Boyer-Caompbell Co., Detroit, Mich \ 
Lincoln Lubricating Equipment has proven a very valuable and 
profitable line Mr. 0. M. Williams . . ‘ 
o 
D. M. Williams, Vice President, LeValley Mcleod, Inc., Schenectady, N. Y bad 
The Lincoln Lubricating Equipment line is one of the most profitable 


and satisfactory lines we handle.’ 
Clegg Walker, President, lsaac Walker Hardware Co., Peoria, ill 
Our association with Lincoln Lubricating Equipment is both pleasant 


and profitable Mr. Clegg Walker 


L. L. Brenholts, President, Harris Pump & Supply Co., Pittsburgh, Po 


We continue to build a profitable repeat business on Lincoln eS 
7 


Lubricating Equipment.’ 
John N. Stone, Director of Sales, Stone Supply Co., Houston, Texas 


National advertising, unique packaging, and merchandising acids make 


selling Lincoln Lubricating Equipment easy, fast and profitable.’ 
Paul W. Evans, Secretary in Charge of Sales, Beals McCarthy & Rogers, tir. L. L. Grontiotts 
Buffalo 5, N. Y yp 
Lincoln's helpfulness, integrity and quality-mindedness enable us to give 
our customers the best possible lubrication equipment service.” yj 
R. E. Ferguson, Jr., Assistant Manager, Industrial Supply Co., FA 


Clinton, So. Carolina 
Lincoln Lubricating Equipment hos proved a valuable asset to us." 


=z Mr. John W. Stone 
se 
> 


Mr. Poul W. Evans 


- 


% 


Mr. RE. Ferguson, Jr. 


+ ¢ © PIONEER BUILDERS 


ENEVEN 


LUBRICATING EQUIPMENT e e 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Avenue, St. Louis 20, Missouri 
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1. NATIONAL ADVERTISING 


Lincein's consistent program of 
National Advertising in leading 
publications, constantly directs the 
buyer to the Industrial Distributor. 


2. DIRECT MAIL 


Attractive mailing pieces giving 
actual case history records achieved 
by manufacturers through the use 
of Lincoln Equipment, are available 


A Well-Planned = : to Industrial Distributors. 
3. SLIDE FILMS 


isi ) olor slide fil f it 
Merchandising eee 
-154— | Distributor sales meetings or 
Program in your prospect's office. 
4. SALES DISPLAYS 


Displays designed for 
increasing sales are available 
for use in Distributor's 
—— tO Sales Rooms to pre-sell your 
oe customers... save you time 





.-. sell while you're busy. 


5. SWEET’S CATALOG 
AND INDIVIDUAL 
CATALOGS 


The entire Lincoln Line of 
lubricant application 
equipment appears in Sweet's 
Pre-Filed Catalogs which are 
distributed to your customers 
each year. Individual 
catalogs are also available 
for your use and distribution. 


A Complete Line, + Sates AND SERVICE 


For the Application ) Lincoln maintains a Sales 
va 6nd Service School where 
rey i Lu ) ricants, Se Distributors’ Salesmen and 
° =) mechanics are factory-trained 
To Serve All Major to provide customers with 
the most complete and 


Industries efficient service. 


7. UNIFORM PACKAGING 
7" ones oe pnt eames is 
' attract in metal-ed 

STOCK. .. FEATURE ineiae to satealt ented hones Detter 
... SELL the Line inventory control, quick identification 

. and increased eye appeal. Accessories 
That Helps Build are pre-packaged in polyethylene 

bags for additional protection from 

AY] (-33 For You dust and moisture. 


Write for complete information telling you how 
you can become a Lincoln Industrial Distributor. 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Ave., St. Lovis 20, Mo. 
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- , Every Plant 
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your Prospect 
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when you sell the complete line of 
BLACK & DECKER Electric Tools! 


No matter what business your customers are 
in, they’re prospects for one or more of the 
complete line of Black & Decker Electric 
Tools. From the smallest shop to the largest 
plant and factory . . . from the lone-wolf 
mechanic and electrician to the largest con- 


tractors . . . you can sell them B&D tools! 


That’s because they know Black & Decker! 
They know the quality that’s built into every 
B&D tool-—the top-flight parts, the husky 


housings, the compact designs. They know 
their versatility, their stamina. But most of 
all, they know that B&D tools speed their 
operations, saving time, manpower, money, 
and backbreaking work! 


So make sure you push Black & Decker 
tools on every call to every customer. It’s one 
sure way to build your sales volume! THE 
Brack & Decker Mra. Co., 610 Pennsy!- 
vania Ave., Towson 4, Maryland. 


Remember—you’re not alone—here’s your backing: 


WORLD’S MOST COMPLETE LINE— More kinds 
of tools, sure! But, in addition, a greater 
choice of capacities, speeds, power and price 
in most groups! 

ENGINEERING KNOW-HOW More than 42 
years of leadership in engineering and manu- 
facturing provide the skill and experience 
that give you modern electric tool improve- 
ments first! 

SERVICE BRANCHES 34 factory-owned-and- 
operated Sales and Service Branches within 
24 hours of any customer give potential 


buyers the assurance of quick, competent 
service when needed. 

ADVERTISING & MERCHANDISING — World’s 
largest electric tool advertising and mer- 
chandising campaign helps pre-sell your cus- 
tomers on Black & Decker and you as the 
source! 


B&D SALES REPRESENTATIVES Experienced, 
fully trained sales organization helps you sell 
your customers on Black & Decker tools; gives 
valuable assistance with big accounts and 
tough tooling problems! 
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duction, and purchasing officials 
know that Brown & Sharpe 
_ Cutters are of one uniformly high 
. +. and that “quality 


brown & Sharpe e 
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IN THIS TEMPLE 
AS IN THE HEARTS OF THE PEOPLE 
FOR WHOM HE SAVED THE UNION 


THE MEMORY O! 
IS ENSHRI? 


ABRAHAM LINCOLN 
ED FOREVER 


Everybody knows where the Lincoln Memorial 
can be found... but 


how many people who buy industrial products 
know where to find you? You can tell them 
by advertising the industrial products you 
carry in the ‘yellow pages’ of your telephone 
directory 

Your ‘yellow pages’ advertising works for 
you 24 hours a day, every day. It introduces 
businesses all over 


you into factories and 


“Mepicas guvine GUIDE 


your marketing area. It leads new prospects 
to you and serves as a constant reminder to 


old customers 

Why not do as many of the industrial 
distributors in your community are already 
doing? Your Directory Representative will tell 
you how to take full advantage of the extra 


sales help you get from the ‘yellow pages’ 


Your local telephone business office will be glad to supply you with further information. 
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for VALVE and FITTING MATERIALS 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 


normal operating conditions! 


We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 


no other way. 


HENRY VOGT MACHINE CO.., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK @ CHICAGO e@ CLEVELAND 


PHILADELPHIA © ST. LOUIS © DALLAS © CHARLESTON, W. VA 


Consult Catalog F-9 for the complete Vogt line of 
drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services. 


oto) ae 


DROP FORGED STEEL ‘~* 
VALVES and FITTINGS 


s- 
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» » PROVING GROUND FOR 
} REPEAT SALES 


ATLAS “PRE-TESTS” INSURE 


MAXIMUM SERVICE LIFE...CUSTOMER SATISFACTION 


Dynamometer torture-tests supply the final 
proof of strength, durability and extra serv- 
ice in Atlas “Super Life’’ Roller Chain. 
Here top performance is tested and checked 
... here is your assurance of long service in 
every foot you sell... customer satisfaction 
and repeat sales. 

The Atlas Dynamometer provides a com- 
plete test of Atlas Chain’s wearability, fa- 
tigue life, load-carrying capacity, and ability 
to withstand shock. As a result, you can be 


certain that every link of Atlas Chain will 
deliver extra years of trouble-free service. 

Make next year your best year... sign up 
for the Atlas line. Atlas distributors from 
coast-to-coast have profited by the Atlas 
O.E.M. Plan, the profit making sales terri 
tories and the teamwork cooperation of 
Atlas Sales Engineers. Roller chain offers 
the key to a multi-million dollar market... 
get your share of it with the Atlas Pre- 
Tested Line. Write today for full details. 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. 


ATL Scaain 











but... for carbide 
tool grinding 
SIMONDS WHEELS 


cost much less 


SIMONDS 


ABRASIVE CO. 


Grinding Wheels 


Sharpen your carbide tools the economical way. Avoid 
damaging sensitive edges. Prevent shape distortion. 
Use Simonds’ G Electrolon (silicon carbide) grinding 
wheel. It’s the popular “‘green’’ wheel . . . less expen- 
sive than diamond wheels . . . but a “‘gem”’ for safe, 
cool grinding that prolongs tool usefulness 


Especially efficient for roughing and semi-finishing, 
these wheels are also frequently used for finishing, too. 
Made to high standards of accuracy, as are all Simonds 
Abrasive Company products .. . including grinding 
wheels, mounted wheels and points, segments and 
abrasive grain 

Write for your copy of our bulletin (ESA 181) about 
G Electrolon wheels, including type PM (plate 
mounted) and tool and cutter shapes--Al/ available 
from stock. Your Simonds Abrasive distributor is 
equipped to serve you locally. We'll gladly send you 


his name too 


Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- 
.. Ltd, Montreal, Que. and Simonds Canada Abrasive Co., Ltd, Arvida, Que. 
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Green Electrolon 


Grinding Wheels Replace 
Hard-To-Get 
Diamond Wheels 


Simonds G Electrolon grinding wheels 
offer many new sales opportunities for 
the industrial supply salesman as a 
direct replacement for scarce, hard-to- 
get diamond wheels for carbide tool 
grinding. 


These are the popular “green grit”’ 
silicon carbide vitrified bonded wheels 
long used for roughing and semi-fin- 
ishing operations on cemented car- 
bides. Today, with the tight restric- 
tions and scarcities on diamond 
wheels, they are frequently being used 
for finishing work as well. If your 
customer can't get diamond wheels, 
you can do him a service by supplying 
these G Electrolon wheels. 


Here are the popular specifications, 
all stock items, that you can supply: 
Straight Wheels: 
Roughing — GC60-19-V3 
Semi-Finishing —- GC80-19-V3 
Finishing — GC120-19-V3 
Cup Wheels: 
Roughing — GC60-H9-V3 
Semi-Finishing — GC80-H9-V3 
Finishing GC120-H9-V3 
Plate Mounted Wheels: 
Roughing - GC60-H9-V3 
Semi-Finishing — GC80-H9-V3 
Finishing GC120-H9-V3 
Ask for this business among your 
trade. Simonds G Electrolon wheels 
have long held an enviable reputation 
for top quality in carbide tool grind- 
ing and are in standard use in many 
leading metal-working plants. 





The advertisement shown here is 
typical of the manner in which this 
line is being promoted to industry 
with millions of sales messages in 
leading trade publications during 
1953. 


( Advertisement ) 








RUST PREVENTIVE 
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RUST-OLEUM. 


D ow 

Puts the finger on 

Rust! —wi “thi 
st!—with this 

Tremendous 2 

Advertisi 

Program 


a 
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PUBLIC ATIONS MARCH 


7th, 21s? 

9th, 30th 

2nd, 16th 
28th 


BUSINESS WEEK 
TIME MAGAZINE 
NEWSWEEK 
SATURDAY EVENING post 
MARINE ENGINEERING & SHIPPING REVIEW March 
MARINE NEWS & MARINE AGE March 
FACTORY MANAGEMENT & MAINTENANCE March 
MILL & FACTORY March 
MODERN INDUSTRY 
KIWANIS 
ROTARIAN 
ARCHITECTURAL FORUM 
PROGRESSIVE ARCHITECTURE 
INDUSTRIAL DISTRIBUTION 
PURCHASING 
CONSTRUCTION EQUIPMENT March 
ENGINEERING NEWS RECORD 12th 
INDUSTRY & POWER March 
THE PLANT March April 
SOUTHERN POWER & IND 
MAINTENANCE 
INDUSTRIAL MAINTENANCE 
AMERICAN PAINTER & DECORATOR March 
PARK MAINTENANCE March April 
PARKS & RECREATION April 
ROCK PRODUCTS 
IRON & STEEL EN 
IRON AGE 
COAL AGE 
MECHANIZATION 
Olt & GAS JOURNAL 
MECHANICAL ENGINEERING March April 

PLUS 24 other important publications month-after-month 


T 


March 
March 
March 
March 
March 
March 
March 


9th 


USTRY March April 

April 
March April 
April 


March 
GINEER March April 
19th 2nd, 16th 
March April May 
March April 
23rd, 30th 27th 18th 





Puts the 
finger on 
Reust... 


Distinctive as your finger- 
print, RUST-OLEUM is an ex- 
clusive formula incorporating 
a specially-processed fish oil 
vehicle that will dry, is odor- 
free, and can be formulated 
in many colors including 
aluminum, and white. 


RUST-OLEUM STOPS RUST indoors and out... it’s 
the practical answer to nearly every rust-producing 
condition! Simply scrape and wirebrush to remove rust 
scale and loose particles . . . then apply RUST-OLEUM 
DIRECTLY OVER THE SOUND RUSTED 
SURFACE, usually eliminating sandblasting, chemical 
“‘wash solutions”, and other costly preparations. And 
RUST-OLEUM is available in many colors, including aluminum and 
white to meet practically every color preference. For these reasons 
you save money for your customers and prospects . . . you can 
talk RUST-OLEUM on every call. And remember — you sell RUST-OLEUM 
under a sound, protected distributor policy that’s built around 
YOU for high profits, fast turnover, repeat sales! 


RUST-OLEUM CORPORATION 
2413 Oakton Street, Evanston, Illinois 





RUST-OLEUM reaches right 


info your trading area 


and pre-sells your 


is Migs 


There is only one 
like this 


there is only one 

RUST-OLEUM 
RisT-OLEUt M 
Puts the finger 
om Elusd? 


e 


oe prospects 


DRAMA 
MIC NATIONAL ADVERSE 
} SIN 


90,000,000 RUST-OLEUM sales messages will spearhead RUST-OLEUM’S 
big 1953 campaign to “put the finger on rust!’’ We're reaching 
right into your trading area and pre-selling your customers and 
prospects with dramatic national advertising in The Saturday 
Evening Post, Time Magazine, Newsweek, Business Week, and 
57 other important publications! And, we're hitting your customers 
and prospects at the same time with a sales-producing direct mail 
campaign that will bring you live 'eads and buyers. [t’s all timed 
to strike when the iron is hottest in your territory so be sure 
you're signed up for RUST-OLEUM’S hard-hitting direct mail cam 
paign for extra profits! Check on this, today! Put the finger on rust! 

















Designed 


for those who need 


Machines 


New 16° and 14° 
Band Saws by WALKER-TURNER 


For jobs where neither 





lete information, 
and address in margin below. 


sow omty WY/AT K FRUITY RNER 


THROUGH 
TRAINED * PL 1 ON ° 


oP | 


\ . 
INDUSTRIAL KEARNEY ANDI TRECKER| CORPORATION 
DISTRIBUTORS PLAINFIELD. J. 


DRILL PRESSES * RADIAL DRILLS * TATING ARBOR SAWS 
BELT and DISC SURFACERS ad METAL-CUTTING BAND SAWS 
LATHES * SPINDLE SHAPERS * JOINTERS 


~~ Uae this space ~ 


to write for full details and specifications. 
Walker-Turner Division, Kearney & Trecker Corp. 
Dept. T-11, Plainfield, N. J. 


(Please write your name and address in margin of page) 





DSC Flexible Couplings, ca- DRC Flexible Couplin capaci- 
pacities from 2.70 hp at 100 ties from 2.70 — 100 rpm to 
rpm to 119 hp ot 2000 rpm. 286 hp at 1800 rpm. 


Stock Silent Chains ond Sprockets, 
copacities up to 50 hp. 


Morse-Rockford Over-Center 
Friction Clutches, hp ranges from 
-57 to 1.7 per 100 rpm. 


ALSO 
these 
custom- 
ordered 
products — 


HY-VO DRIVE 


Merflex Radial Couplings, — 
capacities from 3 to 262 hp MORSE- 
per 100 rpm. rhas ael@ 28) 4)) 


Steck Roller Chains from %” 
pitch to 2” pitch; corresponding 
Stock Sprockets in Types A, B, C. 


PULLMORE 
CLUTCHES 


MORFLEX 
DRIVE SHAFTS 


MORSE CABLE 
CHAIN 


Morflex Flexible Couplings, 
capacities from .06 to 13.80 
hp per 100 rpm. 





Answer power transmission needs quickly, accurately 
with the complete MORSE line! 


Whether a customer orders a tensive advertising campaigns, 
drive to transmit fractional through comprehensive, easily- 
horsepower or one to transmit read catalogs, through engi- 
5000 hp, you can make the sale, neering help when you need it. 
rack up the profit—if you're a 
Morse Distributor Your key customers and pros- 
pects—maintenance men, 
The Morse line is a complete 
one, both in number and types engineers, others — are presold 
of products and in capacities on Morse quality, presold on 
and sizes of each product. Morse performance. Sell the 
In addition, Morse gives you Morse line to your ready-m@de 
full sales support through ex- market. Write us for detailed 


MORSE CHAIN COMPANY 
Dept. 426 7601 Central Avenve . Detroit 10, Michigan 


purchasing agents, operating 
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information on a profitable 
Morse distributorship. 


* Engineering Service, Long Service Life, 
Quality—which your customers get in 
unusual degree when they buy Morse 
Power Transmission Products 


Fata esta teen na teerl cians aa, 


MORSE 


MECHANICAL 4 
POWER TRANSM/SS/ON 
} Pprooucrs 


eee ttt r 








The amazing space-saving U.S. Royalastic 


Your customers want the tape that 
Saves time, saves space —that’s easy to 
apply. They want U.S. Royalastic Viny! 
Tape! 

Royalastic keeps wiring neat and un- 
cluttered; provides up to 200‘. more 
dielectric and 50 to 100° more me- 
chanical protection. [{t is resistant to 
acids, alkalies, oils, water, temperature 


changes and all kinds of weather con- 


ditions. It has high tensile strength, 

Stock up on U.S. Royalastic—it is 
made by a company your customers all 
know and respect— United States Rub- 
ber Company. Give them the up-to-date 
tape — and assure yourself of repeat 


business. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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NOTE: This folder is available 
for mailing to your list. 


BUILD 
YOUR BRONZE 
BAR SALES 


This 
Way 


cat on NEW customers 
. ee SUGGEST NEW USES TO 
OLD custOoMERS 


De is a great untapped 
potential for UNIVERSAL BRONZE in 
your territory ... everywhere. Many 
industrial parts can be made from 
these bars very economically. The 
highly finished surfaces often need 
not be touched, a saving in set-up 
and machining time. Hundreds of 
inside-outside diameter combinations 
are available from stock. This bronze 
has properties often needed .. . it 
machines freely, it is spark-proof, is 
corrosion resistant, will not taint 
food products. The folder ilius- 
trated shows many uses by enter- 
prising manufacturers. Mail it to 


M © ri A “y @, Pa your customer prospect list. 


JOHNSON BRONZE COMPANY 


UNIVERSAL 535 South Mill St., New Castle, Pa. 
BRONZE ee 


OTHER BEARING TYPES: 
Standard Stock Size GP Bearings * Electric Motor 
Bearings * Graphited Bearings + Self-Lubri- 
cating Powder Metallurgy Bearings - Babbitt Metal 





All Johnson Universal Bronze Bars are 13” in length 
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ABOVE ALL... 


» SLING 


@ You wouldn't trade places with the men in 
this picture unless you had utmost confidence in 
the wire rope sling. 

Naturally you want to move loads easily at 
lowest possible cost, but neither of these advan- 
tages need be sacrificed for safety when you 
standardize on American Tiger Wire Rope 
Slings. 

Your job is probably different—but we make 
different slings, too—enough types and varieties 
to fit the 430 applications listed in our “Tiger 
Sling” Book. If you get a copy of this book, and 
don’t find the slings you need, tell us about it 
and our engineers will work out a special design 
for your own use. 

For greatest strength American Tiger Slings 
are made from Monitor Improved Plow Steel 
Wire Rope. Fittings are specially heat-treated 
carbon steel for superior toughness. 

By using the right sling for your job, you can 
get many times the service life you get from 
makeshift slings. And above all you get safety! 
Send the coupon. 





American Steel & Wire 
842 Rockefeller Building 
Cleveland 13, Ohio ; 
Please send me your free book on American 
Tiger Wire Rope Slings. 





Co cane cmamseusensapansenansannein 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UMITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S’S AMERICAN TIGER WIRE ROPE SLINGS 
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WHEELS, STICKS, 
RODS, BLOCKS in 
three textures — 
for machine and 
manual operations 


GENERAL USES—A FEW OF MANY: 
Removes light digs, tool and heat marks. Cleans welded 
and molds, Burrs 


Maintains 


and soldered joints. Finishes dies 


stampings, castings, machined parts. raols, 


equipment, inachinery, parts. 


FOR CUSTOMERS’ 


QUICK, PROFITABLE 
TIME SAVINGS! 


Coming right up! Customer time- 
savings up to 50%! Burring, finish- 
ing, cleaning, polishing, in one op- 
New dealer concepts in 
turnover, profits, because Bright- 


REALLY 


eration! 
boy abrasives are 


DIFFERENT! 


PLACE YOUR ORDER NOW FOR 

QUICK ACTION — Brightboy’s combina- 

tion action, that utilizes the working advantages 

of both abrasive and rubber. Here's an action that spells 


quick, big demand as soon as your customers see Brightboy’s 


light grind that’s really different, Brightboy’s surface that’s 
so smooth it's frequently the final polish! 


Brightboy has adaptability, versatility, beyond the range of 
conventional abrasives; takes up where others leave off. Sell 
it to complete your service for all abrasive applications. Sell it, 
too, with cutting tools, files, ete. 


INVITING DEALER PROPOSITION. ATTRACTIVE TERRITORIES 


Write for interesting information! 


HOW BRIGHTBOY SAVES PRODUCTION TIME 


Bridges the gap between the rough grind and the buff in one operation! 
Works to close tolerances. Shapes to contour. Produces a wide variety of 
conventional and special finishes and patterns—damaskeening, for example; 
often the “final” polish. No before-use preparation or dressing needed. No 


skilled labor necessary. 





BRIGHTBOY FINISHES MANY MATERIALS 
—defense products and civilian goods in 
ALL METALS « PLASTICS * WOOD « GLASS 
HARD RUBBER « PRESSED AND LAMINATED 
MATERIALS AND COMBINATIONS 





BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Company 


6th Ave. & No. 13th Street - Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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YOUR LOCAL 


CENTURY 
F Century's 28 Branch Offices located in the principal 
cities of the United States are prepared to help you get 
APPLICATION ahaa your share of the Electric Motor Market anywhere 


When you require help at the point of sale, a friendly 
Century Application Engineer, backed up by more 


than 50 years of motor application “Know-How” and 
background, will supplement your selling efforts 


The wide line of Century motor types and sizes has an 
important sales value. The complete line provides a 
means of selecting a motor that exactly matches the 
performance required of the driven equipment. This 
means giving your customers all the top performance 
that is built into their production equipment. That kind 
of service is essential to really make satisfied customers. 





Invite a member of Century's nation-wide organization 
to help you make it easy to sell electric motors 
to your markets. 


CENTURY ELECTRIC COMPANY 


1806 Pine Street St. Lovis 3, Missouri 
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CLOSE THE SALE... 
SPS CAN 


A good salesman is a hard-headed logician who plans 
every step in his campaign to sell a prospect. And 
when he has sold him, he closes by asking for an order. 
We believe that if all UNBRAKO salesmen would ask 
for an order, UNBRAKO saies would climb far beyond 
our wildest dreams. To make your sales effort easier, 
we can deliver UNBRAKO screws in good time. You in 
turn can please your customer by supplying him from 
your shelves. STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pennsylvania. 


UNBRAK SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


Knurled Head Self-Locking Fiat Head Shoulder Dowel 
Cap Screw Set Screw Cap Screw Screw Pin 
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ASK FOR THE ORDER 
DELIVER UNBRAKO SCREWS 
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@ Your customer's confidence is earned 
by experience... experience with you,and with the 
uniform high quality in every link of Peoria Chain 


...experience with Peoria Chain’s complete de- 


pendability — dependability that assures him 


smooth-sailing production year after year. 
Your confidence is earned by experience 
with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort. 


And this confidence is well-placed. Plant-wide 
quality control assures dependability—whether it's 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ If you are not already one of 
PEORIA CHAIN’'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


H Class 
Drive Chain 


Detachable 
Chain 


Rool-Top 
Transfer 
Chain 


Roller-Top 
Transfer 


Chein H Closs 
Retuse 
Chain 
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No. 1579 


ELEC. DRILL 1 in : Nos. 1525—1480 Mh in 


HEAVY DUTY ELEC. DRILL 


ELECTRIC DRILLS 


BALANCED POWER 
STURDY CONSTRUCTION 


Nos. 1550-1560-1575 e » All Angle Elec. Drill % in, 
Y2 in., ¥% in., % in. = see et ERASE MR ET CL ne 
HEAVY DUTY ELEC. DRILL _ = 


No, 1495 


* Needle-roller-bearings. 
Permanently lubricated. 
Three-conductor cord, for ground. 
Cyclone fan, increased ventilation. 


Heat-treated gears to increase 
oO. 8 in. . . ° istol Type 
No. 1519 % in. Durable aluminum metallic finish. Elec. Drill Ya in. 
HEAVY DUTY Momentary safety switch. 
ELEC. DRILL Oil packed and sealed. 


Ball bearings. 


Sold only through Authorized SIOUX Distributors 


STANDARD ig 
THE WORLD Nos. aa tai in, 
OVER ; 
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KEYSTONE GREASE NO 


45 i 


ysed in Dryer Felt Roll Bearing 


VELOX GREASE NO. 3 is 


Table 


ie 


used in Wet End 


Wire, Couch and Press Roll Bearings 


KEYSTONE LUBRICANTS: First Choice for Fifteen Years 





. 


Paper Mill reports ne bearing failure 9 


The Head Oiler at a western 
paper mill has this to say about 
Keystone Lubricants: 

“Once every two weeks we 
lubricate the Dryer Felt Roll 
#45 


Grease. In over fifteen years’ 


Bearings with Keystone 
experience, we have had no bear- 
ing failures and have found no 
equal to Keystone #45. It with- 


stands speed—for the paper is 
running at approximately 1200 
feet per minute—and it stands 
up under the moist, steam-heated 
air in the dryer without breaking 
down or showing emulsion. 

“On the bearings of the table, 
wire, couch and press rolls on the 
wet end of the paper machine, 
we have used Keystone #3 Velox. 


Name it and get it! 





That’s usually the way service goes at your near-by Industrial 
Distributor. His warehouse means savings for you on inventory and 


savings in purchasing time and trouble. 


We lubricate the table and wire 
roll bearings once a month and 
the couch and press roll bearings 
once every three weeks. In over 
fifteen years’ experience, we have 
had no bearing failure despite 
water, speed and pressures.”’ 
Mr. Distributor please note: 

Case histories such as this are 
typical of the ability of Keystone 
Lubricants to stay sold... which 
is why the Keystone line will al- 
ways mean profitable repeat 
business for you. KEYSTONE 
LuBRICATING COMPANY, 21st and 
Lippincott Sts., Phila. 32, Pa., 
Est. 1884. 


TRACE MARES 


SPECIALIZED 
LUBRICANTS 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





eR eedes : 


cyntbols Me PRECISION 


A “‘mike’’ and an Allen Key keep steady company wherever 
precision measurements and precision adjustments go hand in hand 
. .. and where positive locking and vibration-free performance 


are important to maintaining precision. 


Look for the First Name in precision screws at the Industrial 
Distributor who stands first in his field in 

your locality. He has the stock, the experience, and a 

wealth of specific information on applications for 

precision fastenings that you will 

find invaluable. 


ALLEN 


MANUFACTURING COMPANY 
Hertford 2, Connecticut, U. $. A 


ARnine 
Aiea-Type sees wr! 
aocesetly Mee eo eeeeeeeeeeeeces 
oa ae 
sllea teed 0 
iis Wack ood 
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How these K&M insulations keep heat under power’s “thumb” 





HE PICTURE ABOVE, taken in a large Eastern 
T power station, is good, but it can show only the 
“skin-deep” beauty of the Keasbey & Mattison 
Insulations on the feed water deaerator in the 
background and the duct in the right foreground. 
Under the glistening surfaces, finished tightly with 
K&M_ Insulating Cement, lies this interesting 


heat-keeping story 


On the feed water deacrator, the “defense in 
depth” against heat loss is provided by K&M 
Hy-Temp Blocks, 149” thick, covered with “Feath- 
erweight” 85% Magnesia Blocks, 149" thick 

an ideal combination that makes the most of the 
high heat-resisting qualities of Hy-Temp and the 
high insulation value of “Featherweight” 85° 
Magnesia. Alone, Featherweight” 85°, Magnesia 
is good for temperatures up to 600° F. (on the 
duct shown it is more than sufhcient); its combi- 
nation with Hy-Temp provides efficient insulation 


from 600° to 1900° F, 


These K & M Insulations are practical, economi- 
cal, and durable. The insulating properties of 
“Featherweight” 85° Magnesia are not affected 
by alternate heating and cooling ... by wetting 
and, being mineral in nature, will 
not burn. Both insulations are supplied in appro- 
priate forms and thicknesses for all equipment 


and drying 


surfaces and piping. 


When you sell these K&M_ Insulations to your 
customers, you know they’ll be satisfied . . . and 
that means more repeat orders for you. We'll 
gladly send further information. 


Nature made Asbestos... 


Keasbey & Mattison has made it 


serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY © AMBLER © PENNSYLVANIA 
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Enter this Lyon Den 
with Contidence 


There are two big reasons why your Lyon Steel Equip- 
ment Dealer is a good man to know. 

First, a highly diversified line of more than 1500 stand- 
ard Lyon items enables him to meet the varying needs of 
business, industry and institutions — better. (A very few 
typical Lyon products are shown below.) 

Second, he’s a source of sound counsel in getting the most 
out of steel equipment in terms of savings in time, labor 
and money. 


This and similar ads appear each month in News- 
week, Business Week and leading trade publica- 
tions. Many products, plus many markets, plus 
consistent advertising support, equals volume steel 
equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 253 Monroe Avenue, Aurora, Illinois 





for BUSINESS: INDUSTRY: INSTITUTI 
J STEEL for THE HOME 














A PARTIAL L 


Toters 


IST OF LYON STANDARD PRODUCTS 


E y Locker Racks © Diss y Equipment @ Filing Cabinets 
’ tct f er ‘ e Ff { 
» Bins © Work Be } 
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DISSTON 


—it Means Quality Tools, 
Top Service to the 
Woodworking Industry 


Disston is the magic word which can conjure 
up plentiful profits for you... from a mul- 
titude of requirements in the woodworking 
field that you can best serve with Disston 
Tools. Your customers will buy more from 
this dependable Disston line, and re-order 
down through the years. 


Ask any Disston Distributor how this wiz- 
ardry works and he'll tell you that there’s 
no trick to it—all you do is establish a habit 
with your customers that only Disston 
superior quality and workmanship can sat- 
isfy. Disston is the Profit Line of Quality 
Tools: write us for full information. 


To help Disston Distributors sell more, this message 
1ppears in Disston Advertising 
For prompt service, expert advice, 
reliability, many economies 


SEE YOUR DISSTON DISTRIBUTOR 


HENRY DISSTON & SONS, inc 


223 Tacony, Philadeiphia 35, Penna., U.S.A. 


Branches: Factories: 
Chicago, Seattle Toronto, Ont., 
Portland (Ore.), Zanada; Sydney, 
Vancouver (8. C.) N.S.W., Australia 


t 
For your metal-work ing customers, Disstonmakes a complete line of metal-cutting tools: band saws, ~ 
Diss-Croloy circular saws, Chromos segmental circular saws, hack saw blades and frames, and files. 
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POWER TRANSMISSION 


FOR EVERY PURPOSE 


7 
4 


CULLMAN 


CHAIN and SPROCKETS 
Stock and Special 


ROLLER CHAIN e CONVEYOR CHAIN 
SPROCKETS e FLEXIBLE COUPLING 





Throughout a constantly expanding field of industrial 
uses—at high or low speeds, under light or heavy 
loads—Cullman power transmission components 
function dependably at full-rated efficiency. 

Whether your plant is large or small, and your 
requirements may run into thousands or a single unit, 


the stress of today’s unusual economy demands an 





economical, trouble-free power transmission program. 
For more than a half-century Cullman has 

cooperated with manufacturers, everywhere, in 

the development of low operating costs as a sound 


solution to their power transmission problems. 


See your local Cullman distributor. 





Valuable Information 


on Power Transmission , 
in the 72-page Cullman Catalog e U L L M A Ni 
51. Statistical tables, charts and 


photos can speed your ordering. OWE Lranudimitsdstou 
~ \ 
SS cuLsman wuees company ROLLER CHAIN and SPROCKETS 


1347M ALTGELD STREET + CHICAGO 14, ILLINOIS oa 
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The Johns-Manvi 
Packing of the Month 


... one of the leaders i 
profitab , Z ity line that wi 
le business in replacement pa oo help you build a 
ckings 


Every industrial 
plant is your 
prospect for.-- 


jeM SO 
SERVICE 
SHEET 
PACKING 


STYLE {60 


Where to sell it: Because ' does such an out- quantity orders, because j-M Service Sheet will 
standing job in so many services, Service Sheet 10 dry out in stock! 


is the favorite packing of thousands of plant 
How it is furnished: Service Sheet 15 supplied in 


sheets 54” * 63", 36" x 126", 36" * 63”, and 
54” x 126" in thicknésses of 1/64" to 4," and 
108" x 126” sheets 1m thicknesses of 1/32" to 


engineers and maintenance men. Both versatile 

and dependable, Service Sheet makes 4 tight, 

long-lasting seal against superheated steam, 

air, gas, water, hot oil and ammonia, 45 well as ‘ 

many acids and chemicals. y,". It 1s also furnished as cut gaskets In stand- 
: ard and special shapes. See the J-M catalog for 

What its selling points are: J-M Service Sheet is further details. 

a quality packing, made of selected long-fiber 

squat) Po Jed withheat-Fesisting COMPOS Backed by national advertising: Johns- Manville 

It is graphited on one side to permit breaking Packing advertising regularly reaches packing 

a joint without destroying the gasket. The un- users in every important industrial area refers 

speed cutting and reduce waste And...a very the place to buy. Your selling job 's easiey 


important selling pom --- you can go after when you push Johns-Manville Packings! 


graphited side is ruled into one-inch squares tO them to their lc - acking Distributor 4s 


For copies of this advertisement for distribu- 


ille, Box 60, New York 16, N.Y. 
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You can 
be sure— 
it will 

fill every 
pipe need 





fus 





Here are four of the most i ant reasons why NATIONAL Steel Pipe is the largest selling 
import g 
pipe in the world—the standard pipe for all types of heating and piping installations. 


NATIONAL Pipe is uniform 
throughout. Uniform in metal- 
lic structure, ductility, 
strength, corrosion-resistance 

. uniform in surface finish, wall-thickness and 
diameter. This uniformity is rigidly maintained 
at all times. 


COMPLETELY 
UNIFORM 


In making coils and bends, 
there is satisfaction in know- 
ing that NATIONAL pipe has an 
extra measure of strength and 
ductility to make amooth bends of uniform, circu- 
lar cross sections. With NATIONAL you can esti- 
mate closely without worrying about excessive 
loas of material, time and labor. 


tT COILS AND 
BENDS WELL 


Strong, easily-made threads 
are possible because of the un- 
varying quality of the metal 
and the absence of slag inclu- 
sions, laminations and blisters. The steel cuts 
clean and retains its characteristic strength even 
in the lightest part of the smallest thread. 


EASY TO THREAD 
AND CuT 


Spellerizing is an exclusive 

NATIONAL development. The 
blooms for the pipe are knobbed so that the sur- 
face is worked to eliminate any irregularity. The 
result is a uniform, dense exterior that lessens the 
tendency to corrode or pit and thus aasures longer 
life, better service 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S NATIONAL Steel PIPE 
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Advertising like this helps 
sell your customers on... 





O-B advertising works right with your salesmen in 
telling customers about the superiority of O-B Valves. 
Our advertisements appear in leading industrial publi- 


cations, carefully selected for their high readership among 





purchasing agents, plant operating men, maintenance 








personnel, and other people with buying influence. 
No sales force could possibly reach them all in person. 
But we help you reach them regularly as O-B advertising 


wins wider and wider acceptance for O-B valves. 


| 
—e — 
Heat ng ‘a* 
Piping & 


> 4 


O-B Advertise- 
ments Appear 
Regularly In 
These Pub- 
lications. BRONZE GLOBES + GATES + ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 
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DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bor handle provide easy inverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bullt-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-in Smoke and Heat Fire Detecting Systems 


CARBON DIOXIDE TYPE 


Convenient 22, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound .. . blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers . . . it will be worth your while 
to get all the facts. 


€-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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Sell the right 
jack for the Job... 


...from the world’s most complete 
\_ line of hydraulic equipment 


Here’s 50 tons of 
power that'll work in 
a mighty tight spot! 
One man with easy ef. 
fort on a short handle 
exerts 100,000 Ibs. of 
jack action. Yet this 
compact GB-11 Hy- 
draulic Jack weighs 
only 111 Ibs, Tell 
customers: “Don't do 
it the hard way — do 
it the hydraulic way!” 





ABs OO 4 et DS 


HYDRAULIC JACKS GAUGE- EQUIPPED YDRAULIC GAUGES - WHEELED REMOTE- CONTROLLED 
---up te 100 tons JACKS i VALVES — FITTINGS HYDRAULIC JACKS JACKS— PUSH & PULL 



































hs 
mete cen 

















YOU GET ALL THESE HYDRAULIC TOOLS ONLY FROM BLACKHAWK [his great array of Portable Hydraulic 


Equipment — plus hand wols is sold 


under a policy that meets the highest 
ideals of the industrial distribution fra- 
ternity. Write for catalogs. Blackhawk 
Mfg. Co., Dept. J-1723, Milwaukee 1, Wis. 
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Since leadership, in any field, business or profession, 
brings to its possessor a measure of distinction and 
honor, it also imposes the responsibilities of helper 


and counselor. -" 
From “FILE FILOSOPHY 


Worra-waire leadership is something that is not 
acquired quickly. Nor maintained easily. Nicholson 


has been 89 years building it . . . by making files 
exclusively under the policy of Twelve perfect files in 
every dozen. 

We call that good service through good products. 
But Nicholson service is even more than that. 
Nicholson sales policies and selling methods are 
sound, consistent and helpful. 

1. Nicholson has always championed the sys- 
tem of selling through industrial distributors and 


hardware wholesalers. 


2. Nicholson engineering is constantly striving 
to provide new file designs and filing techniques for 
you to talk about to your customers. 

3. Nicholson factory-schooled field men are 
available to lend you a hand with file problems 
which may arise. 

4. Nicholson and Black Diamond advertising is 
the most consistent, intensive, widespread and 
prolific in the file manufacturing industry. 


Nicholson and Black Diamond are by all odds 
the best known and most favorably regarded file 


brands in the world. 


NICHOLSON FILE COMPANY 
evele 
a. 


s ©, 42 Acorn Street, Providence 1, R. |. 
Gs. a. 


(in Canad Port Hope, Ont.) 
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48 Superduty 4” Models—8 speeds, 
from 500 to 5000 8.P.M. Choice 
of pistol or sow-type grip 


3 Superduty %” 
Models, 400 to 
1000 BR.P.M 
3 Superduty A” 
Models, 500 to 
600 R.P_M. 


One or more of these PET 
Superduty Models will EXACTLY 


meet any drill user's needs! 


Mey 


POWER TOOLS 


Why the complete PET drill line helps 
you close sales faster ...and easier! 


The features you get in PET Superduty 
Drills are features you can SELL! 


You build sales faster when you handle 
a line with no “holes” in it. And, when 
it comes to electric drills, PET Superduty 
offers you a really complete line! Here's 
a line that lets you offer a choice from 
among 54 drill models in 3 sizes... you 
get the order because your prospect gets 
exactly the drill he needs! 

But the clear-cut advantage of a com- 
plete line is only one of many reasons 
why PET Superduty Drills convert ca/l/s 
into sales. These drills are precision- 
made—and they look it! A'l a prospect 
has to do is plug in a PET Superduty 
drill, feel the smooth-running, dynam- 


ically balanced power and he knows that 
the quality is high. 


To top it off, we're backing up every 
PET distributor with strong national 
and trade paper advertising programs. 
And, we're prepared to offer new PET 
distributors the very best proposition in 
the industry. 


Prove it to yourself! It costs you 
nothing to get all the facts. Write today 
for illustrated catalog and complete in- 
formation to: Portabie Electric Tools, 
Inc., Dpt. ID-23, 320 West 83rd Street, 
Chicago 20, Ill, 


@ Reserve Power; for the extra-tough job 
@ Heavy-Duty ball and needle bearings 


@ Precision-Cut, Heai-Treated Gears; for 
smooth, quiet power flow 


@ Dynamically Balanced Armatures; for 
freedom from vibration 


@ Forced Ventilation; for cool running 

®@ Aluminum Alley Die Castings; for light 
weight, easy handling 

®@ Compact Design; makes hard-to-reach 
drilling jobs easier and faster 

@ Meet U. S. Government and Military 
Specifications 


PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd Street, Chicago 20, Illinois 


Bartahle Elect s hed 
t Ltd 
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REPORT #115 


R 
wer en yn DISTRIBUTOR RECORDS 


....nmergency order received 
at R/M branch office by phone 
4:05 P.M. Loaded on branch 
warehouse truck 4:20P.M. to 
make transfer to Line deliv- 
ering next afternoon 650 
miles away.... 








THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 
1.,R/M Warehouses are well stocked for immediate delivery of most 
Standard rubber products. 
2. Willingness of R/M personnel to cooperate with their R/M 
distributors—even in “late afternoon emergencies.” 
“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmission 
and conveyor belts, V-belts, hosé“nd other rubber products as advertised in 50 
publications for the benefit of R/M distributors. 


MANHATTAN RUBBER ‘'D MEW JERSEY 


RAYBESTOS - MANHATTAN, INC. 


GB &4 Sy 


Fiat Belts V-Belts Conveyor Belts Air, Water, Steom Hose Oil, Suction Hose 





Industrial Fire Hose 








Other R/M products include: Industrial Rubber © Fan Belts © Radiator Hose * Brake Linings © Brake Blocks © Clutch Focings 
Asbestos Textiles « Teflon Products ¢ Packings © Sintered Metal Parts ¢ Bowling Balls 
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« 
We specialize in precision pre- ar ] e 00 S 


forming of Carmet carbide metals 
to any shape for special wear- 
resistance needs, such as dies, 
gage blanks, etc. Let us quote 


The Allegheny Ludlum line of Carmet Carbide Tools is complete 
every style, size and grade you may need for any cutting job in 
the shop. If you make your own tools, a full line of blanks is avail- 
on your requirements able, too—as -well as al! necessary sizes cr A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor's warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, ase Carmet! 


SM? Allegheny Ludlum Steel Corporation 


CARMET DIVISION, Detroit 20, Michigan 
eer DISTRIBUTORS: Write us about handling CARMET Standard Tools in your territory. 
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There are almost 1500 types and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 
a wide variety of applications throughout industry. If you use wire rope 
or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


SAFETY HOOKS. . . The latch locks the load, will 
no! open until released by operator. Strong, drop 
forged steel hook has improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shank 
and swivel. 


CLEVIS GRAB AND SLIP HOOKS .. . These 
sturdy hooks ore easily attached to any welded link 
chain. Pin and cotter moke it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


B) 


THE MOST COMPLETE LINE OF DROP FORGED 


Safety “FIST GRIP" Wire Rope Clips . . . Foo! 
proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
than for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reg. U.S. Pot. Of.) Cheaper than 
welding, safer than cold shut or cast link, “Missing 
Links" go on in a jiffy and ere stronger thon proof 
coil chain, 17 sizes from 3/16” to 1-7/8”. 


Loughlin's new Catalog No. 150 lists the complete line 
of drop forged wire rope and chain fittings with ilivstre- 
tions, description ond specifications. Write for it todey 


THE THOMAS LAUGHLIN CO. 
212 FORE STREET, PORTLAND, MAINE 


WIRE ROPE AND CHAIN 


sogey 
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ARROW TOOL & REAMER CO., Established 1916 


THESE ADVERTISEMENTS 


TELL THE ARROW STORY 
TO YOUR CUSTOMERS... 





* 
Aftow + P 
™) anhow ‘ isteblished 1916 tsteblished tem 
END MILLS CUTTING TooLs 
a compuete tine . 
‘* ) | . ‘ 
production o* 
s 











FoR 


— 





A PULL UNE 
OF QUALITY 


END MILLS 
INCLUDING 


THE POPULAR 
3 FLUTE SeRtes 


Arrow specializes in “Specials” and ohe 
produces @ stenderd line of quelity Reamers 


ARROW TOOL & REAMER CO 


RR r 
Ow roo. 2 REAMER co 














IN THE PAGES OF THESE 


LEADING METAL WORKING 
MAGAZINES... 








> 


y)) 
a, 


4a 
LY, 


‘/ 








LIVERNOIS AVE. 


a 1-Yo)\'e colo) Me a '17-V. 14: aoe 
418-422 


DETROIT 9, MICHIGAN 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD @« 


1 
: 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon iaces clean 
cut, smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 stee!— bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamiered machined 
int. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock 


* 
CONNECTING ROD BOLTS 


Made of alloy stee! — heat treated - 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connectiag 
rod bolts by the cold upset process 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in yn 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


+ 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinde, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamenta! purposes. Stee! in- 
sert — steel cover Finish: plain, 
ne i Riated, cadmium plated. Size: 

3/4" , 15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexe- 
gon nut fits snugly into shell 


j 
/ 
j 
f 
@ 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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yj J SAVE YOU WORK: 


Bunting Standard Stock Bearings 


ay 
Ze Costly machining is practically eliminated when you buy Bunting 
A Standard Stock Bronze Bearings for production or maintenance of 
machine tools and industrial machinery. These Bunting Bearings are 
completely machined and finished when you get them from your Bunting 
Distributor. They can be fitted to unusual applications with very little 


further finishing 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 


rg) Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 

aim for your money saving convenience, completely machined and 

finished Bunting Standard Stock Industrial Bearings, Electric 

Motor Bearings and Precision Bronze Bars in a complete range of 

sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. N 


w 8 


er apie Fe et 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + iron Age * Machinery + Mill & Factory + Southern Power & industry + Steel 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS EVERYWHERE 
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New Counterbore 


with interchangeable pilots 























Photograph by Morton Berger 


Introducing the Butterfield High Speed Counterbore and Spot Facer 


in standard and aircraft designs . . . latest example of 


Butterfield craftsmanship. 


sYyowvere Rel LD 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U. S. A. 


DRILLS TAPS . DIES ° REAMERS ° COUNTERBORES ° SCREW PLATES 





WEINBERG & McKEE 


SPECIALISTS IN COMPILING AND PRINTING 
Mode 
INDUSTRIAL ey CATALOGS 


All prices of tools made of High Speed Steel 
are printed in RED. Action illustrations 
demonstrate the use of many products. 
Manufacturers’ trade marks are reproduced 
in the headings of well-known brands. 


Pages are made up into two columns with a 


i *< 


dividing line making a more effective presen- 
tation. These and other improvements, make 


each catalog most modern in composition. 


WY EINBERG & MC KEE, INC., are solidly estab- 
lished in the business of producing indus- 
trial supply catalogs. 

Each department member is an expert in his 
particular function and the entire personnel works under the supervision of 
department heads who are specialists. 

The members of this organization, to a very high percentage, have been 
employed here for a long number of years. Each takes particular pride in his work 
and in his individual contribution to the excellence of each catalog that is 


produced. 


An Organization of Experts 


Our customers remain with us for the reason 
that a Weinberg & McKee catalog production 
is correct in all details. The layout, the printing 
The good-will of (the modern offset way), the arrangement all 
our customers 1s ' are specialty operations that get specialized 
nomen a. their + strention. 
repeat orders : 
y Whether yours is a small catalog or an extra 
Included in our , 
; . large one—whether the run is small or into the 
list of customers , . 
are many of the thousands you get the full cooperation of this 
nation's leading distributors. organization trom the executives down thru the 
When you are in Chicago come in personnel—you too get the benefit of every pos- 
and visit us—meet the organization sible saving—you get that much desired top 


and learn why our modern photo- quality so important as a sales aid. 
offset way works to your benefit. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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customers can coun 





THERE'S A RIGHT “RED END” 
BLADE FOR EVERY JOB! 


HIGH SPEED MOLYBDENUM 
— the RED Biede for cuttin 
mild alloy steels an 

general purpose use. 


HIGH SPEED TUNGSTEN — 
the GREY Biede for cutting 
hard alloys and stain- 
less steels. 


HIGH SPEED WELD-EDGE — 
the SHATTERPROOF Biede 
for use where muxi- 
mum safety is 

required. 





t on it in every 


SIMONDS 
: Red End 


Power Hack Saw Blade 


It's the plus in “Red End” Blades that makes the difference 





in overall performance, cutting life and dependability. . . 
a plus that starts with Simonds extra-tough Hack Saw Steel, 
poured and rolled in Simonds own steel mill... followed 
by proven know-how in milling and setting the teeth, and 
in heat-treating for uniform hardness and toughness of 
every blade. A choice of three types of job-designed blades 
in all standard sizes is another plus that pays off in extra cut- 


ability and lower hack-saw costs. So sell Simonds! 


SIMONDS 


SAW AND STEEL CO. | 


— _ 


Factory Branches in Boston, Chicago, San Prancisce and Portland, Oregon. Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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ARMOUR sales training 


Complete and factual market data is combined 


with answers to common selling problems in 





regular Armour sales managers’ meetings with 


distributor salesmen. 





and sales aids like these 


Armour’s helpful “how-to” and product infor- 
mation booklets do a selling job a// the time— 
even when you're not there. And a new series 


of “give-away” premiums helps close sales. 


backed up by advertising here —— 


A complete schedule of hard-hitting advertising 
in these magazines does a pre-selling job. And 
every ad stresses the line, “Buy through your 


local Industrial Distributor.” 


and your customers’ problems solved here — 


Our new Technical Application Laboratory has 
the latest in coated abrasives equipment. These 
facilities are available to your customers for 


help in solving their problems. 





it all means 
there's PROFIT in selling Coated Mbvasives 


Armour and Company * North Benton Rood + Alliance, Ohie 
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TOUGHER 


COFFING 2 
CHALLENGER 


SPUR-GEAR 
HOIST 


Never before such easy portability and 
rugged, shock-resisting strength in a spur- 
gear hoist .. . never such simplicity of 
design and ease of servicing. 


Light Weight - carry it in one hand; 
set it up anywhere. One-ton model weighs 
only 39% lb. 


All Steel — even the housing. Takes 
shock loads and impact as only steel can. 


Easy to Service may be completely 
disassembled in minutes with ordinary tools. 
Simplest spur-gear hoist ever built. 
Dien cate: Me. 8 cod Find out how this better spur-gear hoist 
2-ton capacities. All tested means better satisfaction for your custom- 
at 100 percent overload rE ers, better business for you. For complete 
information write Dept. A2. 
; 
( . 


COFFING WB HOIST COMPANY 


Sold by distributors DANVILLE, ILLINOIS 


everywhere Quik-Lift Electric Hoists © Hoist-Alls © Safety-Pull Ratchet Lever Hoists 
Mighty-Midget Pullers ¢ Differential Chain Hoists © Load Binders © !-Beam Trolleys 
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"We would pay a premium for these 50,000 Air Shipments 
yet we actually saved thousands of dollars !" 


Robert S. Woolf, Mgr., Teletranscription Dept., Dumont Television Network 


“When w 


ft rested im service 


ship TV film, we re in 
We can't afford to 
take any other attitude. We've bought 
program time all over the country, and 
thos« programs must be filled 

We at Dumont use Air Express. It's 
the fastest. It has all-point coverage 
Above all, it is DEPENDABLE 

“As to cost — Air Express costs 
Dumont /ess than other air services 
would, by thousands of dollars per year! 
For instance, on our regular shipments 


68 


to Detroit, other services cost 37% to 
337% more than Air Express. And we 
can't duplicate the service at any price! 

“The Air Express people have car 
ried upwards of 50,000 shipments for 
Dumont in the last four years. Their 
ability to trace shipments — especially 
when being shuttled between stations 

is almost uncanny! It has helped us 
out in many an emergency. 

“Ie pays to specify Air Express — in 
more ways than one!” 
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“SAA LORS 


GETS THERE FIRST 








Doors open like magic when you show 
these two AMF products, Wahlstrom and 
Float-Lock. They mean big savings in time, 
tools and money —savings you can quickly 
demonstrate to your customers. 

They mean big profits to you because each 
demonstration results in many sales and 


helps establish confidence in your entire line. 


Ag) Wahlistrom Chucks and gi Float-Lock 
Vises are backed by a sound sales policy, effec- 
tive sales aids and consistent advertising in 
MODERN MACHINE SHOP 

MACHINE and TOOL BLUE BOOK 
AMERICAN MACHINIST 
METAL-WORKING 


Thee 
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pote tool damage save money 
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For further information write: 
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Wahlstrom/Float-Lock Sales Department 
AMERICAN MACHINE & FOUNDRY COMPANY 
511 Fifth Avenue, New York 17, N. Y. 


as 
Cutting regular shapes made © y 
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MOUNTED WHEELS 


oo xL’’ 


First— Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments low stock 
investment higher 
profit margins. 


BOND WHEELS 


A real Chicago Wheel 
exclusive this new 

XL” Bond for car- 
bide tool and cuter 
grinding. Nothing 
like it on the market 

the answer to your 
diamond wheel short- 
age. All popular sizes 
and steel backs. 


DISTRIBUTORS WHO Know SAY .c-e 


CHICAGO WHEEL 


ocho Dot 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ... if you want to get aboard a real money- 
maker .. . don’t delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 


GRINDING WHEELS INTERNAL WHEELS 


Wide range of sizes, Vital to today’s urgent 
shapes and specifica- ae production require- 
tions for every portable _ . ments... a real leader 
tool operation. The Z in the field. Better bal- 
outstanding line from tm anced to give better 
both quality and profit [| finishes. Available in 
factors. Exclusive . . . mf all popular sizes for 
‘79E" Bond Wheels every I.D. application. 
for faster production. : 


CUT-OFF WHEELS HANDEE TOOLS 
Longer-lasting, stronger, OF 1001 USES 


more efhicient wheels that Top quality hand tools 
cut anything. Complete for shop and home use. 
range of sizes and shapes to Nationally advertised... 
meet every demand. Bonus nationally known. Wide 
selling feature is 10% range of models . . plus 
greater cutting efficiency . . . more than 500 matched 
a competitive advantage accessories for steady, 
available only with Chicago : repeat business, 

Cut-Off Wheels. 


<ckopy 4 CHICAGO 
ion Aids 


Sales Promot 


Literature, e neering dota, practical 
ar “« nN ion everything you 
need to do a beter selling job is yours Mf 
the Chicago Wheel line Write to & g O 
lew . . * 


complete details 


Dept. ID, 1101 West Monroe Street * Chicago 7, Illinois 


Offices in Principal industrial Centers 
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Here’s what 
your cusfome . 
a about 


Prime your plant for 
CONTINUOUS PRODUCTIVITY 


.»o with DEPENDABLE 


MISSION and 





EXPERIENCE vos rove t's Core PA 


Stee! Split Pulleys, V-Belt Drives and Balato Belting have the 
fortitude to give and take more. They offer you long, efficient, 
economical service - - have the rugged ability to absorb your 
repeated peak operating demands. 

That's why manufacturers who wanted to prime their plants 
for continuous productivity yeors ago tuned to the depend- 
able Dick line. And hundreds of thousands of others, under 
today’s increased production loads, are doing the very same 


need power transmission and conveying 
equipment, be sure to ask your local distributor for the Dick 
line. It’s the best by test! 





| 
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Proven Profit Makers 


span SAF=-T-SAWS 


A new welded edge High Speed Power Hack Saw Blade— 


Three strips of steel welded together for more 


durability and straightness. 


This blade is Shatter-Proof, will stand extra 
tension and strains. Have your 
customer's safety-engineers 


try them. 


They'll be back f ; 
ey ll be back for more | OTHER 


SPARTAN 
HACK SAWS 


HAND AND POWER BLADES 

KUTALL Molybdenum high speed, 

HIGH SPEED STEEL, FLEXARD for gen- 

eral maintenance and service jobs. ALL HARD 
and FLEXIBLE for general cutting jobs. 


Another Profit Product 
> BAND SAWS 


METAL CUTTING - WOOD CUTTING 
Furnished in Die Cutting, Skip Tooth, 
Flexible Metal and Spring Temper 
Metal Cutting and Wood Cutting Styles. 


also Linotype and Dry Ice bands, Band Saw Knives, and Butcher saws. 


Spar-Kut Flexible Band Saw Coil is available in sizes one-half inch and under 
in 100-foot lengths for contour and die cutting. 


Dealers and users have found our new reinforced package greatly facilitates 
the handling of the coil. 


Sold Only Through Distributors 


SPARTAN SAW WORKS, Inc. 


SPRINGFIELD, MASSACHUSETTS, JU. S. A. 
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SPANG CW 


keeps West Virginia’s 


skaters on their toes 


Figure skaters never worry about the weather in 
Huntington, West Virginia. In their new million dollar 
recreational center the ice stays hard and fast all during 
the season. And it’s kept that way day after day by a 
refrigerant flowing through a welded web of Spang CW 
Steel Pipe under the entire skating area 

Wherever long time reliability is a must—-whether in 
skating rinks or the largest commercial buildings 
architects, contractors, Owners consistently 
pendable Spang CW. They know from 
the name Spang is a guarante \ 
maintenance-free servi 

Quality-controlled from st 
CW is always uniform in every dimensi 
easy to weld, easy to bend, it’s the easy way 


installation time and costs SPANG-CHALFANT 


Specify Spang CW Steel Pipe by name —you'll find 
leading distributors in every section of the country 


Owners. Cabell County Recreation Board 


tractors Frick pa 
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DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Soles Office: Grant Building, Pittsburgh 

Pa. District Sales Offices: Atianta, Boston 
Detroit, Houston, Los Angeles, New York, Phila 
feiph Pittsburgh, St ns 











...and Variety Helps 
JACK SALES Too! 


LEVER Jacks... 
pe eee eae The Distributor with the Complete 





Available in abroad 


range of types and ca- Line of Jacks Can Always 


pacities. Allinclude 
Simplex’'s noted con- 
wate «4 Supply the RIGHT Jack 
ife and dependability. 2 
for EVERY Job! 


Simplex Distributors— 
always make this vital sales point: 


Simplex SCREW Jacks... 
Rugged and durable — You can recommend, without prejudice, the jack that 
the safest, easiest-acting will work better, faster, more efficiently for each 
screw jacks to be had. 

job for every customer. 


The Simplex line of jacks is by far the most com- 
plete; it includes scores of jacks—each designed 
and engineered for definite purposes and applications. 
Simplex HYDRAULIC Jacks... That is why you have no reason to recommend any 
Many types and models but the right jack for the job. 


— omen, pam Only with the Simplex Line can you offer such 


erful Simplex Hydraulic ’ é : ee 
Jacks are available in a unbiased service for best results ir satisfied customers, 


wide range of capacities. good will and repeat sales. 


And SIMPLEX Makes LEVER e SCREW e HYDRAULIC ¢ SIMPLEX Makes ALL 3! 
SPECIALS, Too! 


For jobs done | rith mod- : 
i pc Sree er ne TEMPLETON, KENLY & COMPANY 


ifications of the standard types 
of jacks, Simplex makes and 1036 S. Central Avenue * Chicago 44, IIlinois 


stocks all kinds of special-pur- 
pose jacks, 
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increase your 
profit-per-call 
SELL CAMPBELL CHAIN! 


In your area, the potential customers for Campbell Chain 
can be counted by the hundreds. Chances are, every one 
of your customers uses chain. In oil fields, logging camps 
...0n railways, farms and waterways... in mines, 

mills and manufacturing plants, nothing takes the place 
of chain in the thousands of jobs of hauling, holding 

and hoisting. 


Campbell makes chain for every purpose, to meet every 
requirement, to any desired specification. Every link is 
inspected before it leaves the Campbell factory —your 
assurance of chain that's safe and sure. 


On every call, check the uses your customer has for chain 
and sell him Campbell Chain. Whenever you come across 
unusual applications, your Campbell representative will 
be glad to work with you. 


Take advantage of the acceptance that Campbell has 
built and maintained by superior product performance, 
supported by strong advertising in national and sectional 
business papers. Write for your copy of the new, 
well-illustrated Campbell Chain Catalog. Do it now! 


Chain for every need... INDUSTRIAL FARM MARINE AUTOMOTIVE 


CAMPBELL CHAIN (Company Aeampseit 
MAIN OFFICE —YORK, PA. + Factories —York, Pa., and West Burlington, lowa “S\. CHAIN 


MAKERS OF THE FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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Manufacturers of HOLTITE Fastenings For Every Purpose 


CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A, 





NATURAL: Selling supplies to riverboats comes natu 
illy to Harry McVey (Capital City Supply Co., Chark 
ton, W. Va.) because Uncle John MeVey is captain of 
Motor Vessel Vesta (Jones & Laughlin) plying the Alle 
gheny, Monongahela and Ohio . . . Harry sells to stern 

vheclers on the Kanahwa 


POINT OF VIEW: Bill Quinn (Charleston Supply Co., 
Charleston, S$. C.) who used to be a manufacturer's man 
himself once, had one of these gentlemen with him on a 
call to a customer’s—a wood and paper pulp mill. Now, 
to some people a stockyard is a rose arbor compared to a 
paper mill and this supplier’s man was one of these. Five 
minutes after entering the plant, the supplier's man 
turned green about the gills and gasped, “Come on, Bill, 
I've got to get out of here.” Once outside the supplier's 
man commented, “It’s awful in there, what does it smell 
like to you?” Bill, who was thinking of all the orders h« 
rot at the place, replied with a grin, “Like ham and eggs!” 


HOSPITALIZED: Back in active service are three Char 
lotte, N. C. distributors—M. N. “Pop” LeNeave of Smith- 
Wadsworth Hardware Co., and J. H. Bobbitt and Al 
Glover, Textile Mill Supply Co., after visits to the hospi 
tal before the holidays . . .And we hope that C. C. Owens, 


who was ailing the last time we were in Charleston Supply 


Co., Charleston, S. C., is feeling better. 


MHEATER: Wallace Campbell (Campbell Industrial 
Supply Co., Seattle, Wash.) comes by his flair for met 
handising naturally enough, his hobby bemg the theater 

. As a member of Rotary and Shriners he used to pro 
duce and direct presentations of “Ye Olde Choppe Hous« 
Plavers”’ . When he takes movies, at home or sightsec 
ing, he edits and titles them so that when guests ar 
shown films, thev are entertained by a_ well-organized 
presentation 


CUISINE: Not recommended by Duncan Hines that 
we know of, but if you're in the vicinity of Austell, Ga. 
(that’s just outside Atlanta) you might try the spaghetti 
made by R. “Bob” M. Jones (Armstrong Bros. ‘lool Co.) 


. . . The sauce’s the real McCoy—genuine full-bodied 
Italian with a Southern accent, country style . . . Recom 
mended by George Stanley (Delta File) 


NEW RULE: Guests up for hunting and fishing at 
Harry Land’s (Simonds) houseboat at Klamath Falls, Ore., 
have to hire a houseboy during their stay; Harry’s tired of 
cooking and scullery work . . . It’s still the best bargain 
we've heard of since Harry’s larder is well-stocked . . . Last 
we heard, Harry was putting up venison. 


ON THE ROAD: To Mandalay, that is. Mr. and Mrs. 
Harry P. Leu (Harry P. Leu, Inc., Orlando, Fla.) set sail 
for a holiday cruise to the Orient on the S. S. President 
Cleveland. 

es - 
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Tested patterns for mounting pressures . . . 


cast steel 





Jenkins Cast Steel Valves 
on high pressure lines in 
recently completed ad- 
dition to Detroit-Edison 
power plant. 
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provide mounting sales opportunities for 


JENKINS DISTRIBUTORS 


Pressures and temperatures continue to mount higher in power 
generation and industrial processing services. This means an active 
market for valves designed for these changing needs. 

Ready to transiate this demand into mounting sales is the 
Jenkins Distributor. The wide selection of Jenkins Cast Steel Valves 
he has to offer are designs that have met the test in tough, 
rugged services throughout the industry. 

In these valves, Jenkins provides a wide margin of strength 
and safety beyond ratings, as well as special refinements that extend 
their long, trouble-free performance. Resulting top efficiency 
and low maintenance records measure up to high standards 


established for all valves developed by Jenkins valve specialists. 


Here, again, is evidence that Jenkins offers a complete valve 
line, expanded and improved, as need arises, to provide more sales 
opportunities for Jenkins Distributors. It’s another reason why, 
year after year, it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 100 Park Ave., New York 17. 


NEW Catalog of Cast Steel Valves Describes 
Globes, Angles, Gates, and Checks, with 
detailed pressure ratings, dimensions, and 
other technical data covering all patterns of 
Cast Steel Valves now available from Jenkins. 
Another handy “sales tool” for Jenkins 
Distributors. 
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Sometimes... 
“EVERY KNOCK IS A BOOST” 


Elbert Hubbard, 1900 


Republic Shock 
Absorber Conveyor Belt- 
ing can take the knocks 
and boost your sales, 
too! 

Make it a point to 
tell your prospects 
about it now--like 
we're doing through 
the advertisement you 
see on the right. 


4 Lime 


Sales Manager 


REPUBLIC’S 5)-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
abie profit return 


FREEDOM trom competition from his source 
of supply. either direct or indirect, among 
the trade covered hy his day to day so- 
licitations. 


Selling helps of reasonable amounts so that 
his sales force may be given the advantage 
of specialized training and a knowledge ol 


the product sold 
boa 


INDUSTRIAL 


Falling rocks land softly, move surely on 


Impact-Cushioning REPUBLIC SHOCK ABSORBER BELT 


Ten-inch rock dropping from a height of two feet makes quite 
an impression on a conveyor belt. Multiply this impact many 
thousand times and you have a rough idea of what happens at 
National Lime & Stone Company's Carey, Ohio, Plant, where 
Republic Shock Absorber Belting continuously handles tons of 
sharp-edged limestone. The loads are catapulted at right angles 
from one conveyor to the next. But the jagged stones are robbed 
of their destructive force by a subsurface cushion of resilient 
rubber compounds that defy puncture, cutting and abrasion. 
Inner belt structures are further protected by impact-deadening 
rubber, cut-resisting rubber covers, mildew-proofed carcass fab- 
ics and skims of resilient rubber that give individual plies plenty 
of “flex room.” On this particular installation, Republic Shock 
Absorber trebled conveyor belt life over previous belts used. On 
other jobs, Shock Absorber has produced even better results. 
Shock Absorber is a patented Republic product . . . one you 
should know about! Write today for full facts. 


HERE'S WHY SHOCK ABSORBER OUTLASTS ORDINARY BELTS 3 TO 1 


' reel 


yt 


SHOCK ABSORBER BELTING 


Thick subsurface cushion ab- 
sorbs impact, safeguards carcass. 
RESULT—more service, fewer 
breakdowns!!! 


ORDINARY BELTING 


Impact jars entire structure. 
Strain on carcass fabrics causes 
premature belt failure. 


Your local Republic Distributor can 
help you save money and time on al! 
xroblems concerning Industrial Rubber 
e- roducts. Write us now for his name 
and address. 


«xo nao” Since 1901 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


RUBBER PRODUCTS 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





Industrial 





Distribution 





Businessmen Are Human ‘loo! 


We: N Avery Bullard, president of tl 
Corporation died suddenly there we 
presxlents in the company—ceach was a pi 
logical contender for the vacated throne. The stor 
of the conflict in the ambitions of the five v.p.’s and 
the events leading up to the final decision is the sub 
ject of Cameron Hawley’s recently published novel, 
“Executive Suite” (Houghton Mifflin ( Boston 
$3; Ballantine Books, New York, pap ound ; 


and 


cents 


This is a good suspensctu 


world, with a modified who-dunit approach. It 1 


vmpathetic in its treatment of top business brass, 
till there’s no idealizing or glamorizing of busing 
itself, nor of its successful practitioners. Unlike most 
world, busing 


] } } 
1 novel of the busines 


other novels dealing with the business 
men are not held up to ridicule nor subjected to 
} 


satire. ‘The characters are treated as human beings, 


with differing ideals, objectives and backgrounds and 
with very real problems of their own 
Two Approaches 
The leading contenders for the p len 
Predway Corporation have erv diftcrent co 
of what a modern corporation should be. They 
have verv different ipproaches to the problem 
management in the days ahead. Without spoiling 
ding this exciting story, I'd like to tak 


vour fun in re 
some quotes from a couple of the contenders which 


will point up the different philosophic f manage 


ment 


Candidate A 


Dher 1 time, of cour 
pany preside ame up on the man 


the busin In those davs that wa 


) 


thon for neral executive respons! 
' : 

of the problems that came to the preside k 
tril 


vere 
concerned with manufacturing. Lat ution 
problems became more important, W ometime av 
ident rise from the sales organization—and again 
Today, however, we have 


wa quite ippropniate 
lems that come to 


1 very different situation. The prol 
the president's office are predominantly financial in 
character. Matters concerning manufacturing and di 

tribution are largely handled at lower levels in the 
organization. The president—who we must always r 

member is the agent of the stockholders—must now 
concern himself largely with the primary interest of the 
stockholders Vhus, at the top level, the corpora 
tion must now be governed to be what its owners want 
it to be—a financial institution in which they can 


invest their mone 


emphasis on safety 


Candidate B 


lo Mi Ballard, Dusiness Was a Gann 1 VerTV SCTIONIS 
game, but still a game—the way war is a game to a 
soldier. He was never much concerned about money 
for its own sake. I remember his saving once that dol 
lars were just a way of keeping score. | don’t think 
he was too much concerned about personal power 
cither—just power for power's sake. I know that’s the 
easy way to explain the drive that any great man has 
the lust for power—but I don’t think that was true of 
Avery Bullard. ‘The thing that kept him going was his 
terrific pride in hinself—the driving urge to do things 
that no other man on earth could do There was 
one thing that Avery Bullard never understood, He 
never realized that other men had to be proud, too 
that the force behind a great company had to be more 
than the pride of one man—that it had to be the pride 
of thousands of men. A company is like an army—it 
fights on its pride. You can't win wars with paychecks 
You can't pay a man enough to make him lay down his 
life. He wants more than money. Mavbe Avery Bul 
lard knew that once—imaybe he'd just forgotten it—but 
that’s where he made his mistake. He'd won his fight 
to build a great company Lhe building was over—at 
least for the time being. There had to be something 
else to satisfy his pride—bigger sales—more profit—some 
thing. That's when he started doing things like making 
the sixteen-hundred seric How do you suppose 
the men in the factory feel when they make it? What 
do you imagine they think of a management that’s 
willing to stoop to selling that kind of junk in order to 


idd a penny a year to the dividend? 
The Human Touch 


Now I’m no great shakes as a literary critic. It 
may be that in building the denouement there is a 
lack of character motivation. It may also be that a 
couple of the characters get “out of character” at 
times. But I liked the book. I liked the ideas that 
were worked out. And I can heartily commend it to 
our attention 

Personally I hope it reaches a record audience. The 
friendly and human picture it paints of businessmen 
needs a lot of circulation. It will help to overcome 
in part, at least, the cynical attitude that has been too 
common in the past 


Mote: T hoccilliin 
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Weak 


Bright colors and pancls catch the eve at ABC Associated Bearings Co., Inc., Kansas City, Mo 


ABC. Associated Bearings Co., Kansas City, Mo., increased sales, 


added to prestige, improved employee relations, when . . . 


They Gave Their House the Juke Box Treatment 


Ry Robert Slater is well as impr him with 
{ ne nse Editor. Chicago of affluence and efhciency 
We wanted to get away trom the 

\N IDEA IN SELLING PSYCHOLOGY ha usual schemes that are used when 
becn idopt | VBC Associated distributors modermuize thew location 
Bearings Co nsas Citv, Mo When the average man redecorat 
with immenscl tvurg results—a he thinks in terms of plate gla 
60 percent n eu , Strength valnut pancling Nir. Bro 
cned employe il 1 ised pre We decided to give 


| 
| 


tige among customici ind suppl juke box’ treatment 
ind heightened selt respect among it Why do the juke 
salesmen turers put revolving light 
Conceived b \. Brown, pre Olors, and flashy material 
dent, this idea carried the put up a mae hines? lo get the uston 
good front” idea a step further put put his nickel in 
1 front that'll knock their eve Well, we were after the san 
out! ind we got it 
When Mr. Brown decided to re The front of Associated B 
decorate his bearmegs house, he deter building features two flashing 
IT PAYS OFF to put b t for mined to do it in a wav that would igns, one running the length 
vard, savs T A. Brown, presid ily catch the customer's attention store: liberal use of glass bricl 
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2 os 


Drab was the word for the old offices and store before renovation. Novel design changed this scene drastically. 


to accent the two entran ind al ride | lected in the wav they an yd Ile finally found him in another 


luminated by colored lights; and an WI phone, and the courtesy they tate—a theatrical ian who got his ex 
unbroken expanse of window. it iles customers. And our  pericnce building stage settings. 

Ihe interior is even more remark itside salesmen carry pictures of the \t first this was just a hobby with 
able. A long, wide plastic-topped — place to show customers.” him,” Mr. Brown said, “but now he 


{ 
counter, of streamlined design run Best foot forward,” is a firmly en has more jobs than he can handle 


the length of the brightly colored — trenched motto of Mr. Brown's. “Out This sort of thing is getting increas 


linoleum floor. Bright pancls of mp ilesmen have strong orders to dres ingly popula 


pled aluminum roughing materials 1 up—to look like business men. ‘The As an example of the increased 


flect sparkling light Pillay Ire COV" ao bunsinn \\ ith men m factones who pre tige whi hi ABC Assoc ited Be i 
ered with this same material and each have to wear working clothe but mgs is now cnjoving, he told the story 
display those ime men appreciate dealing — of a pure hasing agent whose ofhces he 


ontains a circular shelf for di 
entrance to the tock vith a salesman who shows | elf had tried to invade for months—with 
t bi i] ne we iH.” mit a tumble Wee had the stor k. we 


i aire 


purpose 
room are circular with a shimmering — resp¢ 
fabric A brightly colored translucent vere well trained in our line, we had 
aa itt, the Practical Setu — 

plastic (Coralux), originally developed tical =p the location—but I couldn’t crack him 
for skylight in quonset huts, takes the Mr. Brown pointed out that, since Then a few weeks after we had un 
in the office pat the house had been redecorated, cu veiled our new store front, I opened 


TiC ¢ 
tomers rarely asked prices any mor my mail one morning and found a 


place of frosted gla 


titions. 
Nine colors are used in the decorat they just order beautiful order signed by this man. I 


st hecked with him later to see what 
i had sold him on u It turned out 


ing scheme—the latest in fluorescent Phi etup hi iid, “isn’t jt 
lighting illuminates the interior and — flashy—it’s darned practical too. ‘T 
reflects this myriad of colors. It sound plastic sount in’t be 


1 
} 
dented or that he drove to work every morning 
by greasy bearings. The ma past our location—and when he saw 
he decided 


overpowering—but the all-over effect riled 

is bright, neat, and attention-getting terials we us here are not only how we had fixed it up 
‘We're a small business firm,’’ Mr gaudy and strong—thev're inexpensive that we had the prestige and backing 

Brown said, “and we needed an atten Vhis plastic wv isc for frosted gla that his firm demanded in its sup 

tion getter. This decoration has realh in be cut with a saw, and can be pliers.” 

done the job bent to anv desired shape. The alumi Mr. Brown’s idea that bearings are 
“Other cffects that we hadn't fore num roughing material gives a good _ the “jewels” of industry is well known 

een have also resulted—things that ( vithout a lot of money.” now he advertises that he is di 

we're mighty pleased with. Our em Brown hunted a long time for — tributing these jewels from “America’ 

plovees are proud of their work place ( rator to do his place the wav he most beautiful bearing house.” And 

and thev keep it neat as a pin. TI t--at the price he wanted to it pavs off 
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Customers 
Cost Saving Plans 
Mean Sales 


By Jack Wertis 


issociate Editor 


PUSH-BUTTON HEAD RIG in Cheney Forest Products INDUSTRIAL SUPPLIES played an important part in a saw- 
building stud takes log through circular saws without a mill modernization project which brought about a 35 per- 
cent increase in efficiency per man employed by Cheney 
Forest Products of Medford, Ore. ‘The firm produces the 
Cheney 8-ft. stud for building purposes and baling ties 
for packing. Its plant is now capable of turning out 
50,000 ft. of finished product daily on a virtual push- 
button basis 

Among the distributors in close contact with Francis 
Cheney, general manager, was Clair Larson of Woodbury 
Medford, Inc., Medford, Ore., who assisted with specifica- 
tions on material§ handling involved in the moderniza- 
tion. One of the features of the modernization program 
vas a special conveyor designed by Mr. Cheney to elimi 
nate the need for a tail sawyer. ‘The tail sawyer’s job is 
to guide the board cut from the log on to conveyors. 

Mr. Cheney's idea worked after a belt of proper rugged 
ness and kllers and pulleys were determined. Now, in 
tead of a tail-sawyer, the belt does the job. As the heavy 
board (from which 2 x 4's are cut) drops off the head 
rig, it falls on the belt. This belt moves fast. As the lead 
ing edge of the board hits the be!t, the board is carried 
forward before it flattens out. The speed of the belt helps 


3OARD DROPS ; 1 off} helt straighten it out. A heavy wooden sidewall prevents the 
Lf) 0) ) sig a) ¢ Oo ’ 

BOA . a oe board from falling off the belt. 

which perform vork of tail sawver, belt provided by Clan 

l wson \\ oodbur Nledford In 


ratchet setter om the riage and 


Refuse, such as initial cuts off the log, can be diverted 
from this belt into a chute by the operator in the control 
booth in front of the head rig. Suitable stock is deposited 
on a slower-moving belt. As the plant is a compact one, 
two convevor belts bear the boards to further cutting, one 
it right angle to the other. Coming off the first belt, the 


hoard hits a bumper on the opposite side, its leading edge 


is carried on 
Conveyors Do Job 


The board goes on to trimming edgers, recut saws, and 
planers and belt, chain and roller conveyors are used wher- 
ever they'll speed up the handling 

‘The Cheney studs are a specialized and branded prod- 
uct so they are first sprayed at the ends with a colored wax 
for identification and to prevent checking. Then they are 
spraved for protection against mildew and rot, all through 
automatic spraying equipment utilizing many standard 
industrial items—compressors, connections, drives, sprav- 
ng accessories, etc. The paints and sprays are special 
products. From these processes the studs are taken by 

OPERATOR IN CONTROL BOOTH (left rear) now rns malleable chain conveyors under a branding device and 
chain haul, ratchet, carnage and tailing. Picture taken from on to grading and storage. 
opposite side of above views Baling ties are made from the waste lumber and exten- 


84 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





CHAIN SAW cuts incoming logs to right length stu BOARD turning onto right angle conveyor belt is watched 


while malleable chain holders steady log for tting by Francis Cheney, general manager, and Mr. Larson 





FINISHED STUDS pass through spraver on conveyor, ends STUDS come out inti-mildew t st o go under 
painted and waxed for identification a1 pr it cl ng brand marker (at 1g md on chan mvevor to grading 


sive use is made of chain con ceving 
refus¢ plintes . chips and iwdust 
chain and flight ng to the burner 

] 1 


| Hn icw proce Sf 





material will be us 

potential use for waste is being pu he 
Mr. Cheney's push-button head-rig i 

the industry. Logs come down a « 

pond and are cut to size at the 

in clectric powered chain saw. The 

the chain haul to the head rig. An ops 

booth at the side of the haul and in front of the head / a 4 

rig feeds, sects the ratchet and :uns the head rig with push , wis ow aS as “4 


buttons. No longer does he ride the rig is customan s 


in saw-mills. - | ’ 
Conveyor belting, speed reduces gf Cs. HY: 3 P 
; al ” " 4 \ 
clutches, pulleys, couplings, roller and malleable chain af, * a 
} ™ 
r\ iY 


prockets, idlers (some standard and some special), cit 
cular and chain saws, spraying equipment and accessori¢ a 

compressors, hose, fittings, pumps, electrical contractor le 
micro and relay switches, wiring and other controls mad BALING TIES move on rollers to storage. Note the refuse 


it all possible convevors at left rear and under the baling tie roller 
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RECORD STUDYING | imple task for ‘Tom Nelms how often a salesman has called on each individual respon 
ales manager of W< ndorff, Nelms & Co., Houston. He ible for buying in the customer's plant The frequency 
ill reports are kept up to date by Mrs. Lois Sears 


has only to glance cl heet to know 


HERE'S A SALES MANAGER WHO BELIEVES IN... . 


Less Record Keeping For Salesmen 


1 VER ,O ARGUING THE POINT—in is to keep record Keeping as simple as 


dustrial supply salesmen must furnish — possible 
ome type of report on their work if Ife analyzes paperwork in this wa 
By Ray Barnett the sales manager is to do his job of — Basically, records serve only one pu 
Manaszing Editor directing sales activitics. But, accord- pose, to help build more sales; unle 
ing to Tom Nelms, vice president iny paperwork helps salesmen or man 
iles manager of Weessendorff, iwement (preterably both) do their 
& Co., Houston, the big thing jobs better, making the reports o1 
studying them is not worth the effort 
It was just about a vear ago that 
Mir. Nelms started appraising — the 
DAILY CALL REPORT route heets th it Wi Ss ndorft 
Nelms salesmen had been making out 


DATE 
for veal Under the svstem cach 


= man was required to file each Mrida 
1 listing of the accounts he expected 
to call on cach day during the next 
veck. In theory the system appeared 
vuind: the lesman kept a carbon of 
the routing and knew exactly what he 
would be doing tor the whole week 
the sales manager, bv looking over each 
——_—_—____—. . route sheet, could determine whether 
As LOWS - | a salesman was plaaning his work 
: < efhciently, and, if the occasion arose 


the sales manager could get in touch 


with a salesman at any time durin 
iny day. That was in theory; in pra 
tice, things were different 

Rarely did a salesman’s week-long 
janning hold up The unusual 


usual than unusual 
] 





RECORD WRITING is kept to a minimum at Wessendorff, Nelm Salesmen eemed mor 
it Along about cach Tuesdav or W< 


merely turn in a daily report that takes only minutes to make 
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n by keeping 
ill report 


of Cc: 


il} which lic 
It is one 
custome! lo 
Nir. Nelms wa to direct 
ih chi » fi to 
know not only how the salesman op 
crates but whom the salesman 
ees. Myr. Nelms maintains his own 
ecord of call 
more than 50 percent of hi 
call 
made with salesmen but 
Nelms goe: 
the 
Nelm 
ome cases friendly 
Ile has found that 
tomer will expre: 
than he will with 
ome cases, the cu 
Nir. Nelm 
vabit or practice that a salesman 
that the customer does not like 
Nelms has found that buvers, a 
do not like to speak to sal 
ther not too often 
the expr themselv bh. 
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INQUIRY for a screv mVveye eived by Adolph Stern, 
Patron | or Hinrichs, company 


} ne ent 
| sing agen 





A customer makes an urgent request 


INSTALLATION at refinery is complete within a weck, and 
the in, screw conveyor is already handling more sugar than 
‘ orginally planned A result of Patron ‘Transm n Com 
it means... pany point program 


for a complete screw conveyor unit and 


¢ Design «Stock «+ kabrication 


By George L. Bottari One afternoon Adolph Stern, one of Patron’s sales 
iswistant Editor nen, made a routine call at Refined Syrups & Sugars, Inc 
Berxnarp Trerpeman, assistant sales manager of Patron in Yonkers, N. Y. Guy H. Gifford, the assistant pur 
Transmission Co., In New York City, advocates a chasing agent, introduced Mr. Stern to A. Hinrichs, com- 
point se e program, and has case histories to prove pany engineer with the sugar refinery 
the advantages of his program As he puts it, “Very Mr. Gifford explained that they were in urgent need 
ften a customer finds himself in a spot where he need of a screw conveyor approximately 30 feet long to convey 
more than a supplier who just carrics stock Ile need ugar at the rate of 3 tons per hour from a bucket cle 
omeone who can engineer the job, someone who has a vator to a melter It was a new installation and the 
comprehensive stock, someone equipped to fabricate a complete unit was required within a weck 
omplete unit Refined Syrups & Sugars’ engineering department had 
Design—st fabricatic cl tron, \ drawn up a preliminary layout showing tentative plans 
that bill for this new equipment. Mr. Hinrichs pointed out that 


; 


al the stor recent sale which illustrates their specifications were intentionally vague so as to 
if 


low supplicr leeway in recommending this equipment 


to till 


e design 


Arrer piscussinc the job in further detail, Mr. Stern 
hurried down to his office in the city. There he conferred 
with Mr. Terdeman, who welcomes every opportunity to 
get out his drawing board and design an installation 

After studying the customer’s tentative plans, Mr. 
lerdeman got to work. Bearing in mind those com- 
ponent parts which were readily available from stock, h« 
carefully layed out the job 


DESIGN is nandled by Bernard ‘Terdeman, assistant sales 


manager of Patron Transmission Co 
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e stock 





le FINAL BILL OF MATERIALS included such 

-in. helicoid conveyor flighting mounted on pipe, inte 
nal hangers with split type iron bearings, bronze bushed 
end bearings, angle type trough, roller chain drive, and a 
gear head motor, 

\ check was made to be sure these items were in 
stock or could be obtained quickly. Then Mr. Terd 
man phoned Yonkers and gave his recommendations and 
quotation to Mr. Gifford. After checking with his engi 
neering department, Mr. Gifford advised that the order 
was Patron’s—provided Patron could assemble the com : 
plete unit and have it ready for installation within the \b oy 
weck of 

Mr. Terdeman promised to do so, and the order was 4 ry 
placed accordingly. 

STOCK is checked and assembled as second step toward 
filling order within delivery time specified Stockmat 
reaches for motor in one of Patron’s stockrooms 


© fabrication 


COMPONENT PARTS from Patron’s stock were laid out 
ind then sent to the machine shop where Patron main 
tains adequate facilities for welding and fabrication. Set 
up for just such jobs, the shep men went right to work 
on the assembly of the equipment 

Within the week, Mr. Terdeman phoned Yonker 
ulvised the complete convevor was ready. Refined S; 
& Sugars sent their own truck to pick it up 


Ihe screw conveyor was installed at the sugar refinery 


p 


ind was running within the time required. Mr. Hinrich 
the engineer, said that already they have stepped-up th 
original capacity, and the conveyor is now doing it 
in handling the increased volume of sugar that 
essed in their refinery 
“On this job”, Mr. Hinrichs said, * 
who had the facilities to construct a special unit 
hurry. We got what we nceded—when we necded it 
So the industrial distributor plays his important part 
in American industry—even helping to—put the sugar in 
vour coffec 


FABRICATION is handled in Patron’s well equipped ma 
chine shop Machinist prepares to weld 2 sections of 
trough required for complete conveyor unit 
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goat Ors, 


FINE CUTLERY needs a fine waluut chest such as the one J] 
Joseph R. Gerber lr Gerber I idarv Blade hows to Ch; | 


Christensen, salesman Haseltine & Co 


wdworking tool 


Cutlery Making Can Involve Woodworking, Too 


Jj. | HRISTENSEN im tor lk. Haseltine & Co Logeondar B) han just metalworking Bein i 
Portland, Or likes to familiarize homself with the quality 

whole gamut of his customers’ operations—raw materi tructed 
ils, production and marketing——because it pay 


product, the cutlery is packaged in a tinely con 
ind finished walnut chest to reflect the valu 
; im may f the product within. These chests are manutactured 
mun sale ind better service in the Gerber plant and, therefore, there is a substan 
A veteran of 35 vears selling, Mr. Christensen know tial amount of woodworking involved as well as metal 
lis products and where they fit into customers’ plant vorking 


Ile also knows the urge to concentrate on a customer \s indicated a ce, tl considerable care and cftort 


najpor activity iy metalworking, and take for grante expended in 
that all the products he sells for this purpose are suffi vcautifully = grammed id walnut, have double-mitred 
ient. But that isn’t alwavs the case wners, flush hinges, a regular piano finish and are lined 
There are exceptions when such concentration i vith ravon flocking. In addition, the firm is now 

simply overlooking a good bet for further sales’ As a ewel and cigarette chests as added line 

example, he cites a customer like Gerber’s Legendar Ihe shop in which these chests ar 

Blades. This firm makes highly distinctive cutlery with juipped with all the necessary woodw 

blades of high tungsten alloy steel and handles of ower saws, plan hape jomters, portab 
Hluminum and black synthetic permanently welded t atic 
the blades. Naturally, it uses considerable metalworkins tour sanding, Compressors, spraving equipment 
products, particularly grinding wheels and belts and the quer, sealer and flock, drill presses, hand too! 
machines on which these are used 


But there.is more t making and marketing the 


mn ng ( Hes I he irc mad trom 


sanders, belt sanders, brush-backed wheels t 


measuring tools, jack cutting tool lamp 
spirators, gogg|« exhaust fans, et 


~ 
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WOODWORKING BEGINS IN SHOP which ci 


t cst hich w 


SHARPENING AND POLISHING 


yf Legendary Blad \I ; lains t and assembles th 
cutlery 


working pha 


Mr. Christensen 


ma 


P'WO COATS of lacquer are sprayed on the chest and after 


ich coat there 3 nding for smoothne 


SANDING th 


by a coat of les 


Among ait ppil 
imdpaper of many grad 
clue, buffe caler Compou 
hose, fittings, brush rach 
crews, putty, plast 

In the woodwork 
are cut out, mort 
component ir 
filled with cithv 
sanded and th 

Che chests ar 
they are coated 
inding, after wl 
anding and th 
the first coat of lacquer 
the second coat, th 
produce the tt fini 
flocking the inside and 
hold the cutlery in pla ( 

The cutlery placed in ler FINAL RUB ( vou kes place after imterior i 


ire wrapped and sealed | I ( Hocked and cro ire stapled in 
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LL & COMPANY 


o 


HAROWARE 


J.RUSSE 


, sure es 


orr orate 


. ayuTomot 


ni 


ve €QV pment ANO 


7 
as OF wwoust® 
oigtaieyvter? 


ysetts 


° yvoue™e | massach 
nor 


Co. 

Up to-date machine Tool 
{ in stre 
25 Ma — 


et 
jyoke sachusetts 
Ho e 


BACK. 
w THE - 


HAT PAT 0 : 
* jette soon 


ive many 
te receit's all pecause 
nts 


pus iness oe 
ah an erly $ 
/ * our inventory to prop 


erve 


t= 
y how much we 20M nich 
de promp tness wi 


You'LL ALWAYS HAVE beELINQUENTS who have to be attention too, concentrated on a letter to all the prompt 

prodded to pay their bills. ‘They take up vour time in worry paying firms expressing the house’s appreciation of people 

and long correspondence. But the old-reliable customers the credit manager considers, as he expressed it, “the salt 

who always pay on time scklom rate more than a per of the earth.” 

functory “thanks,” if that They reasoned that an unsolicited, unexpected thank 
Recently, the management of J]. Russell & Co., Holyoke, you note would more than pay its way in good will. 

Mass., decided that the “good” accounts deserved some Judging from the response it drew, it did. 
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That Gets “Thanks” From Good Accounts 
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Mrs. 
all- 
expenses-paid vacation in 
TY 
win- 
all? 


Here’s how a Cedar Rapids, 


Have you and the 


ever dreamed of an 


Miami? Ever envied 


and radio program 


ners? Haven't we 
lowa distributor provided 
such a trip for one of their 


salesmen—and how .. . 


SMILING FACES of G. W. “Bill 


their feelings about winning the Allen Supply Company 


Miller and Mrs. Miller are glowmg testimony to 


annual sales contest 


A Miami Vacation Sparked 


An Annual Sales Contest 


Hlow LIkE to receive a 
one week trip to Miami 
Beach——all expenses paid, including 
transportation by Delta Air Lines, 
reservations at one of the fine beach 
hotels with complete facilities includ 
ing sea cruises, sail boat trips, a full 
schedule of entertainment? 

When Allen Supply Co., Inc. of 
Cedar Rapids, Iowa announced the 
Miami trip as a prize for an annual 
sales contest, their salesmen responded 
immediately. As J. M. Allen, presi 
dent of the company, puts it: “W<« 
found this very unusual prize was an 
outstanding incentive to the entire 
sales force. As a matter of fact, thre« 
out of the six men still had a chanc« 
of winning during the last week of 
the year. Competition was keen right 
down to the finish line.” 


Quotas Established 


Quotas for the contest were estab 
lished on an annual basis which is 
customary practice with Allen Supply 
Co. At the time the quotas were 
established, the salesmen had no 


WOULD Yo 


vacation 


94 


knowledge of the contest. Mr. Allen 
felt that this was the fairest way to 
set up the quotas. It was done after 
their annual with each 
salesman about situations peculiar to 
his territory and accounts. 

When the contest was announced 
it was pointed out that the grand prize 
would be awarded to the salesman 
who obtained the biggest percentage 
of his quota during the 12 month 
period. 


discussion 


Rules for Contest 


As Mr. Allen says, “There were no 
tricky rules to this contest. It was 
merely set up on an annual quota 
basis before the contest, and the total 
olume of business obtained from the 
salesman’s territory 
contest.” 

The salesmen were appraised of 
their standing by Allen's regular 
weekly reports which showed the 
volume of business in their territory 
each week. In addition to the weekly 
figures, they receive a monthly report 
in percentages which showed their 
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counted in the 


Intermittent 
sales punches, in the form of bulle 
tins, played up the glamour of the 
Miami trip. And at every sales meet 
ing during the year the subject of 
the contest was a lively item 

According to Mr. Allen the figuring 
of the progress reports did not entail 
iny additional work except the occa 
sional bulletins. Actually, work on the 
innual contest required less time than 
formerly expended on weekly or 
monthly contests of various kinds. 

\ review of their sales figures during 
the contest vear has convinced Allen 
Supply Co. management that the con 
test is well worthwhile. It provides 
an incentive which the salesmen wel- 
come, and their efforts during the 
are directed toward the attain- 
ment of a definite goal—the prize 
trip to Miami. 

The winner of the contest was 
G. W. “Bill” Miller, who described 
the Miami trip as the most relaxing 
vacation he’s ever had. For Mr. 
Miller’s account of his vacation week 
see opposite page. 


attamment of quota 


veal 











A Year of Pressure—But It Was Worth It! 


By G. W. Miller, Salesman 
Allen Supply Co. 


li BKECAMI APPARENT a 
hecked plane reservations with 
Delta Airlines at the Chicago Ai 
port, that the Millionaire’s Vaca 
tion was not just another “cut rate 
ightseeing tour. ‘There was 
nite air of enthusiasm and cooper 
tion from all concerned 
check of our tickets 
wert Delta vacationers”. An 
their cooperative suggestions we 
indeed, no small facto 
our trip so pleasant. 
Fortunatcly the air trip by DC-6 
was both smooth and clear, which 
idded to our pleasure And, du 
to helpful suggestions of Delt 
employees, a very minimum of 


QUIII 


i det 


1 
Well 


vealed 


11k TAKIN 


fusion was encountercd when we 
landed at the International Airpo 
it Miami, Florida. We were taken 
to the Monte Carlo Tlotel in 
Miami Beach and, bv 4 o’clo 
were comfortably settled in a luy 
uriously furnished, twin-bedded 
room, overlooking the hotel beach 
ind the Atlantic Ocean. We haven't 
been in our hou 
when the Transportation Captain 
of the hotel called to offer h 
courteous and 
places of interest to see while there 
It was only then we realized that 
unless we scheduled our time, w 
would not be able to see our picked 
So that night we laid out 


; 


room OVC in 


ServICces 1dvise 


places 
uur itinerary for the six days 


VICTORY SMILI 


Niiller durmg 
nillionaire’s’ vacation 


evident as Mr 


poses his memorabl 


follow. Frankly, it was a much 
nore difhcult job than it appeared, 
lue to the great variety and choice 
ittractions available to us. So, 
Sunday and Monday we rented a 
ir and visited the Parrot Jungle, 
Monkey Jungle, Orchid Jungle, 
shopped in Miami proper, and cli 
maxed our sightseeing with a vacht 
tour of Biscayne Bav and trip to th 
Quarterdeck Club. ‘The latter was a 
vacht club built on a sand 
var, three miles off the point of Pink 
Island in the Atlantic Ocean. 

Ihe balance of the week before 
home was spent 
basking in the Florida sun around 
the Cabana at the Monte Carlo 
Hotel and having cheerful, efficient 
fulfill our everv wish and 


private 


leparture for 


vaiter 


desire. | casually remarked to Mrs 
Miller one afternoon, while sitting 
under our umbrella, that if | 
wasn't so comfortable and lazy, I'd 
like to have a cold bottle of beet 
Lo and behold, five minutes late 
the cabana host came over to us 
carrying two ice cold bottles of 
beer, with the explanation that he 
had overheard my casual remark and 
thought he would accommodat 
us. It was service like this, and 
the cheerful attitude of all the 
people we contacted, that made us 
feel they wanted us to 
rm lax and 
CTVICC As 
ceiving it. 

It goes without saying that such 
1 trip would not have been possibl 
without the cooperation of — the 
Allen Supply Company manage 
ment. The winning of a sales con 
test based on vearly volume exerts 
a tremendous pressure on the sales 
man but, frankly, the enjoyment 
is worth ounce of mental 
pressure excrted. And the benefits 
are not only obtained through the 
pleasures of such a trip, but finan 
cially, as well. Mrs. Miller and 1 
had the most glorious and relaxing 
vacation of our married lives but 
like all highly-enjoved things, it 
came to an end too soon. We ar 
now striving toward a revisit to 
Miami Beach, taking our thre« 
boys Dean, 11; Bobbie, 9; and 
Billie, 4, with u 


actually 
enjoved being at ou 


much as we enjoved re 


every 





Speaking of Miami, don’t forget: 


The Event: Triple Industrial Supply Convention 


The Place: Miami, Florida 


The Time: April 12-16, 1953 


Location of Booths: Dinner Key Auditorium 
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BANK IS A STRATEGIC SPOT to catch eve of potential 


It 
i 
pt 


Pp 


Reed ¢ Providence, R. I. Window face 


RAILROAD STATION is also frequented 


mother ex 1] to 


ut Your Display 


nt p! rT 


In The Customers’ Path 


By Van Ness Philip 
{ssistant Editor 


that’s worth 
you can 
to 
ind where potential 


YOU HAVE A DISPLAY 
lot idverti 
it it where 


mn ing value, 


vour customers have 


8S it every da 


ers to come 


Allen & 


customers of 


busy downtown corner 


by industrial buyers and executives. It’s 


up exhibits every year some dis 
from its headquarters in two 
strategic spots—the railroad station 
ind one of the citv’s leading banks. 
The company doesn’t wait for custom- 
by its window. It moves 


the window display and puts it in the 


tance 


customers’ path. 


itive bank officials, and the over-all 
civic mindedness of a community that 
puts a high value on cooperative proj- 
ects benefiting local industry 

Ihe bank charges nothing for its 
window space, so long as the exhibitor 
is a customer. The display can remain 
for a month. The station exhibit, 
managed by the Junior Chamber of 
Commerce by special arrangement 
with the railroad, costs $136 per 
month for an § ft. frontage. It’s non 
profit, for the benefit of Rhode Island 
industry. Allen & Reed keeps its 
display there three months 


Response Was Good 


William S. Allen, Allen & Reed 
president, has traced considerable 
sponse to both exhibits, resulting in 
sales as well as inquiries 

The value in good will is not meas 
Participation in projects to 
boost industry and trade command 
respect in. Providence. 

Allen & Reed officials figure that 
they have, in effect, an additional dis 
play room for four months out of 
the year. It’s in the path of ever 
regular and potential customer who 
has business in the Phenix National 
Bank of Providence at least once a 
month, or who uses the New Haven 
Railroad at least every three 


urabk 


once 


months. Quite a number of industrial 


executives and buyers from through 
out New England fit into these two 
categories. 


Manufacturers Helped 


The exhibit itsclf takes some time 
and planning, but it is not difficult for 
Allen & Reed to acquire for at least a 
month the manufacturers’ exhibit 
wanted. Both samples of products and 
models of actual installations featur 
ing Allen & Reed specialties are used 

Ihe station display is part of the 
Junior Chamber of Commerce’ 
“Rhode Island Industrial Exposition,” 
which occupies the center of the main 
concourse of Union Station. Its show 
case has housed exhibits from 125 
firms during the past three years and 
has been viewed by an estimated half 
million people, according to P. Panag 
executive director of the exposi 
tion. Exhibitors can make literature 
available to viewers at a desk near th« 
exhibit staffed by a Chamber of Com 
merce receptionist 

The Phenix National Bank, occup: 
ing one of the busiest corners in the 
downtown section, has a 12 ft. win 
dow where exhibits are rotated in it 
“Progress in Industry” series. 


r 
0 
ait, 


customers can't help seeing it, even 
though they don’t come by your door 

That's been the Allen 
& Reed Co., Providence, which 


When vou go to Providence, you 
can't help knowing about Allen & 
Reed. 


\s an advertising project, it’s com 
paratively inexpensive, thanks to an 


practice of 
ilert Chamber of Commerce, cooper 


ie Bie 
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FRANZ IT’, Stone, president of a ‘Tona 
wanda, N. Y., manufacturing company 
ind INpusTRIAL DistRiBUTION’S Cover 
subject this month, has a fine convic- 
tion so far as extra curricular 
ire concerned. Mr. Stone says 

‘Every man should ear 
mark part of his time to participate in 
civic activities.” 

It is a belief that Mr. Stone not only 
talks about, he acts on it. A listing of 
was 


ichivilies 


busin« ss 


his “‘outside” activities since he 
graduated from Harvard in 1929 would 
run on and on. He’s been associated 
with Boy Scouts, a boys’ academy, the 
Community Chest, hospitals, the Hu- 
mane Society, the YMCA, the War 
Production Board, the Office of Stra 
tegic Services ,the National Production 
Authority, etc., etc. 

Although comparatively a newcomer 
as a resident of ‘Tonawanda, Mr. Stone 
has earned a reputation as a Civic 
worker. In fact, he headed a group 
whose work will be reflected in the 
growth of Tonawanda and North 
Tonawanda for the next 40 vears 


10-Year Plan Developed 


plan was 
conceived a few years ago by the pub 


lisher of The Evening News, a new 


Phe 40-year development 


paper serving the twin cities on the 
Niagara Frontier. It rocked along for 
several months with a degree of su 
cess. But, as many such projects go, 
financial backing lagged. ‘Then, when 
the newspaper publisher died suddenh 
it seemed almost certain that the plan 
helved 

a group of civi 


would be 

However, 
citizens stepped into the breach; Mr 
Stone’s services were enlisted—he was 


minded 


chairman of the Tonawanda 
Planning Association. The davs fol 
lowing the election were hectic; 
port was needed, financial and moral 
work had to be collated; the plans of 
designers had to be evaluated 

It took 14 months and literally hun 
dreds of speeches on the part of Mr 
Stone before the project com 
pleted, and the plan was presented to 
the mavors of the two cities. More 
than 700 residents of North Tona 
wanda turned out for the first “half’’ 
of the presentation and a similar num 
ber turned out in Tonawanda that 
night for the second “half.” The actual 


elected 


sup 


was 


Franz T. Stone 


presentation of the plan was made by 
Waltcr Dorwin ‘Teague, industrial de- 
signer of New York and Los Angeles. 
He pointed out that the political 
autonomy of the two cities was 
guarded, but that the natural interrela- 
tionships between the cities, business, 


social and sportswise, necessitated plan 


ning them into a single community. 
Although chairman of 
the planning association time 
ibsorbing, Mr. Stone did not drop his 
Performing multiple 
been Mr. Stone’s 
After finish 


returned to his 


serving as 
was 
ther activiti 
civic activitie has 
practice throughout life 
ing college, Mr. Stone 
home in Columbus, Ohio, and started 
; career in a bank. From 
the bank he went to the Regional Agn 
cultural Credit Association, which was 
under RFC to make loans 
to farmers. While Mr. Stone held the 
title of assistant secretary and_ treas 
ictuallvy he did the work of secre 
tarv-treasurer because no one held that 
title. During the life of the organiza 
tion, loans totaling $10,000,000 were 
made in Mr. Stone’s area, Ohio, In 
diana, Kentucky and 
very penny was repaid 

It was while he was still living in 
Columbus that Mr. Stone visited his 
mother and sister in North Carolina 
ind met Miss Katherine Jones who be 
ime Mrs. Stone in 1935. Mrs. Stone 
her husband’s belief that com 


ind civic activities are a duty 
’ 


his busine 


organized 


urel 


ind ‘Tennessee, 


shares 
munity 
While in Columbus she organized the 
Community House and served on nu 


merous committees for raising funds 
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When Mr. Stone went to Washing 
ton to serve on WPB for three 
months” that turned into vears, Mrs 
Stone, of course, While in 
Washington she joined the Anti 
Aircraft Volunteers and was placed in 
charge of the operations board. ‘There 
wives of 


went too 


workers 
cabinet mem 


were 500 volunteer 
senators, 


working under her direction on 


congressmcn, 
bers 
the board. 

Mr. Stone’s tour of duty in Wash 
ington is well known to industrial dis 
tributors. Hle served in) numerous 
capacities and wound up as deputy 
director of the equipment bureau. He 
resigned this post to go with OSS, 
and it wasn’t until 1945 that the three 
month tour of duty that started in 
1941 was completed. 

Of all Mr. Stone’s extra curricular 
activities, the one he speaks of with 
most nostalgia is his association with 
the Columbus Academy. As a_ boy, 
Mr. Stone attended the academy. It 
was with alacrity, therefore, that he 
accepted a call to aid the school a few 
years ago when it was in financial 
straits. He became president. 

Also, while in Columbus, Mr. Stone 
served as president of the Human 
Society and took an active role in the 
Community Fund activities 


More Civil Service 


Ilis business activities being partiallh 
in Ohio and partially in ‘Tonawanda, 
Mr. and Mrs. Stone moved to the New 
York citv in 1946. In addition to serv 
ing on the planning association, Mr 
Stone is also a member of the board of 
DeGraff Memorial Hospital in North 
lonawanda, is a member of the 
YMCA board in Buffalo, and is on the 
advisory board of The First ‘Trust Co., 
lonawanda 

In March, 1951, Mr. Stone 
asked to return to Washington for 
service with the National Production 
Authority. He served until Labor Day 
last year when he resigned his position, 
Assistant Administrator for Industrial 
and Agricultural Equipment. 

As for his plans for civic activities in 
the future, Mr. Stone has nothing in 
particular in mind but he still believes 

“Every business man should ear 
mark part of his time to participate in 
ictivities.”” 


Was 


cIVvK 


97 
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Two salesmen prove 
of speculation, no 


the number of the 


ihe 


> 


WHAT REALLY HAPPENS behind those walls? salesman Stuart Alexander, 


Louisville Mill Supply Co., once 
iwarctte factory 


PURCHASING AGENT D. D. Cousins (left) readily gave 
Mr. Alexander permission to tour plant periodically, sec 
various cigarette manufacturing processes hunself. 


isked himself as he looked at Philip Morris’ big 


Looking Around 


The Large of It... 


SOMETIMES 


\ DISTRIBUTOR SALESMAN thinks the larg 

nanufacturing plant is no place for him—particularly if 
lic represents a small house, and more particularly if the 
plant is highly-specialized. 

Not so Stuart Alexander, outside salesman with th 
Louisville Mill Supply Co. Just a few blocks from Mr: 
\lexander's office in Louisville, is a big new Philip Morris 
cigarette factory. Mr. Alexander could have said to 
himself: “This plant’s about as specialized as they com« 

there’s nothing there for me.” But he didn’t. 

Instead, he decided to see the plant for himself. As a 
result, he uncovered sales possibilities which would othe: 
wise have remained hidden behind the factory's walls. 

With the full permission of D. D. Cousins, branch pu 
chasing manager, Mr. Alexander made several tours of 
the plant. At first hand, he was able to examine the vast 

(Continued on page 100) 
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one look is worth a lot 
matter the plant's size 


distributor’s lines 


ttn 


_ — 
-. ' ~~ 


WHAT'S THERE in a small plant for me? salesman A. C, Hogan, Moore-Handley 
Hardware Co., Birmingham, Ala., asks himself as he approaches front office of Pad 
dock Pool Equipment Co.'s pump and filter plant 


the Plant yh 
... And the Small 


[HE SMALL MANUFACTURING PLANT needs as much atte 
tion from the distributor salesman as the big plant—even 
though the salesman might be representing an unusual] 
large house. Which brings us to the case of A. C. Hogan, 
outside salesman with Birmingham Moore-Handle 
Hardware Co., and how he built up sales to the Paddock 
Pool Equipment Co. 
Paddock Pool, the country’s largest manufacturers of 
swimming pools and equipment, has a Birmingham plant 
which produces water filters, pumps, and other accessors 
items. It’s not a large plant, compared to some, but Mi: 
Hogan hasn’t neglected it on that account. As a result 
he’s spotted sales from front office to storage yard—wall 
heaters, shovels, gummed tape, hand and power tools, 
valves, fittings, and numerous other products from Moore IN YARD he runs down some items in catalog with plant 
Handley’s ample (35,000 items) catalog superintendent, Russell B. ‘Thomas. Mr. Hogan has acc 
(Continued on page 10] to plant on every visit 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





Looking Around the Plant (Cont'd) 


ae. i 3 
Branch CIGARETTE-MAKING MACHINES aren't sold through 
distributors, but thev're a good market for fasteners, other 


parts that most distributor rr 


FOBACCO CHOPPER is explained by G. H 


factory engineer. Sales possibility here are abrasive disks for 


harpenimn cts of spinning knives 


Pi, | 3 The Large of It... 


complex of processes and machinery which daily produce 
well over 100.000.000 cigarettes 

He watched tons of tobacco being cut, blended, and 
flavored, then conveyed to batteries of cigarette-making 
machines. He followed the finished cigarettes through 
the high-speed packaging operations. He saw the variou 
receiving, shipping, and in-plant materials handling meth 
ods Ile looked around the COMPTessor room and pows 
plant, obtaining a good idea of the equipment used 

1 was amazed,” he says. “Most of the equipment in 
this factory was cither custom-made or supplied direct 
from the manufacturer. Nevertheless, I still discovered 
many spots where my lines could be used.” 

lor example, even though his firm doesn’t handk 
pumps or compressors, Mr. Alexander was still able to 
cll pipe coverings and gauges for the compressor room 

Again, Louisville Mill Supply doesn’t sell material 
handling equipment, but it does sell casters, hoists, and 
it few other related items. It was in terms of these prod 
ucts that Mr. Alexander studied the many kinds of in 
dustnal trucks and handling equipment in the facto 

With the same sharp-sightedness, he went over th 
claborate equipment used in the tobacco-proce sing and 
igarette-making sections of the plant, and uncovered th 
need for many repair parts, all kinds of fasteners, auto 
matic counters, and powcr transmission Component 

Vhere’s something for the supply salesman in e 
plant,” Mr. Alexander says, “provided he takes th 
trouble to root it out.” 

\ case in point here was the tobacco cutters, a block 
long assembly of spinning knives which thresh the broad 
tobaceo leaf into shreds for cigarette manufacture. Each 
et of knives is sharpened automatically every several 
thousand revolutions by coming in contact with an 
ibrasive disk behind it. Only by getting into the plant 

oun” ' : und talking to the plant engineer was Mr. Alexander abk 
to find out about these abrasive disks. Otherwise he 
ee might have gone away satisfied he could furnish nothing 
COMPRESSOR ROOM is shown Mr. Alexander by K. I for this particular operation. 
Robinson, asst. purchasing agent. Sales possibilities: gauges, “Big plants don’t scare me,” he says. “They intriguc 
pipe & valves, fans, and pipe coverings me.” 
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EVEN IN SHIPPING AREA, Mr. Hogan has found sales 


in this case, excelsior and gummed tape 


HE PAUSES to watch workman screen filter tank gravel 


using shovel and screen from Moore-Handley 


... And the Small 


On virtually every call to this customer, Mr. Hogan 
consults directly with Russell B. Thomas, the plant 
uperintendent, who discusses current problems with 
him freely. In the course of the three years the plant 
has been established in Birmingham, Mr. Hogan has be 
come thoroughly familiar with its operations and prob 
lems 

“Part of the salesman’s basic equipment ivs Mh 
Ilogan, “is to know what his customer makes, how lx 
makes it, and the problems he comes up against in mak 
ing it. The other part is to know the products he’s selling 
ind how to apply them to the custome: pr 
Put both thes parts together, and vou ge 


Sell Them What the Others Miss 


In the storage vard outside, for instance 
is unloaded from railroad cars cened and 
for use in water filters, Mr. Hogan ha 
of items another salesman might mi 
work gloves, wheclbarrows, cte And 
this pha c¢ of Paddock opel ition hie 

factory representative and Mr. Ru 


new powcred belt convevor was nev 


unloading 
On the matter of factory representati 
most emphatic \ salesman often find 
of products and their application limit 
houldn’t hesitate to call on his supplier 
sentative when a special problem arise 
Throughout the rest of the plant, Mr. Hogan ha 
covered sales—even to sclling exycels:or and gummed ti 1) 
for the shipping area, items which might have escaped a 
less watchful salesman. ‘The manufacturing proce on 
sists chiefly of pipe-getting work, on the filter tanks. Th 
complete filter tank is then knocked down for shipping : 
Chere’s hardly a hand tool, or machine tool, that Mr é % 4 
Hogan hasn’t sold to this part of the plant WA ia 
“In many respects,” Mi Hogan observe th mall EVERYTHING in this picture wa old by Mr. Hogan 
plant is harder to sell than the large plant. At least, it valves, fittings, hand tools, white lead, bench. Mr. Hogan 
takes the same amount of digging—and a lot more work.” is well-versed in plant's operation 
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FINAL TOUCHES to Bluefield Hardware Co.’s exhibit in field, W. Va., are added by the salesmen who will bx 
the Southern Appala hian Industrial Exhibit held at Blue ittendance greeting customers at the show 





When You Join A Show, 
Get In 
And Make It Go 


SAMPLE. of mailing piece issued by Bluefield Supply Co 
ynd other distributors to promot the show 
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VISITORS at Superior Sterling Co.'s booth—Harry Lindse\ 
Charleston Elect. Supply Co.; H. L. Martin, Diamond 
Chain; C. F. Brooks, host; Ralph Babbitt, Diamond Chain 
ind R. C. Danielson, Willia n Supy mm 


++ 


Wesr VIRGINIA INDUSTRIAL DISTRIBUTORS ar 
proud of the part they play in making the biennial 
Southern Appalachian Industrial Exhibit held at Blue 
held and well they might be. A good part of the succe 
of the show is attributable to the enthusiastic pro 
motional efforts of the coal region’s distributors, parti 
ularly the Bluefield Supply Co., Bluefield Hardware Co 
and Superior-Sterling Co., located in the heart of th 
Pocahontas coal field. They set the pace 

Distributors from other parts who trade in the area 
Banks-Miller Supply Co., of Huntington; Buchanan 
Williamson Supply Co., Grundy, Va.; Persingers, Inc., 
Charleston; Persinger Supply Co. and Williamson Sup 
ply Co. of Williamson, also participate by devoting time 
ind effort in making a ‘“‘go” of the show 

Members of the Pocahontas Electrical and Mechanical 
Institute (electricians, mechanics, foremen and others 
working in and around mines) have come to depend 
on the distributors to put the show over every two 
vears. The Institute is the overall sponsor of the show 

Ihe distributors loan personnel to help in staging 
the show, sponsoring exhibits, inviting suppliers to 
participate with exhibits and doing the hundreds of odd 
preliminary jobs. At the last show, more than 50 suppl 
manufacturers participated at the invitation of distribu 
tors 


Continually At It 


Phe distributors’ participation doesn’t end with stagin 
ind exhibiting. ‘The three Bluefield firms have ce 
operated with the show sponsor for the last 2( Cal 
nnd have seen it and their own responsibilities for it 
uccess grow No sooner than one how is ended (it 
lasts three days) preparations are begun by Hl. Edward 
Stecle of Bluefield Supply Co. Sam May, Bluefield 
Hardware Co., and Todd Brook Superior Sterling ¢ 
for the next show two years hence 

The first job for the distributor is to invite his sup 
pliers to exhibit and then line up space for his own 
firm for those suppliers who accept the invitation. ‘The 
how 1s always held in the Norfolk and Western Railwa 


N THIS SECTION 


3 TRUE TEMPER Cor 
c | TRUMPULA KLES MFG. CO 
i woe SUPPLY une 


28 Ee Tome co 


tae 


QUEEN “B” for Bituminous) stops at the Bluefeid Sup 
ply Co.’s registration desk for a rest. The queen 1s selectec 
from a bevy ¢ tt residing im th oalfields and i 


dat ning remon 


terminal in which some 200 booths are erected and in 
vhich exhibits may be contained on railway cars 

Lhe correspondence involved is voluminous. Upon 
receipt of acceptances, the distributor tries to round up 
i consolidated section of booths for himself and his 
uppliers. Contracts for the rental are signed, fees have 
to be paid and special exhibit rules have to be mailed 
to exhibitors. his is a time-consuming job and it takes 
months before details are arranged 

In the meantime, the distributor has to think of his 
own exhibit—how it can be coordinated with those of 
his suppliers who will exhibit also, what lines he will 
show, what special exhibit material his suppliers can 
provide and what material will have to be provided on 
his own, when the material will be shipped and how 
what facilities (electric power and lights, ete.) will be 
required 
Line Up Material 

Arrangements must also be made to obtain special 
promotion material to be distributed at the show—litera 
ture, films, pictures, ete. At the same tune the distribu 
tors must keep contact with the various committees 
such as entertainment program, housing, ete., operating 
under the direction of the Institute 

As the time for the show approach , the distributor 
tarts on a selling job, inviting customers and employes 
to attend. Salesmen are acquainted with what the firm 
will exhibit, what suppliers will have im their exhibit 
nd what technical assistance will be available at the 
how The rranged dates fer discussion of product 
applic ition nad problem honnal, prmted in 
must be designed, printed and distributed by 
nd by mail 

As far as the distributors and salesmen are 
the show is worth the trouble. Sal interest in 
lar products and applications and inquiries mou 
esult. The sho a 
1 team with suppliers and their sales engineers. On 
distributor la breakfast it ich 
his own staff and the manufacturers’ delegatio 


ilso gives them a chance to 


gct-acquaintt d”’ 
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VARIETY OF CUSTOMERS contributed testimonials for series of advertisements 
pre pared tor I lifeldt Machinery Supply Co., of Kansas City, Mo 


104 
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This Kansas City house took 


an ancient advertising idea 


and gave it a new twist... 


Tell The Tale 
Through 
Testimonials 


[ESTIMONIAL ADVERTISING, formerly 
the domain of the purveyors of patent 
medicine and the cigarette manu 
facturers, is giving EJlfeldt Machinery 
& Supply Co., Kansas City, Mo., a 
chance to tell the distributor's story 
from the customer's end. 

When the idea was conceived, W. 
L.. Enright, president, decided to give 
cach salesman a chance to pick out 
one of his accounts to be featured in 
the ad. As cach man made his selec 
tion, the purchasing agent and ad 
vertising manager were contacted; the 
testimonial idca was explained to 
them; and they were requested to com- 
pose a statement giving the reasons 
they deal with Ellfeldt 


Their Own Story 


This was combined with a state 
ment from Elifeldt’s containing, 
among other things, such data as the 
number of items carried in-stock 
(35,000); the quality of manufactur 
ers represented; and the various kinds 
of service offered 

\ picture of the person giving the 
testimonial was afhxed to the ad with 
a representation of the product manu 
factured by the company, and_ the 
proof was returned to the customer 
tor his okav. 

The resultant advertisement ap 
peared in our Kansas City area publica 
tions: The Heart of American Pur 
chaser; The Kansas Citian; Kansas 
Business Magazine; and, The Blue 
Valley Manufacturers and Business 
\len’s News. 

Although Mr. Enright believes it 
is difficult to assav the results of such 
a campaign. he is sure that a part of 
the increase in Ellfeldt’s business in 





SALES MANAGER Harold M. Tid 
vell and President W. L. Enright put 
heads together for novel ad idea; worked 
and Mer 


in conjunction with customer 


ritt Owens Agen 


the five months the ads have been 
running is due to it. And he feels that 
Me llfeldt’s 


since it 


STOCK 


boo ts 


the publicity raises 
with its 
them, too 

Companies such as 
vester Corp., Nlo 
combine manuacturers); Krause Plow 
Corp., Hutchinson, Kan.; Bill Glover, 
Inc., Kansas City (makers of laundry 
and dry cleaning machines); and Wil 
cox Electric Co., Inc. (precision elec 
trom equipment 
have been featured, under the heading 
of “Builders of Midwest Industry 

The fifth testimonial, from ‘Tran 
World Airlines, said in part: “Wher 
our service are located 
. from San Francisco to Bombay, 
India, precision parts must be avail 
able at all times! That's why we rely 
on the Ellfeldt Machinery and Supply 
Company. Our of experienc 
tell us we can always expect prompt 
delivery on quality supplies from Fl 
feldt’s.”” The statement is signed bi 
W. F. Griffith, purchasing agent of 
TWA 


customers, 


Har 


Gleaner 
Independence, 


manufacturers } 
centers 


cver 


years 


Around the World 
The ‘TWA sales promotion mana 


ger requested 350 reprints of this ad 


comment 


board 


with 


receive 


from ElIlfeldt's, the 
that it would bulletin 
exposure to some 13,000 employees, 
and would be sent to approximately 
350 executives and supervisors of the 
company throughout the world 

Upon the appearance of the sixth 
ad in the series, a mailing piece is 
planned to be sent to customers, pros 
pects and manufacturers. The cover 
will bear the label “50 Years—F llfeldt 
Salutes Builders of Midwest Indus 
try 


Crarrers 
7 Pam 
owe hae ase 


ind saving tin 


PROMPT DELIVERY, preventing down-tiny 
of the jobs attributed by customers to Ellfeldt Machinery & Suppl 
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CUTTING sheet metal or initial operation 
iung di t is Mr. Tow from demonstration 


Get Your Customer's 


PLANS for ai nditioning installation are studied by Carl - ‘ 
Morris, buyer, and H. B. Kesler, Ir.. of ee SA You CAN LEARN A Lor about selling imdustrial suppl 


ith Wade H. Howe. Industrial I “ t you have a customer like Henry B. Kesler, Jr., engines 
harlotte. NW n charge of production at Air Engineering Co., Chat 
tte, N. C., to tell you what he expects of a salesman 
Wade Hl. Howe, salesman for Industnal Hardware & 
Supply ( of Charlotte, think 
ln the first place, Mr. Kesl an engmecr and 
irticipate in the firm’s activities in designing mn 
tructing and installing refrigeration and air-condition 
in industrial plant Lhe air conditioning 
be designed for control of temperatur 
cleanliness, or a combination of the 
ictivities keep him quite busy 
ontract is signed, Air Engincerin 


busy ] e and requires a rather larg 


upplies his is where Mr. How 
help by keeping up with their requirement 
wing his calls to the mpanv's activitv, by | 
\Ir. Kesler informed on lability, by mtrodue 


np ed product 
What He Should Do 
\nd one of the best wa \MIr. Llowe can perf noth 


( 
Nir. Kesler believes is bv familarizing himsclt 
th the company. Mr. Kesier means by the “compan 


nncl, its products, its operations, its requirement 


\Ir. Kesler put it, h welcome m the back room 


ll as in the front office—he has the run of the pla 


mts to follow up on 4 le ¢ proce 


ler feels that both his own ompan 
we beneht from this familiant Phrough 
we has learned what is beimg done and how it 
do This puts him in a good position to anticipat 
juivements not only in quantity but also im typ l 
inds and quality This minimizes errors m= ordering 


es time as well. When Carl Morns, the pu 
nt for Air Engineering. calls Mr. How nd 
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frames 


HOLES in ang! 
t Mr. Kesk 


1 
CNPtalls id 


ind si 


+ + th 


, aes eS 
Risa we 


punchiet 
+ 


eet are 


nrm 00 


View On Selling 


} 
some galvanized slice 


what size because he 


want 
knows 
be used for 
substitute f 


sita 


ugg 


\l 


t a proper 
Ke 
to \lr. Howe som 
ture of ducts 
large 
number of holes 
watching 


sler doesn’t he 


and aw wasl 


on hear, 


large 


rom 


powe! 
on 
these and 
ha 
iipre 
tenance p 
all thes has apy 
ing them. As he put it, he 
chances to cut production ¢ 


ed products could fit 
icture 


he 


Buys Components 
\l 
tem 

press 

its own 


I-ngineering hase 
notor 
fan 


ilf Wa 


pul 

tarte! ( 
filters 

hers and duct 

shect metal formed to 

the plant but a not a 
mbled m th illation 


The uppil used 


rT be iil 


tl 


ire 


if 


heet 


thi ( ided 


man ind varied 


iron 


fran cr 

ind tool 

met cape et 
tape industrial tapes (« 
spraying equipment and a 
portable power tools. Se 
stainless lu 


ing equipment 
glove 5 
] ry 


nil 


sheet 


\ hen occasion Wal 


of the pre 


form 


learned enough to judge 


Although Mr. 


yreciated the 


ty 
ONTO ( pp 


eral metal 


Mr. Ho 
xluct wil 


Hlow 


t, ol mec tap 
the pl 


\l 


knows what 
ants it 
w the same rea 
te 


to explain mistrat 


CESSES USE hnanutac 
tting the ct 


hg " 


1 power pun 


othe . 
pretty 

into the 

Ke 


op it 


pi 


feels h 


rete Fy 


Wp 
Zs, t nanutactu 
spcci 

I 


TrDIc 


im prod 
1h 


maskil cking paint 


( ori OT 


OMlpre 


galvanized 


umn alk 
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formed duct panels is done by spray equip 


Howe who checks on its performance 
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ae 
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Moder warehouse of The Charles C. Lewis Co., Springfield, Mass. 


Springfield, Mass., distributor, The Charles C. Lewis Co., 


shows how materials handling equipment can. . . 


Increase Warehouse Capacity 


STORING KEGS OF NAILS on pallets utilizes high level of storage capacity 
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STORAGE CAPACITY in their large mod 
crm warchouse has been more than 
doubled with the use of materials han 
dling equipment, according to I’. M 
Harbison, sales manager, The Charles 
C. Lewis Co 

An area of 12,000 q. ft 5 ck 
oted to the storage of drums, kegs, 
rolls, and stacks of building and main 
tenance materials. -Formerly, floor 
pace was dotted with small piles, 
limited in height by a man’s ability to 
lift a 100 Ib. keg as high as his chest 
After carefully considering the advan 
tages and cost of such equipment, 
Charles C. Lewis purchased a fork lift 
truck. Now their stock is stacked in 
piles more than 10 ft. high, a better 
than double increase over the previou 
level. 

One man operating the truck ib] 
to handle the ordinary varchouse 
trafhe plus keeping a stock record s 
tem up to date. And, most important 
from the employee's standpoint, the 
fork lift truck eliminates physical ex 
certion 

This first step in an attempt to im 
prove efficiency immediately acceler 
ated the flow of material in and out of 
the warchouse 

Motor carriers drive into the receiv 
ing room at the front of the building; 
a fork truck unloads the shipment onto 
a large hydraulic lift capable of han 
dling an entire incoming shipment 
Ihe loading platform for freight cars 
is in the rear of the building. From 
these receiving points, the fork truck 





misters incoming shipments to 
igned areas and stacks them in 
iccessible tiers 
When orders are to be filled, 
fork truck brings the material out 
torage and loads it onto waiting mo 
tor cks. And it is also used to 


replenish promptly store shelves from 


varchouse bins 

The next d ion Charles kk. Lew: 
made was to purchase double-fa 
pallet Thev learned laige pal 
vould require wider aisles and a long 
heavier fork truck. This would «¢ 
une more power, require more i 
vestment and waste additional floo 
pace. But 36-in. by 36-in. pallets wer 
found to be most suitable for handlin 
their diversihed stock 

One of their items was coils of wire 
up and carrving wire coil 


to storage, the 


ng 
forks alone could b 
' , 
k handied four coil 
< Lin ind keg 
the 


yt 


Truck Works Continuously 


Mr. Ta I tates that the 
hft truck has been in continuous 
n tS pu has« Used 

junction with their hydraul 
ilone, it pr d peedic 
of trucks and freight cat 


portation of materials thi 


Mi irchou € piu { compli hi 


mary mission of greatly increasing st 


ge ¢ ipacit 

Aware 4 ngs already eftected 
Charles | is is in the mood 
consider any new ideas that will im 
prove on what they have already don 
Thev are contemplating placing pallet 
on racks which would enable them to 
use old inventory first and provil 
greater accessibility of all supplies 
is also possible that they may, in sor 
reas, place pallets in “echelon” 
diagonal to the aisle This would sa 
floor space and allow faster operation 

Also, there is the possibility of ship 
ping and receiving stock on pallet 
This would require the installation of 
a ramp or small hydraulic lift to permit 
entrance of the fork truck directly into 
freight cars to speed unloading. 

All these ideas will receive carefi 
consideration for Charles EF. Lewis is 
convinced that materials handling ha 
much to offer. Their program of in 
creased efficiency at reduced cost per 
unit has the enthusiastic endorsement 
of management and emplovees alike 
They have learned that the distributor, 
like the manufacturer, can profit from 
improved materials handling tech 
niques 


~~ 


from hydraul 


WIRE COILS ARE HANDLED four on a fork in quick, efficient manner 
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Judy, Cleve 
in lively ses 


SALES AIDS ARE HELD ALOFT by L. W 


md district manager, ‘The Carborundum Co 


ion of Geo. Worthnigton’s annual mid-December sales me 


ing. An entire day was devoted to this supplier's line 


A Cleveland distributor. conscious of the importance 


of sales training, goes all-out once a year on... 


A Week Well Spent 


lune Gro. Worruincton Co., Cleveland, aware of the 
advantages of well-planned sales meetings, call all thei 
men off the road for an entire week in mid-December of 
every year 


Ihe careful plannin 


weck of sak 
omprehensive program loaded with 

their sales force 

tarts in August. Ac 

W orthington’s 

ittended by purchasing 


‘+ behind thi training 


geared to achu i 
new ammunition for 
Actual 
W. Vicl 


clivi on 


ording to John 


planning 
industrial sal 


manager of 
meeting 
devoted to tentative 
think 


i prelimunar 
recommenda 


hould be 


department 


id sales personnel, | 
of those 


participant Lhe 


tions upplicr whom the con 


idered 1 buver 
based on a number of factors: the manu 
must be well known, and their distributor 
the potential must be worth while 


ly fay 


uggestions are 
facturer’s line 
policy i good one 
Mr. Vicker points out that they do not necessa 
i well-sold line—on the thes manu 
facturer whose line has been off during the past vear. On 
the practical side, they bear in mind the profit on the 
ind how cooperative the manu 
through distributo 

20 to 


contrary 


pret 1 


manufacturer's product 
facturer is in working 
Ihe first list of suggested upplhies 
0 but, after screening and discussion, the 
chimination usually whattles the list 
Mr. Vickers and his assistant J. H Chapple, 
manufacturer If th 
thes 
what tvpe of sales 


with and 
may run from 
process of 
lown to a dozen 

then ap 
furer has neve 


proach the manga 


participated in past mecting 
ooperative the manufacturer is 


endeavor to learn how 


mect 


ing they are prepared to conduct, how much time the 


will require to present their story, and what tools will be 


used to make the mecting effective 
Mr. Vickers also tries to impress upon the supplier th 
need to plan 1 tight-knit presentation—no puff. n 


) 


extraneous company history, no unintelligible technical 
just solid facts delivered by competent men in a 
The 26 Worthington industrial sales 
immunition to 


tory 
manner 
men are primarily interested in 
enable them to do a better selling job in the coming ' 
ind the manufacturer is requested to plan his tim 


COnNCISC 
sales 


iccordingly 
The amount of time alloted cach manutacture: 
termined by th ilesmens’ need for education on 
particular products and the complexity of the supplier's 
line. Where possible, each manufacturer is limited to one 
sometimes two; but, if necessary, an entire day may 
be given. Wherever possible, Mr. Vickers likes to includ 
1 plant visit to a supplier located in or around Cleveland 
Years ago, when the mectings were held in the Geo 
Worthington offices, they found ther nan 
phone interruptions, too many excuses for salesmen to 
leave the conference rooms. Now thev meet in a hotel 
where Mr. Vickers feels he has complete control of th 

And the salesmen prefer the hotel meetings 
when th 


+} 
i? 


hour 


vere too 


mecting 

our weeks prior to the mid-December date 
elected manufacturers have been notified of 
chedule in the program—the Worthington salesmen ad 
vise their customers that they will be away from thei 
territories that entire week 

I'he meetings are held during mid-December, as this has 
proved an off-period for overall sales. Worthington man 
agement has that nventory 
conscious and hold their purchases to a mimimum; pre 
holiday activity scems to affect a decline in business. ‘The 
Worthington hardware division meets at the same tim 
easonal business has been booked, and dealers, busy 
selling Christmas merchandise, prefer to mail or 


their fill-in orders 


the il 


noticed customers are 


phone 
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PREPARED to present their sales story at t f DEMONSTRATION OF NEW SAW by G. F. Hornung 
representatives vit] il. ¢ happle ent 7 t Black & Decker Mie. Co., holds attention of Worthington 


wer industrial sal i ; W orthingtor ) ilesmen. Quest follo I the de ration 


Due to the reduced influx o thing ush-up and keep breast of im lopment Ih 
uside staft is able to cope with in y | ilkemen, appreciative wed for tramin 
car-round efficiency ognize t nportance of the mecting 

The opening meeting start vil Bob W aud man for fh cars, Say \ft 
| breakfast and welcoming add to the enti cach Decemb m, | return to my terntory with a 
ington sales force (a total ' 125) h Vari newly acquired knowledge of lines | way uneasy ibout 
ind industrial salesmen 0 the | i NIv sales go up beca | know more, because [ve learned 
ind the mdustrial salesmen go thy ceparate \ f trom the manutactu how to sell their products 
don't see each other again until v night kvcn the manutacturers find they are beneficiaries of 
banquet which concludes the sessions held at tl these meetings. In addition to increased sales, they profit 

Thursday and Friday are spent in the Worthington by the questions posed by Worthington’s alert sales fore 
ofices where M Vicker md Mr. Chappl if Cw they learn the distributor problem ind are better abl 
each salesman and go ov their records t¢ to plan future sales presentation Ih car, one manu 
vhich accounts are not up to par, whe tl i faucturer admitted that a suggestion at a previou Worth 
hould be doing a better, more complete jol ington meeting resulted in simplifving has liv 

Ihis year the following manufacturers tool t t Nh i iI ibout o1 mn t 
Worthington program: Oster Mig. Co.; Black & D cli ine that app 
\lfg. Co.; The B. F. Goodrich Co plant visitation cre req ted, a stock order " 
Carborundum Co.; Minnesota Mining Co.; J. H. Willian les more than equalled a simula 1 Wort ton had 
Co.; Yale & ‘Towne Mtg. Co.: Cleveland Beacon Product cen handling with anoti« y}) to 
Co.; Stanley Electric ‘Tool Div.. Stanley Work Rem During the Vhursday and briday sessions, Mr. Vicker 
ton Arms Co., and Standard Electric ‘Tool Co ind Mr. ¢ happle nterview cach salesman, and go ove) 

lhe manufacturers used a variety of methods to pr t ich terntory, account by account, with the aid of their 
their stories: new catalogue kit lide film Kardex fi! \ comin t | ) ' 


I 


; 


movies, demonstrations, presentation of samp 1 lines and show unning sales bi ume on cach line 


tour, ind question ind answe cession total quarter il ind. for comparat tudy. the total 


There was no time lag in the program; every m for the two previous year 
facturer was required to start and finish on hed L dic id shows monthly and imulated 
lhe meetings were conducted with a constant view tov ustomer with the totals for the vO previous year 
keeping them lively, interesting, informat nd 3 These cards enable management to analyze cach cu 
vith time-table precision tomers purchases by line, and a t in directing the 

salesman’s efforts toward attaining a justifiable share of 
Benefits the customer's total busine 
Phe imtervi eal thi nV 

Mr. Vickers and Mr. ¢ happl ire enthusee bou and why, and what in be done to HN prove the pi tire 
tangible benefits obtained from the sales mecting I Phe annual sales traming week is only a part of Geo 
records have graphically indicated that th t Worthington’s accent on sales mecting On the third 
pavs off for the Geo. Worthington ( hriday of every month (except July and August thi 
lines discussed show a marked increa ha mntinu hold sales meetings from 5 to 7 P.M. Inside salesmen ar 
over a two or three month period after iso included in the cession 
Ihe salesmen talk those lines former glected du But it is the mid-December week that doc 
ncomplete product knowledge or lack of confidens ob And evervone in the Geo. Worthington 


The older ile men veleome the unit tion 18 complectel id on its be ing 1 weck 
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Syracuse Supply Co. believe that the 
responsibility for staging and directing 
a sales meeting resides with the distribu- 
tor. To aid the manufacturer, they have 


published a booklet entitled . . . 


Making 
Meetings Pay 


r of Syra yply C 

that it his job to mak 
ind successful After 
rohting from th 


manufacturing yur 


Sales 


4 
omposite of tr ndl ug 


nurtsick ilesmen and oth 


ened to let the manutfa 
listributor organization 

ecl they can get th 

CXpre it 
ir booklet suggests that 

ct in be effectivel 

Starting ith the request Let Be 
booklet pro to list their sal 


we available to manufacturer i classroom 20 ft. bi 


mpro ed 
Partners’, the 


chool facilities which 


tS ft. with projector, screen ind other aid 


Ihen, based on thei experience, they suggest certain 


minimum imgredients present im any uccessful sal 


mecting, and list them with in importance factor a igned 
m terms of minutes These points are 
f,,}] 


LTTE AZ i HiOW 


\) Brief outhne of 
mmpetitive position, and (B) brief mention of 
ompany development (total 
features that help sales and 


ompany history, range of prod 


minute 
light policy 
tihheads on handling of direct inquiries 


ivailabl ind engineering assistance idvertising 


dination with distributor operations (10 


progta hi ) 
minut 


1) Introduce 
} 


product or products with stress on 
enehts , construction, outstanding stvle and 
features 


tions, demonstrations if possible with audienc« participa 


customer 


serformance compctitive advantages, applica 
1) ' 


tion, service > minutes 

(] Market analysis with emphasis on logical, plaus 
ible, and possible markets, naming those in their area 
‘long with potential volume of sales in their territory 
10 minutes 

I) Selling methods found most effective elsewhere, 

including demonstrations, samples and trials, literature 
and visual aids, and competitive pitch. (10 minutes) 

(C>) Question and answer period to answer previously 
submitted written questions and open questions from the 
floor. (10 minutes) 


Any deviations from the above suggestions which the 


nanufacturer deems advisable ar 

mm prior to the mecting 

It is suggested that technical discu ke 
judicious mimimum. While thev recognize the 
howmanship, Syracuse Supply points out that it has 
been thei experience that the manufacturer territor\ 
representative is best qualified to address them with 
iuthority. However, if the manufacturer wi nother 


representative may be included in the program 


' line of 


} 


Because of the value of their salesmen’s time, the book 
let stresses the importance of limiting the presentation 
to 1} hours in the regular Friday evening session \ 
list of the salesmen attending is provided to enable th: 


manufacturer to broaden his ; cquamtance vith the entire 
organization 

No lunches, favors, o1 
ince are expected or desired 

Phe booklet reminds the manufacturer to be sure that 
ufficient props (catalog literature, data books, etc) are 
on hand in advance of the mecting. Where the meeting 
is a part or prelude to an extended or special sales drive, 
t is suggested that the manufacturer be sure that all open 
tock orders are in transit. 

Reahzing that there is always room for improvement, 
Svracuse Supply has developed a score sheet for evaluat- 
ng the effectiveness of every meeting. ‘They request 
that the manufacturer score the sheet and return one 
copv for their files Thev also score the meeting and 
send their impressions to the manufacturer 
is designed to enable them to correct mistakes and omis 
sions and consistently improve the quality of their 


ther inducements for attend 


This scoring 


sessions 

Such a booklet makes the distributor sales meeting a 
cooperative venture—pointing up the necessity for team 
work between the manufacturer and distributor. 

The only words on the last page of the booklet are 
“Yours for bigger and better sales meetings!!!” 
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A MESSAGE TO AMERICAN 


INDUSTRY*ONE OF A SERIES 


PROSPERITY IN THE USA: 
How Wealthy Are We? 


Again, how prosperous are the people of the 
United States? 

This is the third of a series of messages de- 
voted to this crucially important and much- 
debated question. The first two messages dealt 
with what has been happening to our national 
income, both in terms of its growth and how 
it is divided among individuals. 

This third message deals with what has been 
happening to the resources — factories, farms, 
mines, and equipment of all kinds—out of 
which income is created. It deals with what 
economists call our wealth. 


It is possible for a nation to enjoy apparent 
prosperity for a time by rapidly exhausting its 
resources. But to sustain prosperity over the 
long pull a nation must see that its wealth is 
not dissipated. Hence what is happening to our 
wealth now is a harbinger of what is going to 
happen to our prosperity later on. 


How Wealth is Measured 


It is often asserted that the most vital ele- 
ment in a nation’s wealth is its people. There 
is a lot in this idea. For example, the full value 
of a country’s hospital and surgical equipment 
depends on its physicians and their skill in 
handling the equipment. 

However, no one has ever devised a satis- 
factory way to put a value on human beings. 


So people are omitted from calculations of 
national wealth. So, too, is military equipment. 
It is regarded as basically destructive and 
hence not a real addition to wealth. Otherwise, 
the wealth of a nation is calculated in terms of 
the dollar value of its physical resources. 


The following chart shows the wealth of 
the U.S.A. at various intervals during the 
past 50 years. For the period through 1948 the 
figures come from a pioneering study by Ray- 
mond Goldsmith of the National Bureau of 
Economic Research, which is widely regarded 
as the foremost organization in its field. The 
figures since 1948 are estimated. To remove 
the effect of price changes, all of the wealth 
figures are calculated in 1929 prices. 
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From this chart one fact stands out clearly. 
It is that since 1929 our national wealth has 
not been increasing as steadily as it did during 











earlier periods. Indeed, in 1946 our total na- 
tional wealth was actually less than it was in 
1929. Only in the last six years have we been 
able to make any consistent additions. 


Even these gains are less impressive when 
the growth in our population is taken into ac- 
count, as illustrated by the following chart. 
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This chart makes it clear that when the 
nation’s wealth is divided by the population, 
we are slightly worse off per person today 
than we were in 1929. This is the case in spite 
of the large additions to our national wealth 
since 1946. 


Depression and war are the two principal 
reasons we have made no progress in increas- 
ing our wealth per person since the 1920s. The 
depression brought mass unemployment and 
greatly reduced production which ruled out 
any increase in wealth. During World War II 
and again during the post-Korean mobilization 
program, U.S. production has reached new 
peaks. But a considerable portion of this rec- 
ord breaking output has been in the form of 
military equipment, which is not included in 
an accounting of national wealth. Consequent- 
ly, we have been unable to regain the level of 
wealth per person which we had in 1929. 


A Brake of Prosperity 


What does this failure to raise our wealth 
per person mean? It means that we have fewer 


resources with which to create income for each 
individual. It means that we have made no 
progress in the crucial task of assuring future 
increases in prosperity. 


As the second editorial in this series demon- 
strated, we have gone so far in equalizing in- 
dividual incomes that “the possibilities of in- 
creasing the income of the rest of the people 
by ‘soaking the rich’ have largely disap- 
peared.” From now on the only promising way 
to increase our individual incomes is to in- 
crease our national earning power. 


During the past four years it has taken 
about $3.60 of national wealth to yield $1 of 
income after taxes. This is a low figure for 
the wealth needed. Prior to World War II 
there were long periods when it took at least 
$5 of national wealth to produce $1 of national 
income. The experts in this field are by no 
means certain that it will not again take $5 
rather than $3.60 of wealth to increase income 
by $1. 


But let us assume that $3.60 of wealth will 
suffice to provide $1 of income in the years 
ahead. If by 1960—seven years from now — 
the income of the average American is to be 
increased from about $1490, where it stands 
at present, to $2000, we must add $310 billion 
to the national wealth. This is nearly three 
times as much as we have added to our wealth 
since the end of World War II, seven years ago. 


Because we have made large additions to 
our productive equipment in recent years, 
fears are frequently expressed that we shall 
soon be plagued by an excess of such equip- 
ment. But the facts about our national wealth 
do not support this conclusion. They indicate 
that we still have ahead of us a tremendous 
job of increasing our resources if the Ameri- 
can standard of living is again to resume the 
steady climb which was interrupted by de- 
pression and war. 


McGraw-Hill Publishing Company, Inc. 








This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 








Want to get rid of red tape? 
Cet on the BRAND Wagow | Buy leading BRANDS of 


industrial supplies from your trusted INDUSTRIAL DISTRIBUTOR. 
It’s simple! No need to shop around. Just “Mass Purchase” routine 
supplies automatically, a// on one order, from your INDUSTRIAL DIS- 
TRIBUTOR. You cut red tape and get good service and unsurpassed 
dollar value. 

The leading BRAND in industrial brushes since 1892 is OSBORN. 
Specify OSBORN maintenance, power and paint brushes and order 
them along with other industrial supplies . . . all on one order. Saves 
time! Saves money! The Osborn Manufacturing Company, Dept. R-2, 5401 
Hamilton Avenue, Cleveland 14, Ohio. 


Osho Brushof) 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


BUILT FOR INDUSTRY. You can buy 
OSBORN brushes with confidence be- 
cause their workmanship and materials 
are backed by 60 years of OSBORN 
service to Industry. Here, the OSBORN 
Master* Sweep Floor Brush gets the job 
done fast. 


FOR ALL YOUR NEEDS. There's an 
OSBORN brush for every industrial 
brushing need and your INDUSTRIAL 
DISTRIBUTOR ... as handy as your 
phone... is ready to serve you promptly. 
Call him for paint brushes, maintenance 
brushes, power brushes. 


es * sat 


4|, 
’ 

> BELTING REQUISITIONS -¢ | WMCHASe 
*/ 


WAINTENANCE BRUSH REQUISITIONS yo vous 
- « 


“= WmOUS | RIAL 
—_ > , DISTRIBUTOR | 
> TOOL REQUISITIONS -*, 
4 ) 4 i? 
h| un | 
¢ \ )% 
FITTING & VALVE REQUISITIONS [ 


EASY TO BUY. You can make one order 
cover OSBORN Brushes and other lead- 
ing-brand industrial supplies when you 
buy from your INDUSTRIAL DIS. 
TRIBUTOR. This automatic procedure 
streamlines your purchasing, cuts red 
tape and gives you nationally accepted, 


known-quality brands. 
* Trademark. 








U.S. TOTALS November 1952 November 1952 Ist 11 Mos. 1952 
Compared with Compared with Compared with 


October 1952 November 1951 Ist 11 Mos. 1951 
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Supply Sales Trend 


Final Figures For November 1952 
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No. 502R 
“PIPE MASTER® 


How can YOU use power threading to YOUR best advantage? Your 
Oster Distributor has the answer. 


He has the answer because he offers you a wider selection of pipe 
threading machines and optional equipment in the OSTER line than 


ther line. No. 422 
any other line POWER VISE STAND 


Doesn't it make sense that the wider the selection the closer you can 
come to getting the right machine for YOUR needs at the right price 
to fit YOUR budget? 


Take Oster “Portables” for example. Oster offers you not one... not 
two... but FIVE 2” machines and a variety of optional equipment for 
selection. Four of these Oster “Portables” are illustrated. The fifth is the 
No. 582R “Tom Thumb” equipped with revolving die-head. 


How can you miss with a choice like this? All the facts about Oster 
“Portables” are available in three bulletins pictured in miniature below. 
Write for your copies NOW. 


No. 582 
“TOM THUMB” 


THE OSTER MFG. CO., 2041 East 61st Street, Cleveland 3, Ohio, U.S.A. 


OK, Oster. Send me the bulletins | have checked below. 
[] No, 422 Oster Power Vise Stand. 
[] No. 502 & No. 502R Oster “Pipe Master”. 
[-] No. 582 & 582R “Tom Thumb”. 


My Name 4 





Company vi 





Address 
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SALES TRENDS (Cont'd.) 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


AST SOUTH CENTRAL 
Alabama 

Kentucky 

Mississippi 


I ennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 

W voming 


PACIFIC 
California 
Oregon 
Washington 


November 1952 
Compared with 
October 1952 





November 1952 
Compared with 
November 1951 














-10% 


-2 A% 


- 4% 


+ C% 


-15% 





- 











Ist 11 Mos, 1952 
Compared with 
Ist 11 Mos. 1951 


NO 
CHANGE 


- 8% 


+ 2% 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 
SALES TOOL FOR US" 


—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 

furnished in quantity to distributors on a cooperative basis, has 

made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 

Steam Traps and Strainers a popular and profitable line with 


*]. E. Madsen so many industrial distributors. 


Vice President of Broad magazine advertising, intensive direct mail, dealer displays, 
Madsen & Howell, Inc ; aa 
P trade show exhibits, modern packaging, local advertising and 
erth Amboy, N. J ; 
exceptional repeat business are other reasons why more than 850,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write .. . 


YARNALL-WARING COMPANY e« 11] Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49100) 

©> Change 
Nov. Oct. Nov. From 

NAME OF PRODUCT CLASS 52 52 5 Year Ago 
Abrasive Products 117.1 117.1 119.8 2.2 
Cutting Tools 118.3 119.0 123.7 4.3 
Fans and Blowers 136.7 136.7 141.8 3.5 
Fasteners 141.8 141.7 139.1 +-1.9 
Incandescent Lamps 117.9 117.9 117.9 0 
Industrial Rubber Products 125.9 128.4 135.9 ten 
Lubricants 97. 98.5 102.4 4.7 
Materials Handling Equipment 27. 127.0 127.1 0.1 


Mechanics Hand Tools 


(files, saw blades) 126.9 124.8 +1.7 
Metalworking Accessories 121.3 113.9 +6.5 
Motors , 117.0 116.9 +O.1 
Paint 110.5 110.6 109.4 + 1.0 
Portable Power Tools 113.3 113.3 113.7 
Power Transmission Equipment 124.5 124.4 125.9 
Precision Measuring Tools 116.4 117.6 117.6 
Pumps and Compressors 123.2 123.2 123.3 


Steel Products 
(pipe, bars, nails, ete.) 130.6 130.7 124.9 


Valves and Fittings 122.7 122.7 120.8 


Welding Machines 
(equipment, rods) 120.1 119.9 119.0 


Total Index 122.9 123.0 123.4 


purce Rureau of Labor Statistics and Industrial Distribution 
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STANDOUT SALESMAN 
ON ANY SHELF! 


National offers you the most complete line of 
fasteners... all packaged in bright, red and 
black cartons that resist soiling, provide 
quick and easy identification. 

This quality packaging reflects the quality 
of the fasteners inside the carton, too. For 
over 60 years, National has maintained a rep- 
utation for the best in headed and threaded 
fasteners. This is your assurance that the 
National fasteners you sell will always be 
uniform in performance and in quality. 

Combine National quality with National 
packaging to build customer good will— 
sell the complete National line. Write us 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


for more information. 





PRODUCTS SS yy 
FASTENERS VA HODELL CHAINS CHESTER HOISTS 
Ip 
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The Outlook For Business 





SPURT OVER 


COMPARISON 


LESS SAVING? 


UNION WAGES 


A notable increase in national income, and sales of manufacturers, wholesalers and 
retailers took place in the past three months, Distributors felt encouraged by this, A high 
level of sales can be expected in the first half of 1953. However, distributors should not be 
too over optimistic, Income and sales aren't likely to keep rising as fast as they have been. 
The spurt is about over, 


National income hit a new high this winter after showing little improvement for about 
a year. From the middle of 1951, when income averaged about $280 billion, to the third 
quarter of 1952 little growth had been recorded, During the last quarter of 1952, however, 
income gains were quite remarkable. 


The big push behind rising incomes has been the pickup in industrial output leveled 
off because it was difficult to schedule output of defense, capital goods, and consumer goods, 
A smooth flow of goods developed after materials and production schedules were worked 
out, Factory output is pushing ahead even fasterthan retail sales and wholesale trade. Here 
is a comparison of recent gains in factory output, wholesale trade, and retail sales: 


Percent Increase from 4th quarter 1951 to 4th quarter 1952 
Factory output Wholesale trade Retail trade 
Total + 7% + 4% + 6% 
Durables + 9% + 4% + 8% 


Nondurables + 5% + 4% + 4% 


Output of durable goods is running way ahead of wholesalers’ sales of durable goods 
and only slightly ahead of retail sales. In the case of nondurables, the production rates 
and the sales rates are not too different, On the average, however, the wholesaler is running 
quite a bit behind. These rates of output cannot continue for a very long period of time 
without some inventory pile-up at the wholesale level, unless consumers go on another 
buying spree, But another buying splurge seems unlikely. Neither government spending 
nor business investment are increasing enough in the next few months to bolster income, 
In fact, both are soon going to level out. This leaves only three possible ways consumers 
could increase their buying: by saving less, by borrowing more or through greater output 


per man hour, 


Less consumer saving in 1953 is a possibility, Savings were unusually high in 1953, 
about $3 billion more than the previous year, The rate of saving as a percent of income 
was also higher than the long-term normal, This rate may be cut in 1953 in favor of 
more buying, New models at cheaper prices might whet the appetite of the consuming 
public. 


Some families may increase their spending by saving less but, by and large, they 
will rely more heavily on credit, Consumers will continue to borrow more in 1953 but 
at a much lower rate than 1952. Installment credit rose more than $2 billion last year. 
This is a record increase in consumer credit.Consumer income also soared upward, It looks 
like consumers were anticipating increased income by borrowing against it. 


A very large number of union contracts come up for wage negotiation this spring 
so there is some likelihood that wages may go up. However, we have full employment, 
and working hours have risen from 40 hours a week last summer to 41 hours, So there 
is not much slack to be taken up. 


An increase in the output per manhour of work can raise sales slowly in two. ways. 
It can help reduce prices of commodities. And, secondly, it can help give workers an in- 
crease in purchasing power. In the long run, this increase in output per manhour is the real 
source of all our economic growth, But,in any one year, the growth is fairly slow--amount- 
ing to an average increase of about 2% to 3%. 
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CAPITOL FITTINGS © 


for trouble-free high 


pressure installations 
SHIPPED FROM STOCK 


SOCKET WELD 
COUPLINGS and CAPS 


2000# for Schedule 40 pipe, 3000# 
for Schedule 80 pipe. Sizes %” to 4” 
Carefully machined from solid bar steel 


for easy welding. 





FORGED STEEL 
ge SOLID PLUG 


Sizes 1” to 2” inclusive in stock. Dry 
seal thread for added protection in high 
pressure installations. 


Also Hex Bushings for 
High Pressure Service 


Sizes Ve" x Ve” to 2” x 1%". Small 
X Pi sizes machined from solid bar, 1Y%4" x 
al 1” to 2” x 1%" all forged steel. 
Taper tapped. Cartoned for compiete 

product protection, 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


i teninaieeiataenetianet 


R-P & C 





ACCO 


products 


























VALVES 





YOU CAN INCREASE 


YOUR VALVE SALES by Distributing 





® The R-PaC line includes bronze, iron, cast 
steel, forged steel, and bar stock valves. There 
are gate, globe, angle, and check valves; with 
screwed, flanged, and solder ends; plus auto- 
matic stops and checks, Lubrotites, pressure 
sealed, welded end valves; in a wide range of 
sizes and pressures. We offer you a more com- 
plete line. When you stock and sell R-PaC 
Valves you can supply ALL your customers’ 
valve needs from one well known, readily 
accepted line—R-P&C. 


Sales Engineering 

Our sales engineers are available for con- 
sultation and periodically co-operate with 
you. They are competent to work with and 
train distributor salesmen to develop more 
valve business. 


Unit Packaging 

It’s easy to stock and ship popular R-PaC 
Valves. Unit packaging keeps stocks neat 
and saves handling time. 


Advertising 


R-PaC Valves are backed by a big adver- 
tising campaign in popular trade journals. 
This keeps your customers and prospects well 
acquainted with the R-PaC name. They know 
the proud reputation for satisfactory service 
enjoyed by R-PaC Valves. 


AMERICAN CHAIN & CABLE APs 





the COMPLETE R-PEC Valve Line 


Sales Promotion 
Thousands of R-PaC Valve catalogs are 
distributed. Special literature on separate 
types of valves is available. Four times a 
year the R-PaC ‘‘Triangle’’ goes to your 
customers. It shows how R-PaC Valves are 
used by widely different industries for reli- 
able flow control. Frequent special letters 
and ad reprints mailed out keep the R-PaC 
name before people interested in valves. 
Then there are special brochures such as 
“‘How to Know Valves,’’ ‘‘How to Select 
Valves,’ ‘‘ How to Protect Valves,’’ etc. These 
pieces all help you sell more R-PaC Valves. 


AND—they’re PROFITABLE 


@e DISTRIBUTORS FROM COAST TO COAST 
CAN TELL YOU THAT R-PaC VALVES ARE 
PROFITABLE TO HANDLE. WHY? SIMPLY 
BECAUSE—1) YOU CAN GET ALL THE 
VALVES YOU NEED FROM ONE RELIABLE 
SOURCE, R-PaC; 2) YOU GET SALES ENGI. 
NEERING HELP; 3) YOU GET UNIT PACK- 
AGING; 4) YOU GET THE BIGGEST ADVER- 
TISING AND PROMOTION PROGRAM; and, 
5) IT’S ALL BACKED UP BY A WELL ESTAB.- 
LISHED, WELL RESPECTED PARENT OR.- 
GANIZATION—AMERICAN CHAIN & CABLE. 


e Don’t delay any longer getting the in- 
creased volume that will come when you 
offer the complete R-PaC Valve line to your 
trade. Write today to our Reading, Pa., of- 
fice for details. 


Bridgeport 2, Atlanta, Baltimore, Boston, Chicegeo, 
Executive Office: Connsciient + tiigiamel- l(t mel ii. tte Denver, Detrelt, Houston, New York, 


Philedelphia, Pittsburgh, Sen Francisco. 
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Stauble Elected President of Holo-Krome 


Wilbur C. Stauble 

clected 
executive officer 
x rw ( orp it 
board ot di 


Wilbur ( Staubl Wis 
president and chict 
of the Holo-Krom 
i recent meeting of the 
rectors 

Mr. Staubl vas also clected a di 
rector and a member of the executive 
committee of Veeder-Root, Inc 
caused by the 
S. Senator-clect 


| he SC 


wer resigna 


William 


Vacanicn 
tions of | 
\. Purtell 
At the meeting of the directors of 
Veeder-Root, In ind its subsidiary, 
the Hlolo-Krome Screw ( orp., 
unanimously adopted ex 


resolu 


fons were 


pressing appreciation for the outstand 


ing contribution Mr. Purtell has made 
to the success of both organizations 
Ihe board extended their best wishes 


to Mr. Purtell for a 


Hicce ssful career, 


Richard A. Modig 
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is the U. S. Senator from Connecti 
cut 

Mr. Stauble, a native of New 
Haven, together with Mr. Purtell and 
others, founded the Holo-Krome 
Screw Corp. in 1929. Since then he 
has been active in its management as 
well as a member of its board. In 
1942, Mr. Stauble was clected execu- 
tive vice president of Holo-Krome. 


Named Sales Manager 


Richard A. Modig, former New 
kngland representative of Holo 
Krome, is the new general sales man 
agel 

\ graduate of the Pratt Institute, 
Mir. Modig completed a factory train 
ing course after joming the company 
Ile became New England representa 
tive in 1935 

He is a member of the American So 
cicty of ‘Tool Engineers and the 
Yankee Hardwaremen 

Mr. Modig’s headquarters will be in 
Ilartford 


J. Cc. Kuhn 


Kuhn Named Head 
Of Atkins Sales 
J. Jack) Kuhn been ap 


pointed vice president sales, of the 
Atkins Saw Division of Borg-Warner 
Corp., according to an announcement 
by Stanley ]. Roush, divisional presi 
dent 

Mr. Kuhn was formerly vice presi 
dent and director of sales of Morse 
I'wist Drill & Machine Co 


has 
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MANUFACTURER 








Arthur V. Graseck 


Graseck Elected President 
of W. S. Wilson Corp. 


Arthur V. Graseck has been clect 
president of W. S. Wilson Corp. o! 
New York City 

Hugh H. Hirshon who, during the 
35 vears of Wilson’s history, ha: 
served as chairman of the board and 
president, has relinquished his duties 
and title as president of the corpora 
tion and is retaining only the title and 
duties of chairman of the board. ‘To 
assure perpetuation of the 
after his retirement—which 
compulsory within four years under 
the pension plan in effect Mi 
Hirshon has evolved a trust plan that 
will accomplish this purpose 

Mr. Graseck, one of the original 
group who founded W. S. Wilson 
has functioned as secretary and treas 
urer. He will retain his position as 
treasurer, but has relinquished the 
secretaryship. 

Lester FE. Caler has 
secretary. 

Five other members of the organi 
zation, who have all been with the 
company a minimum of fifteen years, 
will function as vice presidents. They 
will be active in sales, and members 
of the board. These five members are 
Edmund FE. Hendes, John P. Mulli 
gan, Frank L. Parker, John G. Stromp, 
and John L. Sturges 

Originally located at Chambers St 
the company now owns two seven 
story buildings; executive and sal 
offices are located at 11 So. William 
St. while the warchouse is at 10-14 
Grand St 


busin« 
will b« 


been elected 





Standard Tool Entertains 200 At Opening of Dallas Branch 


A new branch located at 1621 
Dragon St., Dallas, Texas was ofh 
cially opened by Standard Tool Co. of 
Cleveland, Ohio. 

Approximately 200 representatives, 
consumer accounts, and authorized 
distributors were entertained at th 
new building. Among those attending 
the buffet luncheon and open hous« 
inspection were E. C. Herritage, Peer 
less Supply Co., Longview, ‘Texas; 
P. I. Lees, president, Standard ‘Tool 
Co.; G. D. Trice, Cleco Div., Recd 
Roller Bit Co., Fort Worth, ‘Texas; 
George A. Frazier, Consolidated Vul 
tee Aircraft Corp., Fort Worth, ‘Texas; 
Elton Hoyt, III, vice president, Stand 
ird ‘Tool Co.; Hon. J. B. Adoue, Jr., 
Mavor of Dallas; and P. 'T. Rackliffe Some of the guests and hosts at the open house inspection of Standard ‘Tool Co.'s 
Standard ‘Tool Co new Dallas Branch are shown above 


the new building, which contains . . “5.5% 
5.000 sq. ft. of air conditioned ofice (M@ustrial Bearings, Inc., Opens New Building 
ind warchouse space, will service all 
of ‘Texas, Oklahoma, Louisiana, New 
Mexico, Arkansas, and a part of Kan- 


U.S. Steel Division 
Has New President 


Irvin L. Clymer, former president 
of Michigan Limestone Division of 
United States Steel Co. and one time 
conveyor belt engineer, has retired. 
Hugh Sutherland Lewis, former execu 
tive vice president of Michigan Lime 
tone, now heads the division. 
Mr. Clymer joined Robins Convey 
ing Belt Co. in 1912. He later served 
as draftsman and engineer installing 
conveying equipment for coal, ore and [his new building of Industrial Bearings, Inc., in New Orleans, La. features fun 
bulk materials. He joined Michigan tional design, air-conditioning, special arrangements of stock, and provides parking 
Limestone in 1926. Mr. Lewis has pace for a dozen cars. ‘The 13-year old company held open house at the new 
ilso been with the division since 1926 building which is set on property 57 ft. by 120 ft 


J. E. Haseltine & Co. Holds Training Session = Atlanta Distributor 


Names New President 


American Machinery Supply Co 
Atlanta, Ga., has elected William A 
Brooks as president to succeed Price 
Williams, who has resigned 

Mr. Brooks is the son of the lat 
Charles W. Brooks, founder with J. | 
\lmons, of the Georgia supply firm 

George M. Roberts is the new vic« 
president and general manager. Don 
C. Davis has been re-elected secretary 

\ Georgia Tech graduate in me 
chanical engineering, Mr. Brooks 
joined the company in March, 1950 
He was previously with Westinghouse 
Electric Corp. first in the Pittsburgh 
and later the Atlanta office 

Mr. Roberts has been with Ameri 


Sales staff of Portland, Ore., distributor hears product talk by Bennett Bloomfield, 


of Boston Gear Works, (rear standing). Henry Emstrom, sales manager of J. E 
& Co., shares the rostrum at the right rear can Machinery Supply 15 years 


Haseltine & 
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Frank Tracy, Inc., New York Distributor, Runs 8-Day Power Show 


Commemorating ther 5U years in 
business, Frank ‘Tracy, Inc., New York, 
held a Power Show which included 
product exhibits from 31 manufactur 
cI It is a Teal Company project il] 
emplo mtributed by painting, 
decorating, and carpentering during 
evenings and weekend A total of 
21,000 tickets was sent to 7,500 com 
panics on their mailing list. ‘The show 
ran four days a week for two wecks 
our months in the planning stage, 
the ‘Tracy Power Show was timed to 
comceide with the Power & Mechani 
cal Exposition held at Grand Central 
Palace during the week of December 
Ist 
I'racy employees pitched in nights 
ind weekends to clear out the en Tracy's “Stecl Rail” refreshment bar Visitor William Herman, Brooklyn Bu- 
tire fifth floor of their building was manned by smiling employees Rose- reau of Sewers, smiles at camera while 
One of the popular features was a re marie Bergna, Gus Heller, and Alice Al Shaw, Frank Tracy, salesman, studies 
freshment bar called ‘Tracy's Steel Smith. Rosemarie Bergna was also re- exhibit literature to answer Mr. Her- 
Rail sponsible for drapes and decorating. man’s needs. 


Mr. Stuhrmann surveys part of the exhibit which took entire 
Sth floor of their building. Most of the show may be 
maintained as a permanent exhibit. 


I'racy executives, Alfred H. Polick, treasurer; John H. Knud- 
sen, president; and Herbert F. Stuhrmann, v. p and gen 
eral mgr.; stand at entrance to power show. 


AROWNENG 


hy ( DANY RATE 
ieee en wa 


4 
- 
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Frank Jones, sales manager of Browning Mfg., points out 
features of new sprocket bushing to Herman Kessler, Elec- 
tric Equipment Co., Bridgeport, Conn. 


Keystone Lubricating men, S. E. Carman and Robert Bendt- 
zen, explain products displayed in their booth to visitor, 
F. C. Witt, Bludsworth Marine. 
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J. H. Williams & Co., Buffalo Firm, Presents 25-Year Plaque 


A program of presenting plaquc 
to distributing firms who have han 
dled the J. H. Williams & Co., line 
for 25 or more years was launched 
last month when Jack Perkins, sales 
manager, presented the first wg to 
Beals, McCarthy & Rogers, Inc., Buf 
falo. ‘The plaque was accepted by 
J. rederick Rogers, president. 

In making the presentation, Mr 
Perkins pointed out that a thorough 
check of records showed that 317 in 
dustrial distributors have been han 
dling the Williams line for more than 
25 years. Beals, McCarthy & Rogers, 
he said, “is not only one of our largest 
distributors, volume wise, but one of 
our oldest accounts, going way beyond 
the 25-year period, 

In recognition of more than 25 years business association, Jack Perkins, sales man We believe that the large number 
; ad of top ranking distributors on out 

ager of J. H. Williams & Co., presents a plaque to J. Frederick Rogers, president 

of Beals, McCarthy & Rogers, In Buffalo distributor. Looking on are R. D honor roll clearly indicates that a good 

MacDonald, Williams representative in Buffalo; Paul W. Evans, secretary of the 

distributing firm; Jack Malugen, assistant to the president of J. H. Williams, and is the only way industrial supplies can 

Eugene F. McCarthy, vice president of Beals, McCarthy & Rogers be handled efhiciently in our coun 

try’s great economy.” 
Other distributors in the Buffalo 
. area who received plaques included 
Great Lakes Supply Observes 60th Anniversary Empire Industrial Supply Corp.; Root, 
Neal Co.; Weed & Co.; H. D. ‘Taylor 
Co.; Ward Brothers Mill Supply Co.; 
KIderfield-Hartshorne Hardware Co., 
and Cramer Hardware Co. 


distributor policy properly adhered to, 


Great Lakes Supply Corp., Chi 
cago, is celebrating its 60th Anni 
versary this year 

I'he firm had its beginning in 1893, 
about the time of the first World's 

3 Fair. Known as South Chicago Ship 
mee aiagi — Chandelery, it was founded by Capt 
“The largest house in Chicago,” is the description given Great Lakes Supply Corp., Jas. A. Channon. ‘There were ten 
Chicago, by its members. ‘The company has 125 employees, maintains a fleet of peopl on the payroll, and ships sup 
eight trucks plies were the chief items handled 

In 1896 Capt. Channon’s son, the 
late Carl A. Channon, joined his 
father and expanded the business to 
include industrial supplies and con 
tractor's equipment 

The firm, which has its head 
quarters at 1076 W. 50th St., still 
maintains a house at its founding ad 
dress in South Chicago 

W. G. Ritzenthaler is president 
L.. R. Niep, vice president and secre 
tary; J. lk. Kelly, treasurer, and M,C 
O’Brien, assistant treasurer 


Name Texas Representative 
Macwhyte Co., Kenosha, Wis.. ha 
appointed Thomas FE. Burns as direct 


PRESIDENT of the 60-vear-old house ANOTHER OFFICER with 36 years factory representative with headquar 
is W. G. Ritzenthaler, who joined Car] of service is L. R. Niep, who is vice ters in Houston, Texa His territory 
A. Channon in 19] president and secretary of Great Lakes will also include part of Louisiana 
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Hosts of Hansen & Yorke Co., N. Y. distributor, line up Around the round table are Arthur Yorke, host (right) and 
to greet their suppliers at annual party held at Downtown four manufacturers’ representatives; M. L. Langel, Osborn 
4 From left to right: Doug Yorke, Bill Edwards, Ken Mifg.; C. D. Merritt, Reed Mfg.; W. G. Knowles, Eaton 
Yorke, Al Redlich, Arthur Yorke, and Jack Hansen Mifg.; H. J. McCarthy, Russell, Burdsall & Ward. 


Smiling faces belong to Bob Richards, J. H. Williams; R. Tabor, John Briggs, and L. B. Miller, Brown & Sharpe 
Bob Smith, Simmonds Saw & Steel; Kirk Hobart, Allen Mfg., are welcomed by host, Jack Hansen. Approximately 
Mifg.; and Al Avzzara, host 125 attended the party. 


Link-Belt Co. Opens 17th Manufacuring Plant at Colmar, Pa. 


Link-Belt Company’s new plant at 
Colmar, Pa. is 880 ft. long, 300 ft 
wide, and built on a 43-acre tract 
which provides ample space at the 
rear for expansion to double the pres- 
ent plant capacity 

Ihe simple, functional entrance 
makes use of stone, aluminum, and 
buff face brick. ‘The plant’s engi- 
necring staff occupies the second floor 
of the 240 ft. by 100 ft. office build- 
ing, while administration sales, and 
general offices are located on the first 
floor. 

The opening of the Colmar plant 
brings Link-Belt Company’s _ total 
number of manufacturing plants to 


Functional design is apparent in entrance to Link Belt’s new Colmar plant 17 
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wer 


e are JUSt two of the big pas” 
rom the new Yale Hoist Book 


NEW hoist business for you! 


Your prospects and customers are being told about the 
new YALE Horst Boox in their own trade magazines. 
Yes, they're being told how valuable this book will be 


to them if they employ hoisting equipment in any phase 


of their business... whether for just an occasional job o1 
as a major part of their operation 

Highly informative...more than just a catalogue of 
the industry-leading YALE line of Hand and Electric 
Hoists, this book is an expertly designed tool. It is 
thoroughly illustrated and scientific ally planned to help 
every user select just the right YaLe Hoist for his needs 

This book will be helpful to you, too: Use it as a sales 


aid for every member of your staff...a hard-sellirig tool 
that works full time for you in your customers’ and 
prospects’ offices and plants. See your YALE representa- 
tive today...ask him about your copies of the new YALE 
iloist Book, 


YALE 


MATERIALS HANDLING EQUIPMENT 


"Registered Trade Mark 


Gas, Electric, Diesel Industrial Trucks © Worksavers © Hand Trucks @ Hand and Electric Hoists © Pul-Lift 
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IDEAS: 


How vou can... 


... have a committee study ideas for better service 


ITCHOUSE manage! ind Ired Thorp > 
MmanAgCI 
Op itions of this | xp citings mniniutt on 
formal and searching basi carching” in that the p 
irv objective is to find better wavs to do thing Wit 
the major departments represented, the committee fun 
tions as a sort of clearing house for ideas. ‘Vhese idea 
ontinually being sought from every member of th 
\Nloorce-Handley organization. Every one has a welcon 
pportunity to present to the committee, o1 
nembers, suggestions on how a job can be imp 
nade more cffective as well as efficient 
lhe committee works closely with the railroads, th 
tor carriers and Post Office officials on methods and 
cedures to effect fast shipments and to imsure that 
naterials and supplies are received by the customer in 
wd condition. ‘This information is then developed int 
ormal procedure and routine for the shipping and 
ing departments. It has helped a great deal 
Such close contact has also been beneficial to trafh 
managers, not only of customers but also of manufact 
vho supply Moore-Handle 
Ihe committee takes the view th more flextb] 
1c procedure, the easier it is fitted to special situation 
nd handling of supplies. Procedures are formulated 
that thev can be ipplied with the greatest cffectiven 
Views of the sales organization are given careful con 
! 


ical proces ( | thre deration and thev have been verv valuabl This mak 
rrnittes 0 \I I 


tor closer relationship with customers 
ham, Ala When an idea is presented the committee gives it 
ommmittee is appointed b , thorough investigation and study and determines it 
ilue and how it can be coordinated with cach affect 
peration. If it is accepted, a report is made to Mi 
; ench for final consideration and decision 
>}. R. Nesbitt, general sales mana Work of the committee has been valuable in dev 
k Y. Anderson, sa ran ng new procedures and making possible closer coop 
nd order d cnt: A. NEB tion and coordination among all department 


It 1 port to hun suger 
nal provid for better 


munittee 3 COMPOser 


.. effectively solve the small-order problem 


thy 
than that 
lo ke 1 hardship 


kept on all custom 
treated 


1) 
mati 
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Customer Reports. 


Fewer Rejects and Better Bushings 


ith Asareon 773 Bearing Bronze! 


A, automobile manufacturer virtually 
iminated bushing reyects by using 


Asarcon 773 Continuous-Cast Bronze 


instead of foundry castings. The Asarcon bronze 


supplied by Meier 


Detroit 


Brass & opper Company, 


(distributor). is. according to the user 
more uniform than the sand-cast produ: Ht is also 
“available in lengths of 105. with other d 


HNenstons 


held to extremely close tolerances.” 


There is less waste because there is none of the short-end 
stock. The 


scrap associated with standard 13 


bronze is cut 
only in the length needed. Better bushings result because 
Continuous-Cast Bronze is entirely free from porosity 
hard 


ind soft spots, dirt. dross or imperfections of any kind 


Machining is easy: cutting tools are less subject to wear 
\sarcon 773 (SAI 


, 6600) bearing bronze is stockes 


in 105” lengths by distributers all over the country 


This warehouse stock will be cut Jon 


suit you. There ar 


or short lo 
e 216 sizes. tubular or solid 


round, in diameters from 'so" to 5”. 


American Smelting and Refining Company 
Perth Amboy Plant 


? 


. Barber, New Jerseys 


West Coast Sales Age 
KINGWELL BROS. LTD., 457 Minna Street Fr ( 


American Smelting and Refining C Company ' 


OFFICES: Perth Amboy Plant, 


Barber, New Jersey 
Whiting, indiana 


(ut 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 














Grinding Machines 


New Design 
Added Flexibility 


New Universal Grinding Machin 
Nos. 1, 2, 3 and 4 have been an 
nounced by the manufacturer 

According to the manufactures 
vithout omitting a single feature of 
the flexibility of the old design ma 
hin increased flexibility has been 
idded in conformity with today’s re 
quircment 

Brown €* Sharpe Mtg. Co., Provi 
lence, R. I 


Steam Hose 


Flexible, 
Kinkproof 


\ new type teu hose, combin 
ing wire braided and glass cord con 
truction, has been de loped 


Designated lronside Steam 











Ilose, it is said to have been designed 
for the fim hing work found in steel 
mills, refineries, gla factor foun 
dries and for all types of steam clean 
ing. It is claimed that this hose fea 
tures double strength construction 
its inner braids of wire give it high 
burst resistance, and the glass cord 
outer braid — provide additional 
trength, as well as a higher degree of 
insulation. Both the tube and cover 
are constructed of heavy gauge Ebon 
ite heat resistant compound 

This new steam hose is said to b 
flexible and kinkproof, and designed 
for working pressure up to 200 Tbs 
Sizes range from 4-in. to 14-in. inner 
diameter 

Quaker Rubber Corp., Div. Il. K 
Porter Co., Inc., Philad Iphia Pa 


wey timbers, transits merete, fluc 


iners and other tough material 


tilable in the Maxaw SOO. It 1 


juipped vith a telcscoping ifet 


| that roll m ball bearings i 


lard 
] + 
Le. nap-Dack a ! 


( ummin Chicago (¢ orp., h ") 
Il! 
































Saw 


Weighs 14 Ibs. 
With 8'4-in. Blade 


Phe maker has recently applied the 
construction feature designated a 
magic pivot on ther Maxaw S00 saw 
with an Sj-in. blade, and claim that 
the depth of cut at 45 deg. is 24-in., 
giving plenty of “blade to spare” on 
il cuts in 2an. dimension rough o1 
oversize lumber 

Another feature claimed by the 
manufacturer is the chmuination§ of 
waste weight; the Maxaw 800 weighs 
1+ Ibs. Magic pivot, according to the 
manufacturer, is an engineering prin 
ciple which places the pivot point ot 
the saw blade closer to the saw shaft 
giving deeper cutting capacity at 45 
deg 

It is also claimed that extra cushion 
of power for cutting through wet, 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 


Sewage Pumps 


New Line 
Vertical Design 


] 
\ new LITA i crtical CWA 


UIs has been imtroduced by the 


nanufacturer. The new line i 
have fluid ends in 2-in., 3-in 
i izes designed to handl hid 
l 2-in. and 3-in. in diameter, and 
ipacities range from 50 to L000 gal 
lons per minute against heads up t 
OU feet 

Units can be furnished with ele 
tric motors up to 20 hp or equipped 
for steam turbine drive. Motor mount 
ing is designed with standard NEMA 
type “C” flange or, at extra cost, an 
wlapter flange can be furnished for 
other types of motor mounting 
brackets 

Among the features claimed by the 
manutacturer, is the thrust bearing a 
sembly The coupling in the lowe: 
half of the unit fits accurately into the 
bore of a large « pacity, angular con 
tact radial and thrust ball bearing 
Ihis thrust bearing issemb!] 





att 


ST ES 


TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR 


end of the 
the adjusting nut 


mounted on the 
shaft directly 
I hie 
ind sealed dirt 

Ihe manutacturcr states the 


bearing 


pulp 
unde! 
lubricated 


"1 
ball be wing is grease 


igainst outside 


issembly is an accurately ma 


chined cast iron bearing housing wit! 
i full bearing flange between the ¢ 


umn pipe flanges. ‘The 


impeller is an 
enclosed, 2-vane, non 
justable vertically with 
mounted on the shaft 
taper, woodruff key and_ safety 
nut. Wearing rings are said to snub 
ny shock on the impeller and pro 
long life of the pump. The shaft is 
SAF. 1040 steel with precision straight 


ness, close tolerance and hard staink 


log type, ad 
shaft; it is 
with locking 


lo ~ 


sleeve through bottom guide bearing 
ind motor support shaft seal 
Ihe 


the possibility of vapors entering ball 


iSSClll 


blies shaft seal is said to reduce 


bearing coupling and motor. 


The Deming Co., Salem, Ohio 


Winch-Hoists 


New Models 
Plus Accessories 
has broadened their line 


winch-hoists to in- 
plus i set of 


hic HIAACI 
combination 
three 


SSOTICS 


clude new model 
icc? 
in 4, 
lengths 
largest to 


Thi 


These hoists are now avaiablk 
14 and 14 ton sizes. Cable 
range from 10 feet on the 


25 fect on the }? ton model 
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nanufacturer states that the advantag« 
of light weight 1s maintained with the 
heaviest hoist with 
ind hooks weighing only $3 lbs 
All hoists are said to have 
trand preformed aircraft cable, stam 
less stecl springs, oilite type bearings, 
self 
and, mud or ice, a revers 
ing arrangement, a handle which 
cnds to prevent overloading, and may 
casily 1 or removed entirely 
if desired, to prevent tampering 
Ihe accessories include a_ light 
weight Longlift, said to make ground 
operated lifts of up to 50 feet possible 
\lso, the holding sling which is said 
to permit lifts of almost any distance 
vithout staging of any kind 


Phe Lug-All Co., Wynnewood, Pa 


complete cable 


133 


n open construction which is 


Canning il 


versed 


Belt Lube 


Packaged in 
Pressure Cans 


\ I typ 


| 
becn imtroduced 


liquid belt lube ha 
Packaged im pressure 
lubricant is released in a fine 
mist by pressing the nozzle with the 
[he product is said to revital 
fabric trans 
flexibility and 


Cans the 


hnger 
rubber o1 
tore 


ize all leather 
mission belt re 
t lippage 

manufacturer recommends that 
d sparingly and frequently for 
Its. Iti 


ife to ipply, and is availabl« 


said to be convenient 


|2-ounce cans or in case 


is Ca h 


Alexander Brothers Belting Co 


Philadelphia, Pa 
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( irbide 
added to the 


carbide 


of penetrating end cutting a 
routing. Claimed to be useful in many 





Feeler Gauges 


Electro-Etched 
With Decimal Size 


manufacturer has announced 


I hic 
the addition of tec ler 
to thei 


izes Of 


gauges and sets 


line; an assortment ot 
gauge blade LU teelei 
gauge sets and a fecler gauge dispenser. 

All blades are said to be from 
Swedish stecl properly tem 
blade is clectro-etched 
and treated with 


blades 
we packaged 


tecler 


mack 
clected 
pered; each 
with its de 
rust resistant ol 
from .0OLS to .040-1n 

6 to an envelope and ar 
shin. to }2an. length 


iT also 


ial size 


1 Individual 


iwailable in 
leeler gauge wailable ima 
varicty of set containing combination 
of sizes for special use. Sets 


knurled lock nuts which allow the user 
ind 


have 


to select the required blade size 
then lock it into po ition 

\ fecler gauge dispenser contaming 
1 complete assortment of blades and 
ets has been de 
lisplay clling 


J. 11. Williams & Co., Buffalo, N. Y 


igned for counter 


End Mill 


For End Cutting 
And Routing 


\ new three fluted, center cutting 
tipped end mill has been 
maker's line of standard 
tools 

new tool i 


Thi 


aid to be « ipable 
well a 


Continued on page } 3 
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Uniform Flute Contours 


AE ULI WME Hm a) Ow - 





‘ a la 
as 





Exact Flute Spacing 
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Precision Chip Driver Contours 
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Accurate and 





Concentric 


Chamfers 











FOR ‘“‘CLOSE-LIMIT’’? HOLES— 


these carefully -manufactured Taps with 


, , } 
When you are using go-and-no-go gauges on tapped holes, z » # F 
you need these precisely-accurate BALANCED ACTION taps. 





Expect them to give you long tap life, too. 


ALWAYS AT YOUR SERVICE Ww ¥ C COMPANY 
: Rochester, Michigan, U. s. A. Distributors in principal 


Your local Industrial Supply Distributor cities, 8 hes in Yor! Doll aa. <== 
carries a complete stock of WINTER Taps. —— Ditos st National a ri ool Co 




















FOR REMOVING METALS AT LOW COST— 


these carefully-manufactured Twist Drills with 


NATIONAL CUTTING EDGES 


When your profits depend on drilling holes in a hurry— 
NATIONAL TWIST DRILLS give you the edge! 


NATIONAL TWIST DRILL AND TOOL COMPANY 
Rochester, Michigan, U. S$. A, Distributors in principal cities. 
Factory Branches: New York * Detroit + Chicago * Dallas + San Francisco. 


- * . * > * . . . + . os 


CALL YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
. .» for all your staple industrial needs, including NATIONAL 
Twist Drills, Reamers, Counterbores, Milling Cutters, End 
Mills, Hobs, and Special Tools. 








DO YOU LIKE THIS KIND OF 


pel on? 


SURE, any FLAT LEATHER BELTING. Quolity controlled from green 
hide to finished product. All standard sizes and weights 
in three famous center-stock brands 


distributor does j | Heert Ook, top quality oak-tanned leather belting 


Research®, premium quality, special tannage and curry 


” 4 
eee especially j Y Spertan®, special combination tannage — resists mois 
U4 ture and fumes 
repeat orders! 





Other brands for lighter service and special applications 


ar™ \6 

JI IK promotes repeat business 
. ++ intensively promotes it in 6 impor- 
tant ways — because we all know that 
repeat orders mean more profit for you. 


oO Top Quality — products that you can recommend and ROUND LSATNER BELTED. GEK Round Leather Bolt 

ings have great tensile strength, low stretch and uniform 

quality. Acorn”, Heiround® and Velvitan al! guoron 

tee excellent service over a long period of time. Also 
Patent Build-up ond Folded Twist. 


sell — that re-sell themselves. 


2) Comprehensive Line — the most complete selection in 


the industrial leather products field. 


Simplified Bookkeeping — one source assures easy 


ordering, shipping, billing. 


a force of sales engineers — to assist your sales force. 


Adequate Catalogs — at your customer's fingertips, Seay Ceeaeee Pomave Gree liquid belt groves 
° ative stops slipping instantly. Sold in cans and drums 

Greko® Sprazon, original belt dressing in a spray 

container, is safe, eosy ard economical for leather 

rubber, fabric flat, round and V belt drives 

G&K “One-Pound’ and Handy Bor belt dressing also 

available 


4) Selling Help — eleven sales offices with local stocks and 


the complete G&K line visually displayed and ex- 


plained. 


6) Planned Promotion — a selling and advertising pro- 


gram geared to help you sell. 


There they are! Six ways G&K is helping you to get repeat 
business and increased profits. Make Graton & Knight your 


headquarters for all industrial leather products. 


GRATON 


Gratoné& Knight Company @im 


Worcester 4, Massachusetts Estob. 1851 CEMENTS. Neptune® o waterproof cement. Royal 


Wercester® for quick drying laps and plies; not water 


World's Largest Manufacturer of Industrial Leather Products proof. G&K Pulley Cover sets quickly in covering metal 
ePrT pulleys with leather 
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On The Market Today 


Starts on page 13 














laces where the conventional carbide 
end mill cannot be used, it is specifi- 
cally designed for non-ferrous metals 
ind non-metallic materials, and is 
wailable in both straight shank and 
B. & S. taper shank in six sizes, 2-in. 
inclusive. 


to 4-1N., 


Super Tool Co., Detroit, Mich. 











Index of Manufacturers’ Products 


Grinding Machines 
Brown & Sharp Mfg. Co 


Steam Hose 
Quaker Rubber Corp., 
H. K. Porter Co., In 


Div 


Saw 
Cummins-Chicago Corp 


Sewage Pumps 
Ihe Deming Co 


W inch-Hoists 
The Lug-All Co 


Belt Lube 
Alexander Brothers Belting 
Co 


Keeler Gauges 
J. H. Williams & Co 


End Mill 
Super ‘Tool Co 


Belt Fastener 
Flexible Steel Lacing Co 


Compressor Unit 
Worthington Corp. 


Keyway Broaches 
Phe du Mont Corp 


Chain Saw 


Porter-Cable Machine Co 


Bench 
Ihe Industrial Bench 
iquipment Mfg. Co 


Valve Handwhecl 
The Lunkenheimer Co 


Screwdrivers 
Plomb ‘Too! Co 


Pedestal Grinder 
South Bend Lathe Works 


Variable Speed Drive 
Reeves Pulley Co 


132 


132 


132 


132 


Locknut Pliers 
Utica Drop Forge & ‘Tool 
Co 154 


l'raveling Crane 2 

Lempco Products 156 
Speed Reducers 

[he American Pulley Co 156 
Center-Mike 

Sorensen Center-Mikes, Inc. 158 
Folding Rule 


Stanley ‘Tools 160 


Steel Files 
Equipto Div., Aurora Equip 
ment Co. a aoare 


Rolling Fixture 
Michigan ‘Tool Co 


Hydraulic Drill 
Delta Power ‘Tool 
Rockwell Mfg Co 


Div., 


Push Drill 


North Bro \fg Co 


Electrode 
All-State 
Co., Inc 


Welding Alloys 


Convevor Idler 
Industrial Div., Continental 


(cin Co 


Work Clothes 
American Allsafe Co., In 


lape Dispenser 
Minnesota Mining & Manu 
tacturing Co 


Rotary ‘Table 
South Bend Lathe 


Switch 
McGill Manufacturing Co., 
Inc 


“V” Link Belting 





Carbide “Tipped 
MASONRY 


SPIRALS 
WORK LIKE 
ELEVATORS! 


CARBIDE 
‘ TIPPED 


G:C OR Re J 











Brammer Corp 





Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—-Send for Litera- 
ture and full information. 





Also 
MASONRY DRILLS 
IN KITS 


Carbide 
Glass 
Drills 








21650 HOOVER ROAD 
DETROIT 13, MICH. 
also 


5210 Son Fernando Rd 
Glendole 3, Calif 
TOOL COMPANY 
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“a cfr dollar a 


Universally accepted—50,000 now in use! 


Benchmaster’s high productive capacity, low initial cost 
and reliable year-in, year-out dependability have made 
them the world’s most accepted small punch presses 
The 50,000 now in use prove that your customers know 
them and want them! 


Big market for Benchmasters! 


In every industry where parts are stamped, formed, 
pierced, staked, riveted, sheared, embossed, blanked 
or marked—you'll find a prospect for one or more 
Benchmasters. ... Many of these among your present 
customers! 


Benchmasters are widely advertised! 


Benchmasters are consistently promoted in leading 
metal working and industrial magazines. Hard-selling, 
reason-why advertising has helped make them the fast- 


est and easiest selling small punch presses available! 


Benchmasters sell right from the floor! 


Benchmaster’s universal acceptance and low price mean 


quick sales, big profits for Benchmaster dealers. Low 
price eliminates need for red tape decisions . . . users 


buy ‘em right off the floor! 


Why don't you cash in on 
master's sales possibilities 
in your territory 2 


A few select territories still open. 
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Belt Fastener 


Can Be Applied 
Without Tools 


\ drive-on conveyor belt fastener, 
said to make possible a tight, quick 
and easy method of repairing and join 
ing conveyor belts, has been intro 
duced. 

According to the maker, the new 
improved design climinates gaping 
openings m the belt between the 
plates. It is claimed that it is not 
necessary to pre-punch holes to guide 
the teeth, due to the teeth being 
formed slightly outward instead of 
straight as in previous designs 

Known as the Turtle conveyor belt 
fastener, it is made in only one size 
at present. One plate length of three 
tecth on each side, two long and one 
short is said to permit the minimum 
number of plates to be used with maxi 
mum strength of joint. It is available 
in steel, monel, stainless and everdur. 

Ihe manufacturer states that a me- 
chanic’s hammer is all that is required 
to apply the fastener. It is recom- 
mended for repairing rips in conveyor 
belts @-in. to ‘-in. thick and for join- 
ing medium duty conveyor belts -in. 
to *-in. thick. 

Flexible Steel Lacing Co., Chicago, 
Il 


Compressor Unit 


For Freons 
And Ammonia 


A new line of reciprocating com- 
pressor and condensing units has been 
introduced which is said to be de 
signed for Freon-12, Freon-22 and 
ammonia, for air conditioning and 
refrigeration applications, and with ca- 
pacities ranging from3 to 150 tons. 

Among the features claimed by the 
manufacturer is an electric unloader 
which permits variable capacity con 

(Continued on page 142) 








Dial Thermometer, mercury - 
actuated, with stainless ca- 
pillary and bulb. 


he a Fe oy 


2 


ExRRED 


plier 








Industrial Therrsom- 
eter, mercury filled, 
straight form. 


WILL THEY STAY HONEST WHEN THE HEAT’S ON? 





Rigid quality control and thorough testing of every 
USG Thermometer under actual operating condi- 
tions say they will! 

So does the fact that USC sells no makeshifts. 
Regardless of your process or application, there’s 
a USG Thermometer that suits it precisely. You 
may choose Industrial Types in all sizes, and 
mounting forms with standard or protected stems 
—or Dial Types in a variety of sizes, case styles, 
mountings, ranges and connections. All USG 
Thermometers—gas, mercury, or vapor-actuated— 
are built to the same high quality standards as 


USG Pressure Gauges! 


commercial and approved Navy Standards, di- 
mensional information and the use of bushings, 
flanges, sockets and special tubing, send for Cat- 
alogs 100 and 200. 





Special thermometers for dough testing, milk 
testing, fuel gas, candy, solder baths, varnish, 
canning, vulcanizing and other unusual processes. 
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Dial Thermom- industrial Ther- 
eter with bot- mometer of the 45° 


tom-connected Recline Form. There 


rigid stem, one ore many other 
of many USG standard 


types available. 


forms. 


A - 
UNITED STATES GAUGE 


If you’re interested in typical applications of f------<--—--— 


United States Gouge 

Division of American Machine and Metals, Inc. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [(] Industrial 
Thermometers; [_] Dial Thermometers. [Please send us 
your catalog. [[] Have your man call. No obligation, 
of course. 


Nome Title 





Compony 





Address 





City. 
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NOTE TO: 


O Wal itis 
“S CARBIDES Qa 
p <2 
‘BU 
HERE IS THE FIRST AD 
IN A NEW CARBOLOY SERIES 
APPEARING IN 10 LEADING 


TRADE AND INDUSTRIAL 
PUBLICATIONS. 


THIS NEW APPROACH 
WILL HELP SWITCH 
CUSTOMERS FROM SPECIAL 
SINGLE-POINT TOOLS TO 
THE LOW-COST STANDARD 
CARBOLOY TOOLS YOU 
STOCK . . . BRINGING YOU 
FASTER TURNOVER, MORE 
PROFITS. 


WE'RE ALSO MAILING THIS 
AD TO YOUR CUSTOMERS 
WITH YOUR NAME AND 
ADDRESS ON A SPECIAL 
FLAP . , « IT WILL HELP 
BRING THEM TO YOU 

WITH THEIR ORDERS FOR 
STANDARD TOOLS. 








YOUR CARBOLOY FIELD ENGINEER SAYS— 


We can help you 
get swift tool- 


, Z 


} 





Here’s how one leading manufacturer quickly 
adapts low-cost Standard Carboloy Tools to his single- 
point tool machining operations — jobs that would nor- 
mally require costly “specials” — and gets them on the 
jobs in minutes. No special grinding equipment. No delays 
or heavy inventories. By standardizing on “Standards,” 
he gets full carbide benefits shop-wide — just as you can. 
Check these pages. Then send me blueprints of your 
tough single-point tool jobs. We'll show you how easily 


“Standards” can be best for you, too. 





o 

Gets 14 “specials” from these 4 styles of 
“Standards” — A large Midwestern manufac- 

SrVis Ab turer (mame on request) needed 14 specially 
shaped tools for a rush job on cast steel gear 
blanks. From their stocks they selected the 4 
Standard Carboloy Tool styles shown . . . ground 
them to the shapes needed in minutes per tool. No 
STYLE BL long waits for costly “specials,” no extra expense 
or production delays. (See illustrations, below and 


yn right-hand page.) 


STYLE BR 








Here is the job —a tough steel casting 26” in Sketch of side view of part show- 
dia., 28” wide, and requiring a wide variety ing many of the single-point tool 
of rough and finish turning, facing and boring machining operations necessary 


operations. for the job. 
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convert to Standard Carboloy Tools and 
ups, low inventories, lowest tool cost 








Dotted lines show the original tip ends of , ty f Standard Tools before they were ground to these 14 special shapes in minutes 


Easy for you to use, also—Adapt- You get quicker tool-ups — You’!! You enjoy plant-wide benefits — 
? ing Standard Carboloy Tools to 3 cut tooling delays to minutes in- 4 Let us help you convert to stand 

your special-tool needs is a cinch stead of days or weeks with ard styles of Carboloy Tools — fo: 
They can be rough-ground quickly on ‘Standards” on your shelves. Your plant-wide benefits. Thousands of shop: 
ordinary silicon carbide wheels, fin- inventories will be lower — costs, too. have done so .. . and now profit from 
ished economically on diamond wheels Just 11 styles of Standard Carboloy such things as production gains of up 
Standard Carboloy Tools stay sharp up Tools can be adapted to do up to 80% to 300%, downtime savings that alone 
to 10 times as long as high-speed steel of all your single-point tool machining more than pay for the entire cost of 
tools, last 10 times longer, too the tools. 


review your single-point tool machining jobs 

that now require costly special tools 
show you exactly what “Standards” can be 
adapted, and how. Send blueprints today to the 
factory at Detroit, or to your nearest Carboloy 
District Office. No charge or obligation. See 
coupon below 


5 Send blueprints of your “specials’’ — Let us 


MAIL COUPON TODAY! 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 C. 8 Mile Ave., Detroit 32, Michigan 


To get maximum performance from Stand- 
ard Carboloy Tools, we have the industry's 
best all-around Carbide Service Program 
Includes all types of free how-to-do-it 
technical data a tuition-free training 
school, etc. For details, mail coupon today 


CARBOLOY 
TOOLS 
ARE STOCKED 
COAST TO 
COAST BY 


Gentlemen: Please send me, at no cost or obligation, Carboloy 
General Tool Catalog, GT-250 


single-point tools we use. Show me, free of charge, which 
low-cost Standard Carboloy Tools can be quickly ground to 
these special shapes (and how to do it 


Look under “Tools” in the Yellow Pages of Nome Position 


your local telephone book, or in Thomas 
Register, for address and phone number of 
your nearby Carboloy distributor, branch 
or district office 


Company Name 
Address 


City Zone ” 


| 
| 
| 
| 
| 
| 
! 
| 
| Als« | am enclosing blueprints or sketches of the 
| 
| 
| 
| 
| 
| 
| 
| 
t 


Carboley’' and “* Live-Spiral’’ are registered trademarks of 
Carboley Department of Genera! Electric Company ee SS Se ee ee ee 
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RPrrwrwere www ww wZ, 
a Cut materials handling time ( 


to the bone... 











trol and starting-unloading without a 
complex system of oil or gas pressure 
lines. 

Also introduced by the manutfac- 
turer is a new line of window type 
room air conditioners in both 3 and 
| hp sizes. Outstanding features 
claimed include: one-dial control, di 
rectional air flow and automatic step 
down control for night operation. ‘The 
1 hp unit has a built-in thermostat, 
while the thermostat is optional in 
the 3 hp size. 

I'he maker has also introduced new 
residential air conditioners, designed 
in 3 and 5 ton sizes for domestic ait 
conditioning. Another new line in- 
cludes packaged liquid cooling units 
for air conditioning and industrial 
process applications. These units, hav- 
ing a capacity range of 3 to 150 tons, 
are said to be factory assembled thus 
minimizing field assembly, and in 
clude compressor, drive, base, con- 
denser, chiller, heat exchanger, piping 
ind controls. 

Worthington Corp., Harrison, N. ] 


i 
». 
} 
Dem 


Keyway Broaches 


136-A Series. Double s iz Mew Testh 

Ball Race Swivel Caster ; 

Form Incorporated 

equipped with roller 

bearing semi-steel A new tooth form has been devel 

oped which is now being incorporated 

in the maker’s line of “Minute Man”’ 

keyway broaches. The new form is 

said to give greater chip room, assure 

better curling of the chips, and _ pre 

vent clogging or wadding. 

1700 lhe. per caster. According to the oe the 
new tooth form differs from the com 
mon tooth form in that the latter has 


wheels. Easy swiveling. 
Pressure lubricated. 
Wheel sizes from 4’’ 
to 12°’ dia.; load 
capacities from 600 to 


Bond Industrial Truck Casters... by design, by 
materials, by workmanship are the key to low cost-high 
profit parts handling. These are the casters that ably meet 
any service condition. Loads can be sturdy or fragile, heavy 
ov light. Hauls can be long or short. Aisles can be broad or 
narrow. Turns can be easy or sharp. 

Remember—the right Bond Casters will cut your materials 
handling time to the bone! 

Get the story straight...leading industrial distributors 
throughout the country will be glad to give you complete 
information or write for your copy of the Bond Catalog K-38. 


BOND FOUNDRY & MACHINE CO, 
Manheim, Pennsylvania 


142 INDUSTRIAL DISTRIBUTION ©* FEBRUARY, 1953 





... thru any machineable 
material up to 1/8 INCHES thick! 


I (2 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “‘a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”" to 44%". They are carried in stock by leading indus- 
trial distributors. 

WRITE FOR BULLETIN ST-650 


"MARVEL" Lae Aluays had the edge! 
YVATYW 2] 


‘ 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5700 Bloomingdale Avenue Chicago 39, U. S. A. 
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a straight flank and small radius. This 


give your customers is said to corrugate the chip and poor 


finish may result. It is also said to 


& A S$ T E R require greater force to push the 
broach through the work piece. The 
new tooth form, said to be more effi 

cient, is now incorporated in all the 


° ° 
deliveries , 
maker's broaches in sizes from ‘Ye-in. 


KECKLEY 
p 








[he du Mont Corp., Greenfield, 
Mass 
ressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock—-others assembled, tested and shipped 
in a few days. Screwed or flanged in sizes 
from §” to 6”, Pressure and temperature 
combinations available. 
Check with Keckley for better valves and 
better delivery 
Pressure & Temperature Regulators 


SEND FOR YOUR COPY OF Fioat Vaives 
CATALOG NO. 53C Pop Safety and Relief Valves 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 


Chain Saw 


CALDER ... the Dresser Line sacaene tend 


for Bigger Profits wath Dias Easier Sales A new one-man electric chain saw 
has been introduced which is said 
to be suitable for topping, notching 
and felling large trees, for limbing, 
| steel cutters . . . Right and Left hand Threaded Bushings : flush-cutting or under-cutting main 

branches, and for bucking logs and 


BUILT RIGHT—Best materials throughout . . tool 


for Automatic Tightening. \\\\ \ Leswe hamsher. 
\\\ . Designated as Model 110, the man 
ufacturer states that an exclusive fea- 
ture is the design of the log-gripping 
teeth which hold the saw against the 
work and enable the machine to spike 
and feed itself completely, thereby 
eliminating the need to jam or push 
the saw into the wood 
Weighing 18 Ibs., the new saw 
measures 294-in. long, 64-in. wide and 
91-in. high. It is claimed that the 
. 14-in. cutter bar can fell trees up to 
EASY TO HOLO— Extre \ 28-in. in diameter. This welded steel 
Weight well distributed bar is set at an upward angle to the 
housing to make it more maneuver 
+ able, to give greater leverage when 
i FP AtRSe Bae Rinwand Bros sine Teets ‘ starting a cut, and to keep the chain 
out of the dirt when the saw is rest- 
telhommel im ama) tellicl meeline 11:ithae) 3; ing on the ground. The Oregon 
chipper chain with hard-chromed rust- 
resistant teeth is said to run at 1400 
feet per minute for a fast clean cut on 


CA LD 3 4 MA N U FACTU R l N G C O. all hard and soft woods. 


2049 North Prince Street + Lancaster, Pennsylvania A standard Universal AC-DC 115 
Volt motor develops 10 Amps; a spe- 


for smooth handling 
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Providing the sinews 
to bite through steel 


Transmitting power to shear through steel pipe requires a 
drive of rugged strength. The Foote Bros. Hygrade Worm 
Gear Drive selected for this service provides the maximum in 
quality and high efficiency due to advanced engineering — 
improved design — new techniques in manufacture and better 


control of material. 


Whatever your requirements in enclosed gear drives, you will 


find one just suited to your 
needs in the complete Foote 
Bros. line. A size and type 





of drive for every need. 














Crop End Saw built by 
The Enterprise Company, 
Columbiana, Ohio, for 
National Tube Division 
of United States Steel 
Company. 


HYGRADE a COMPLETE 
FAMILY OF ENCLOSED DRIVES 


TYPE $ 

Horizontal right angle 
worm gear drive. Ratios 
up to 71 to 1. Cap. 
vp to 266 h.p. 


TYPE X 

Right angle helical — 
. a worm gear drive. 

Ratios up to 196 to 

1. Cap. up to 71 h.p. 


TYPE V 
Vertical right angle 


drive, ovtput shoft 
vp, down, or both. & 
Ratios up to 4108 to 
. 1. Cap. up to 216 h.p. 
TYPE D 


Horizontal double worm 
geor drive. Ratios up te 
4108 to 1. Output torque 
fo 253,000 in. pounds. 


> 


TYPE Vw 

Hytop vertical right 
angle drive for long, 
unsupported ovtput 
shoft extensions. 
ratio and capacity 
range os TYPE V. 


- ‘ a 
Better Power Truariomiasion Through Caller Laan 
SOOSOHSHOHSSHSSHEHSSHSHEHSHESHESHSESESESESESESEEEEEEE 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 South Western Boulevard, Chicago 9, Ilinois 


Please send me Bulletin HGB on 
FOOTE BROS. Hygrade Worm Gear Drives 





Name 
Company 
Position 
Address 


City 
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NUMBER | OF A SERIES 


Advantages 
of the Donnelley-built Catalog 


| Good Printing 


When the buyer studies the pictures in your catalog, he appreciates their 
clearness and detail. When he reads descriptions, you make his job easier 
uf type is clean and even. A good catalog deserves good printing, Also— 

GOOD BINDING 

CROSS-INDEXING 

COVER DESIGNS 

STEP CUTTING 

SECTIONAL INDEXING 

ILLUSTRATIVE END SHEETS 

GOOD COMPILING 


Good Printing Can Increase Your Profits 


With growing demands on all business time each day, it is natural that 
only the well printed catalogs will get your customers’ attention and 
bring increased orders. You can’t afford to compromise on a mediocre 
catalog any more than you can afford to employ a mediocre salesman. 
Good printing is the essence of your merchandise presentation. Here at 
Donnelley’s we are glad to accept UNDIVIDED RESPONSIBILITY for compil- 


ing and printing a Quality catalog for you. 


The Lakeside Press + Catalog Compiling Department 
R. R. Donnelley & Sons Company 


350 East Twenty-second Street 


Chicago 16, Ilinots 
PRINTERS *« BINDERS + ENGRAVERS + LITHOGRAPHERS 
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cial 230 Volt motor can be ordered. 
Iwo portable electric generators 
driven by gasoline motors are available 
as optional equipment to provide an 
independent source of power in re 
mote locations. Other extra accessories 
include a steel carrying case, a round 
file and holder for resharpening teeth, 
flat file, depth gauge, oil can, lubricant 
and 50 foot extension cord 

Standard equipment for the Model 
110 chain saw includes an Oregon 
chipper chain, an emergency kit con- 
timing replacement parts for on-the- 
job repairs, a coil lock to secure the 
motor cord to the extension cord, 
lubricant, and a wrench. The Model 
110 is also available in kit form 

Porter-Cable Machine Co., Syra 

eNY 














Bench 


All Steel, 
Maple Top 


A new maple top bench has been 
introduced which, according to the 
maker, features a top made of selected 
hard aple edge grain, kiln dried to not 
over 4% moisture content at time 
of working. 

The manufacturer states that each 
laminated strip measuring approxi- 


mately 2-in. wide, and 1}-in., 24-in 


and 2%-in. thick is joined true, glued, 
and reinforced with concealed heavy 
bolts. Each top is sanded and fin- 
ished with pure edible paraffin wax 
on face and edges, and black wood 
sealer on bottom. The tops are made 
in standard widths of 24, 30, 36, and 
42-in., and standard lengths of 3, 4, 
5, 6, 8, 9, and 10 ft. Tops may be 
obtained in any widths up to 48-in 
ind in any lengths up to 16 ft. 

The maker adds that the legs are 
made from pressed steel, built into 
formed sections which are electrically 
welded. Drawers are made with a 
hemmed triple thickness around the 
upper edge and all joints are welded. 

rhe Industrial Bench & Equip- 
ment Mfg, Co., Inc., New Britain, 
Conn. 





IMMEDIATE DELIVERY 


Roller Chain 
SPROCKETS 


WITH INTERCHANGEABLE HUBS 


% —— 


“QD” 
TYPE 


> 


YOU CAN SERVE 
YOUR CUSTOMERS 


FROM 


STOCK 


WITHOUT DELAY 
FOR RE-BORING 


Sprockets Offer Many Advantages 


QD ACTUALLY FITS SHAFT BETTER 

Tapered split hub actually grips 
shaft for a positive press fit. Will 
accommodate an undersized shaft. 


SIMPLIFIES CHANGES 
Many sprockets use same hubs; 
therefore, speed changes are quick- 


CUTS REPLACEMENT COSTS 
Replacement sprockets can be used 
on old hub, which reduces cost of 
replacement sprocket. 


REDUCES COST OF “SPARES” 
Relatively few sprockets and hubs 
can be carried as spares to fit many 


JUST OFF THE PRESS 
CATALOG 300-C 


drives in the plant and thus pre- 
vent costly shutdown time with min- 
imum inventory. 


ly and easily made at a saving in 
price. Change of sprocket bore can 
be accomplished with new hub. 


Shows list prices and dimen- 
sions of stock QD & DH 
sprockets. Chain dimensions 
and drive rec« dations are 
in easy-to-use form. Write to- 


HUBS ALSO FIT ae 
Fort WORTH 


RANSCO 
V-Belt Sheaves sous wane 


FORIIWORIH 


STEEL & MACHINERY CO. 


SCREW CONVEYORS 
Dept. 12, 3600 McCART, FORT WORTH, TEXAS 


end ACCESSORIES 
SCREW ELEVATORS 
FACTORY HOUSTON KANSAS CITY CHICAGO ATLANTA 
WAREHOUSES —LOS ANGELES ST. LOUIS MEMPHIS DALLAS JERSEY CITY 





INDUSTRIAL FANS 
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COMMANDER 
Profit-Building Tools 


ys Advertised to over 1,000,000 readers every 
, month . . . to back your sales effort. 


oo “Commander TAPPER 


aorta Adjustable full range torque @ Wider Range 1 Tepper 
control instantly stops any tap Hendies #Oto %" Taps. 

when it's dull, looded, strikes 
a herd spot, of bottoms in 


3 


thet thinks for 
its operator 


sacti 





" ath. Pe. 
blind hole topping. Assures oA Tap? 
maximum production, cuts re 
jects, even with inexperienced 
operators Press 


DRILLING COOLANT TABLE 


@ Complete Coolant System 
Contained in Precision 
Ground Drill Press Table 


@ tte 8 norzies .. . easily 
positioned 


@ Furnished to Fit Any Drill 


Drilling Coolant Table is com 
plete with pump, motor, reser 
vow and norzies provides 
plenty of coolant where and 
when you wont it. Leveling 
device assures squareness with @ Table always square with 
spindle Spindle 


DRILL CHIP BREAKER 


© Drill SHALLOW or DEEP 
Holes up to 400% Faster. ! 


@ Drill 10 diameters or more 
in depth without clearing 
drill % 


© Better, Smoother, More we he 
Accurate Holes La Ea” CHIP BREAKER CHIPS 


‘ ORDINARY CHIPS 


4217 W. KINZIE ST., CHICAGO 24, ILL. 
Products of Gommander...Builder of Production Tools 


— 


Write for Catalog No. A5I, 
whieh deseribes Commander 
Production Toots 


DOG VISES" 


IMPROVED SWIVEL BASE 


“BULL 


Give YOU This 
Big Selling Point 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezes against the hub on 
the vise body, locking the vise 
to the base. 


Sold 100% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


The Complete Line 
Machinists @ Top Swivel Jaw 
Combination Pipe ©@ Hinge Pipe 
Woodworkers @ Utility 








Sifts 7% 


. 
ste Fre 


Valve Handwheel 


Features Four 
Finger-Spaced Lugs 


\ new “non-slip” handwheel has 
been patented and introduced by the 
maker as standard for thew line of 
bronze and iron valves. 

[he new handwheel, made of mall 
able ion, features four finger-spaced 
lugs, all continuations of the spoke 
structure, projecting from the stem 
hub through an octagonal frame. The 
new design is said to permit the op 
erator to get a firm, comfortable grip 
on the handwheel and apply a high 
pressure, even though his hand may 
be wet or greasy. The shape of the 
handwheel is said to eliminate the 
possibility of burned hands from con 
tact with the valve stem. 

According to the manufacturer the 
non-slip” handwheel assures com 
plete, tight closing, thus eliminating 
leakage. 

The Lunkenheimer Co., 
nati, Ohio. 


Cincin 


Screwdrivers 


With New Plastic Handles 
And 13 Additional Sizes 


\doption of a handshaped, non 
rolling design for the plastic handles 
of all Proto screwdrivers and addition 
of thirteen new sizes has been an 
nounced by the maker. 

According to the manufacturer, the 
new-style handles, with depressions for 
the thumb and forefinger, allow great 
downward pressure with little squeez 
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ONG ON TORQUE 


REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


You can confidently pull Republic Upson 
Hex Head Cap Screws up full tight... heads 
are square and strong to avoid slip... 
shanks are tough and sturdy... threads are 
clean, sharp and accurate. 

More than 20,000 types, sizes and shapes 
of bolts, nuts, cap screws and rivets make 
the Republic Upson Line a good source 
of supply for all your fastener needs. 


29 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO «¢ GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N.Y. 
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CHICAGO Safety Plas SCREWS 


are’ quality made to be trouble free” 


1. Rigid laboratory control of the selected 


steel we use in all our products. 


We purchase ‘'whole heats"’ of steel—not 
just available warehouse lots. 


Our tremendous production capacity en- 
ables us to use more efficient machines to 


produce screws of precision quality. 


Our large research facilities are constantly 
geared to be on the alert for greater devel- 
opment and improvement of product and 
processes 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re- 
sults in greater uniformity to hardness 


specifications. 


——-Small territory coverage by our. 
field men offers greater availability of their 
specialized engineering service to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
of the country. 


Chicago “Safety Plus’ Screws 
mean lower production costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over “Special Sizes’ and less ‘‘down- 
time’’ when you specify STANDARD SIZES 





Your Service-Conscious Industrial Supply Dis- 
tributer corries @ complete stock of “Sefety dety Pie 
Plus” screws. His familiarity with your local HEXAGON MEAT 
tield conditions enables him to fill your supply CAP SCREWS 
needs promptly and correctly. Ask for “Chi- 


cogo” and get ‘ Sefety Pius” aE 


all Shienge*Satoty Pins*Sevew Prodvete 
now come packed in 5 strong, easier- 
te-see carton. Color identified labels 
o SCREW COMPANY meon faster selection—greater caving 


. mM. of time in stock rooms. 





Cc 


Hexagon Heed Cop Screws, Stee! and Bross o Squore Head and Headless Cup Point Set Screws » Semi-Finished Nexogon Nuts, Steel and 
Bross » Hexogon Costelleted Huts » Fillister and Flat Head Cap Screws » Taper Pins » Milled Studs » Socket Heed Cop Screws @ Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squere Head Dog Point Set Screws © Keys, Assortments and KRs 
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ing effort. A larger diameter than in 
revious designs provides a “bigger 
Pandful” and a better grip. Four deep, 
wide lengthwise flutes permit a tight 
grip, even with greasy hands, and keep 
the screwdriver from rolling. An oc- 
tagonal shape at the lower end of 
the handle, replacing the round de- 
sign, is said to prevent rolling. A 
larger surface on the butt end allows 
greater, more comfortable pressure 
with the palm. 

Ihe manufacturer states that the 
handles are molded integrally with 
pecial alloy steel blades. The plastic 
is said to be tough, a good insulator, 
non-explosive, and listed by Under- 
writers’ Laboratories 

Thirteen new screwdrivers have 
been added to provide a more com 
plete selection of bit widths and blade 
lengths. Five are regular screwdrivers 
with standard bit and square shank 
Eight are cabinet-type screwdrivers, 
with straight bit and round shank 

Plomb Tool Co., Los Angeles, Calif 


Pedestal Grinder 


With Motor Mounted 
In The Pedestal 


A new pedestal tool grinder has 
been introduced which is said to pro- 
vide plenty of work room around the 
grinding wheels, because there is no 
motor between the wheels. It is said 
to run-with pratically no vibration and 
the ‘motor is protected from harmful 
abrasive dust 

The grinder comes with either 8-in. 
grinding wheels and a 4 hp motor or 
with 10-in. wheels and a } hp motor. 
It measures 494-in. high, 184-in. wide 
and 204-in. deep. 

It is claimed that the wide open 
space around each grind.ng wheel per- 
mits the operator to do his work 





MILWAUKEE 





—-— C— Co-—" ¢& 


SMOOTH GOING 
Ail THE WAY IN 
INDUSTRIAL pRusa 


PRODUCTION BRUSHES 


for power use 
YOU SIMPLIFY THE JOB OF SELLING when you center your 
sales effort on Milwaukee Industrial Brushes. You not only have a PRODUCTION BRUSHES 
line to offer where each individual type fully meets the need but for hand use 
a line that rewards you through re-orders. 


Quantities of any type, purchased any time, are uniform through- BRUSHES for various 
out. Here you can get full cooperation to smooth the way to sales maintenance needs 
—here you can always depend on top quality—here is your logical 

source of supply whether for standard or special types. + 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


‘hart Cua lety ea tee SEND FOR 
ANS oS CATALOG NO. 36-R7— 

IT FEATURES 
THE COMPLETE LINE 
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MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything electric motor, reduc- 
tion gears and all moving parts is con- 
tained jnuside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER IS A 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
ulley shell, there are no sprockets, chains, 
/«beles or jack-shafts to service and lubri- 
cate... m0 exposed motors to maintain, 
@ THERE IS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


1OWA MANUFACTURING COMPANY 
Ceder Rapids, lowe, U.S.A 


Please send details about your Motorized Head 
Pulley opportunity 


Name 
Title 
Firm 


Address 





faster because his arm movements are 
never cramped. 

With the motor mounted in the 
pedestal and thus protected from abra- 
sive dust, the weight of the grinding 
removed from the motor 
bearings. The grinding wheel spindle 
runs on sealed ball bearings which, 
combined with the fully enclosed V 
belt drives is said to produce a quiet, 
vibration-free running condition 

Ihe grinding wheel spindle is set 
forward on the pedestal which allows 
more toe room for the operator. “Pic- 
ture window” size cye shields provide 
yptical protection at cach wheel, and 
two concealed lamps in cach shield 
vive light for freehand precision grind 
ing. Wheel guard castings and close- 
fitting spark guards are said to provide 
operator safety. 

Other features claimed by the maker 
include a larger size water pot which is 
removable for cleaning, pushbutton 
motor switch conveniently located at 
vaist level and U-shaped tool rests 
idjustable to any angle and also ad- 
justable for wheel wear. 

South Bend Lathe Works, South 
Bend 22, Indiana 


wheels is 














Variable Speed Drive 


FHP With Right 
Angle Reducer 


Ihe addition to their line of a frac- | 
tional hp vari-speed Motodrive with a 
reducer has been an- 
nounced by the manutacturer. 

Said to combine in one space-saving | 
init any standard NEMA frame, type 
the Reeves | 


| 


right angle 


C, face-mounted motor; 
speed-varying mechanism; and a new 
right worm gear reducer, it 1s 
iailable on all bk HP Motodrives in 
cither horizontal or vertical models; | 
with speed ratios from 2:1 through 
10:1 

Described as small and compact, vet 
rugged, the manufacturer poimts out 
that the output shaft drives up, down 
or at right angles in the horizontal 
type of units and drives down or at | 
right angles in the vertical model. It 


ingk 
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out scraping or skidding. On the same 
stroke, the fine teeth leave the work 
surface sleek and smooth. Order through 


Two distinct sets of teeth make 
your local distributor. 


possible double-action filing at every stroke. 
The coarse teeth cut clean, deep, true with- 


do two jobs 
at every stroke! 
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is claimed that the right angled shaft 
arrangement is of great advantage in 
many applications saving valuable 
floor space by making it possible to 
put the FHP Motodrive flat against 
the driven machine or by mounting 
the Motodrive directly above or below 
the driven equipment. 

The right angle reducer is said to 
be an alloy steel helical worm and 
bronze gear built to withstand heavy 
duty and continuous operation. All 
gearing and bearings are lubricated, 
and the case is sealed to insure against 
any oil leakage. 

Handwheel control is standard, but 
clectric remote and mechanical auto 
matic controls can be applied. 

Reeves Pulley Co., Columbus, In- 
@ HARD EDGE, FLEXIBLE BACK diana. 

BAND SAWS 

Available in Conventional Raker 

and Wavy Set Tooth and Skip 

Tooth 

Packaged in ARC LINE 100 foot 190.8" 

coils, LONG LENGTHS and 

WELDED BANDS 


@ SPRING TEMPER BAND SAWS 
@ WOOD BAND SAWS 


BARNES FAMOUS BAND SAW BLADES 








@ Handy ~“Anc\ume Package 


100 FOOT COILS 1 “ @ SKETCH A 
Raker Set—Wavy Set—Skip Tooth yt I” te 

Convenient, safe storage with no tangling . a 
ore advantages of this handy package 
which permits blade to unwind easily. 


Economical LONG LENGTHS 


Long Length Coils come in random lengths 
for greater economy and less waste. | 
Boxed for safety and convenience. rine + fs r 


WELDED BANDS 


Barnes Welded Bands ore heot treated 
to retain toughness and flexibility. Every 
weld is uniform in strength and alignment 
—as perfect as any other section of the 
blade—giving users both sofety ond 


economy. 
el 








SKETCH & 





— a 














SKETCH C 








Call your 


DISTRIBUTOR 


Locknut Pliers 


Does Three Special 
Jobs for Electricians 











A new angle Locknut Pliers No. 
750-8-in. is said to do three special 
jobs for electricians: tighten locknuts 


BARNES’ HARD EDGE 





Barnes’ SKIP TOOTH 


Hoard Edge with flexible back, this blode is 
designed for high speed cutting of soft non- 
ferrous metals, plastics, compositions, fibrvs, 
wood, rubber, etc. Special tooth cuts faster, 
freer becouse of increased chip cleoronce. 


OA i ht 


We. pager’ 
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FLEXIBLE BACK BAND SAW 


A saw of extreme strength for cutting 
ferrous and non-ferrous metals and non- 
metallics. Selected alloyed steel together 
with coreful heat treatment, permits fast 
cutting and assures long blade life. Teeth 
only are hardened, back is tough ond 
flexible to assure proper flexing on 
mochine. 


‘“& —@ 


+ + 


ne. 








in outlet boxes; remove burrs from 
steel tube or conduit; cut and skin 
rubber covered wire. 

According to the manufacturer the 
new pliers features a roller jaw which 


, rotates freely inside the standard out- 


let box locknut. The other jaw catches 
and turns the lug of the locknut, 
which is said to result in tighter lock- 
nuts and bushings and a permanently 
grounded system. 

It is claimed that burrs on pipe are 
removed by twisting pipe between the 


| roller jaw and the fixed jaw. The 


fixed jaw has two cutting edges which 
scrape off the excess metal. 





quick 
look around 


any plant will reveal 
profitable gauge glass sales 


LEAKING GAUGE GLASSES are as bad as no glasses at 
all. For average needs, you can recommend Corning 


standard. 


HARD-TO-READ gauge glasses should be re- 
piaced immediately. If pressure or high temperature 


are factors, recommend PYREX brand 


ARK OR POORLY LIGHTED ARI moke it difficult to 
see water levels. Here is an application for PYREX 


RED-LINE gauge glass 


Any industrial supply salesman can easily see profitable 
sales in every plant with a smoke stack. Where there is 
steam there must be gauge glasses. 

Plant people will welcome help in forestalling gauge 
glass trouble. You can aid them and create profitable 
sales for yourself by recommending the proper Corning 
gauge glass for their use. 

And you couldn't sell a better product! There are two 
reasons for this: (1) Corning balances the important 
properties of gauge glasses—heat resistance, physical 
strength and corrosion resistance with accuracy in di- 
mensions to assure longest service life, (2) the promo- 
tion Corning puts behind these products to make sure 
people in our expanding industry are aware of this 
superiority! 

So, stock the complete Corning line of gauge glasses 
with the confidence that it fills every need exactly right. 
The same thing goes for Pyrex brand sight glasses, lu- 
bricator and oil cup glasses. Check your inventory today! 


You can offer a CORNING Gauge Glass for every need 


APPLICATION RECOMMENDED PRODUCT 


Normal Conditions Corning STANDARD Gauge Glass 
Higher Temperatures PYREX High Pressure Gauge Glass 
Higher Pressures PYREX Heavy Wall Gauge Glass 
Extra Readability PYREX RED-LINE Gauge Glass 


CORNING GLAS ° WOR K S Medium ond MACBETH Fiat Gouge Gla:s 
CORNING, NEW YORK High Pressure Boilers 


Comming meant research ix Glad 
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These pliers are also said to cut 
wire with the base of the jaw, and 
ire additionally adapted to skinning 


rubber insulations between th olles 

md fh without lamaging the 
itself 

Utica Drop ’ 7 il ¢ orp., 

Utica, N. Y 


ir 
i 














Traveling Crane 


Low Boom 
Narrow Platform 


\ new 4 ton travelling crane, fea 
turing a low boom and narrow plat 
form, has been introduced 

Known as Mobilcrane, it is said to 
lift and move up to 1,000 Ibs., operate 
casily in’ close quarters, move and 
place assemblies, tote pans, and waste 
drums 

Ihe manufacturer states that the 
crane is low cnough to go into ele 
vators, and small cnough to operate 
in aisles and through door It has a A perfectly balanced tool. 
lift height of 6 ft. and features single | Tough, resilient water buffalo 
rawhide faces deliver needed 
power, yet protect fine finishes 
outside couplings ni delieste geste 1 

te parts. Faces 
accuracy PO ee Lempco Products, Bedford, Ohio quickly and easily replace- 
equipment that will stand the gaff able. Safety-Flare handle gives 
and please every customer. It will be comfortable grip and prevents 


advantageous for you to investigate slipping. When you need a 
the Harrisburg franchise Speed Reducers “soft” hammer, make sure it's a 
Shaft ted C/R Rawhide Jaw-head. 
art-mounte 
M A iL THIS Cc Oo U P oO N FACES REPLACED IN SECONDS 


OR WRITE FOR DETAILS New Series 


i th 
industrial Distributors who se ese unit hvdr vulic pump vith vit ho ‘ Ol 
famevus lines made by a century 


old company noted for its production 


Merely loosening a nut releases 
) jaws for replacing 
\ I 0) ( 
\ new series of 20.1 ratio spe ed faces. When nut is 


ee reduction units featuring important tightened, faces bt ] % 





ay . “—— are held in a 
unprovements im gears, bearings, hous vise-like grip. 


ing, lubrication and oil sealing systems 
has been introduced by the maker 
Known as “Shaft-King”’, these speed 


reduce ire said to contain gearing @ Available 
from leadjng in- 


Herrisburg Stee! Corp 

Herrisburg 186, Pa 

We ore interested in selling Herrisburg Coup 
lings ond Flenges in ovr territory. Please 
send vs your Cetelogs 


Nome 

onsisting of two trains of the ‘singk 
dustrial suppliers. Also 

heheal type Ihe gears are precision- | CJR Rawhide mellets, 
it fre 


flame-hardened 


Compeny 


Address mn alloy tecl forgings ind are mauls, solid head 


Se Seeee 


City State hommers 


, és further infermetion we 


Detteeecbenenenieneenel Another feature claimed by the 


HI52-5 maker is the use of both ball bearings 


—_ 
ig iid tapered-roller bearings where each 
l QH (Jae Pennsylvania's Copitet / in be utilized most effectively. Longer cnicaco (yawhide MFG. CO. 
ee i St J bearing and gear life is said to be 1301 Elston Ave., Chicago 22, Il. 
Harr shurg ee possible due to the three-wall housing In Conada: Super Oil Seal Mfg. Co., lid 
SOsvesavece SSenceeeannte , According to the manufacturcr, Hamilton, Onterie 








156 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





Twenty engine companies and three fire boots were required to ‘control’ this $258,000 fire ot 
Cardinal Mills in New York which, like all other disastrous industrial fires, started as a small blaze 


BUFFALO / 
etter-butl 


CARBON DIOXIDE 
FIRE EXTINGUISHERS 


Destructive fires originating from electrical or flammable liquid haz- 
ards can be stopped when they start by quick action with Buffalo CO2 
Extinguishers. ‘Quick action" is sure when Buffalo CO2 Extinguishers 
are close by because the Squeeze Grip Valve is so simple and easy 
to operate. Simply, pull the safety lock pin and squeeze! Clean, dry, 
odorless, inert gas under high pressure snuffs out flames in seconds! 

You know you sell the finest fire protection possible when you 
handle Buffalo's complete line. Find out now about Buffalo's ex- 
clusive distributor sales policy. Write today! 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 


A T 
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INSTALLATION TIP TO HELP 
BOOST YOUR SALES 


KENNEDY Fig. 863, 
lron-Body Globe Valve. 250 
pounds of steam at 500°F. 


Here’s how to set up 
pressure-reducing lines 


for easier maintenance 


You naturally don't want to shut down a vital part of your opera- 
tion when you repair a single valve. 

You can avoid doing so by installing a by-pass around your pres- 
sure-reducing valve and installing a globe valve in the by-pass line. 
With this set-up you can use the globe valve for hand throttling 
when the reducing valve is removed from the line for repairs. 


KENNEDY IRON-BODY GLOBE VALVES 


are designed and constructed for high pressures and severe service 
on steam or water lines and for heavy-duty service with oil, gas and 
other fluids that do not corrode bronze or iron. 

Individual valves in the KENNEDY JOB-FITTED line are specially 
designed with the proper disc and seat trim to match the service for 
which they are recommended. Valves with either renewable com- 
position or bronze faced discs are available, depending on the pres- 
sure in the line. 


REPACK UNDER PRESSURE—You can repack ALL KENNEDY iron- 
body globe valves under full line pressure when wide open. 


THE COMPLETE LINE of KEN'NEDY JOB-FITTED valves and INSPECTED 
fittings is sold through local distributors who are in a position to 
give you fast and convenient service. 


m KENNEDY 


VALVE MFG. CO. + ELMIRA, N.Y. 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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gearing and bearings are continuously 
splash-lubricated by the high-speed 
gear and the counter-shaft pinion 
which run in a large oil reservoir in 
the lower third of the housing. It 1s 
stated that their patented concentric 
shaft design places both input and 
output shaft above oil level, therefore 
bearing seals do not operate against 
a head of oil. An additional feature 
claimed is a leak-proof, anti-friction 
oil-sealing system. 

Vhe maker advises that interchange 
able patented split tapered bushings 
with locking nuts eliminate fretting 
corrosion and make the units immedi 
ately adaptable to any shaft size up 
through 31%-in. The speed reducers 
are said to be easily mounted directly 
on the shaft of a driven machine and 
require only standard shaft lengths for 
mounting. 

It is claimed that for protection 
against shock, jam, or built-up loads, 
“Shaft-King” speed reducers can be 
equipped with the American torque 
arm overload release. 

The American Pulley Co., Philadel 
phia, Pa. 











Center-Mike 


Measures Hole 
Center Distances 


A center distance gage, known as 
Center-Mike is said to measure dis 
tance between hole centers quickly 
and accurately without knowing diam 
eters and without mental figuring or 
pencil work. 

According to the manufacturer the 
gage produces a direct reading, requires 
no setup, and is always ready for use 
on any combination of hole diameters 
within its range. Basically, it is 
claimed, the Center-Mike is a vernier 
gage and a slide rule combined. In op- 
eration it is first set to the closest 
points on the two holes and then 
is reset to the farthest points on the 
same holes. While the operator makes 
these settings, the two lengths auto 
matically are registered and their av 


| erage value computed by the Center 


Mike. This value, which equals center 





RIDGEWAY 


are turning this (Quality line 


into profitable, growing sales 


Almost every industrial plant you call 
upon isa prospect. You sell with the assur- 
ance that every item is job-proved— made 
to the standards that permit only the 
highest quality to bear the S-A name. And 


this is business that grows, as one unit 


a 


> 
NO STOCKING 


OR INVESTMENT 


ss NEEDED 
ee 


er 


— 


i 


AVENUE 


7 STEPHEN Ss 


LOS ANGELES 


seen in service usually sells many new 
users in the same area. Sell directly from 
our literature—we'll drop ship for you 
at your request, 

Write for details, discounts, prices and 


delivery schedules. 


MERCHANDISE ra DIVISION 


DAMSON 


\ L 


—\wrs co 








BELLEVILLE 
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Wells No. 12 Metal Cutting Band saw 
and Wells-O-@ar Feed Master 


ANY quantity of identical lengths of bar stock are cut | 
® automatically in a Wells No. 12 Heavy Duty Metal Cutting | 
Band Saw equipped with a Wells-O-Bar Feed Master. 

In operation, the cutting head of the saw descends at 
a rate governed by a predetermined blade pressure setting. 
At the completion of each cut, the head automatically rises 
to a preset height and the stock is automatically projected 
for the next cut. The machine requires no attention except 
for reloading. The saw is powered by two electric motors 
(3/4 and 1/3 H.P.); the feed requires air at 60 to 80 psi. 
Capacity of the saw is 1234,” O.D. for rounds, 12” x 16” 
rectangular; standard feed will project up to 17”. 

The feed mechanism does not interfere with the use of 
the saw for making single cuts. Saw and feed can be 
purchased separately or as a combination. The feed unit 
‘can easily be attached to horizontal band saws now in 


service. 
Ask your Wells Dealer for complete information or 
write direct. _ 


a 


The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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distance, appears on a double size 
vernier scale. 

Ihe operating sequence is said to 

employ a compensating principal that 
reduces the effect of differences in 
feel’ between operators. Center- 
Mikes are also said to be used for 
measuring the distance from a hole 
center to a parallel surface 

Center-Mikes are available in three 
SIZCS for Maximum center distanc es ot 
+.400-in., 7.400-in., and 12.400-in., re 
spectively. All sizes are said to meas- 
ure center-distances ranging upward 
from .240-in. to their respective 
maxima, and are usable for any com 
bination of holes where both are 
larger than .200-in. diameter. Accord 
ing to the manufacturer optional sup- 
plementary contacts will extend the 
range downward to .061-in. diameter, 
and work contacts are tungsten-carbide 
ind scales are machine graduated. 

Standard equipment includes a 
hardened and ground center-distance 
standard and a wood case 

Sorensen Center-Mikes, Inc., Bridge 
port, Conn 














Folding Rule 


Every Joint Opens 
On An Even Number 


\ new folding rule, designated as 
Green End No. 126, has been intro 
duced by the maker as an addition to 
their present line 

Working from the short leg end 
cach additional leg extended forms a 
longer measuring stick. Opened from 
the long leg end, the extended sticks 
may be hooked over work—gauging 
even measurements in 6-1n. units. 
Square ends on each stick butt 
squarely with work for accurate scrib 
ing. ‘The time-saving uses are said to 
stem from the form of marking so 
that every joint opens on an even 
number. 

Plastic coated figures are said to last 
longer—grease, grit, and other dirt 
wipe off without decline in the reada 
bility of figures and graduations. Other 
features stressed by the maker include 
sclect rock maple sticks, and “‘ball-lock 
action” joints 

Stanley Tools, New Britain, Conn 





HY-PRO SPECIALIZES 
IN ALL TAP NEEDS! 





This is the news being carried to your customers through- 
out 1953 in big, full-page, two-color advertisements! 


Be sure to follow up these leads in all your 
calls. Keep reminding your buyers... 


1. That the great bulk of Hy-Pro’s output 
is taps. 


2. That because of this, their engineers con- 
centrate their efforts on perfecting this 
one important line. 


3. That the result of this specialization is 
Hy-Pro’s reputation for top quality and 
service in meeting a// tap needs. 


4. That these engineer specialists stand be- 
hind you and your customer at all times 
to help advise on any tapping problems. 


Start pushing Hy-Pro today, and 
watch your sales volume climb. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U. S. A. 


Distributors in all leading cities 


ADDITIONAL WAREHOUSES: 6046 College Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
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10408 W. McNichols Rd. 6141 North Elston Ave 
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MY) 


selector chart 


Whet you and your custo- 
mers want to know: the 
right anchor to vse, how 
mony whot size... 
sate working lood .. . 
masonry classification, 
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iy fe eins 


“FORW 


machine-bolt expansion shields 


For anchoring machinery and other equipment subjected to vibration. 
May be installed in cement, stone, brick and other solid materials. 
Equal holding strength on all four sides. Can be used in hollow wall, 
any depth hole, of as bottom bearing shield 

Exponsion begins os wedge is drawn upward. Shield is anchored 
firmly without use of pipe sleeve or spacer. in a hollow wall or hole 
longer then shield, the bolt moy poss through the wedge nut and 
shield, bending backward the lug ot the end of the shield 

A few turns of bolt head re-tightens and re-establishes firm seating. 


Other quality products by U.S. E. 


Machine Bolt and lag Shields—Caulking-type and Wood Screw 
Anchors—Toggle Bolts—Turnbuckles—Wire Rope Clips ond Thimbles 
—Pipe Clamps—Masonry Drills 


SOLD THROUGH DISTRIBUTORS ONLY 


[-] Please send without charge or obligation the 
USE. SELECTOR CHART, showing which anchor 
to use for specific job and load each can bear. 


["] Please send us your catalog 
Individual 

Firm 

Address 

City 
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Steel Files 


Compact Storage 
Of Old Records 


New highly accessible space saving 
steel storage files have been intro- 
duced. According to the maker, be- 
sides being compact, the new files 
permit use of “sky room” area, thus 
making maximum use of storage loca 
tions. Waste upper space is utilized 
and more valuable floor area conserved 
due to aisle space of 24-in. width. 

Ihe manufacturer points out that 
old records are usually saved for five 
years or more, which means that at 
least five times the file capacity is 


| needed for them than for current 


records; the new files were designed 
expressly to permit these records to be 
kept in minimum space. 

Records go directly from current 
files onto shelves in chronological, 
alphabetical or numerical order. Label 
holders permit instant location and 
casy access as there are no cumber- 
some boxes or drawers to pull out. 
Units which are equipped with front 
bases and finished in olive green 
baked-on enamel are 3 ft. wide, 7 or 
10 ft. high, with choice of depths. 
Shelves adjust vertically on 14-in. cen- 
ters to accommodate various size files. 
Any unit may be removed without 
moving adjacent units. The assembly 
is said to be flexible and may be easily 


| added to and adjusted. 


Equipto Div., Aurora Equipment 


Co., Aurora, Ill. 


Rolling Fixture 


Bench Type With 

Cast Iron Base 

A new Model 602-A bench-type roll 
ing fixture has been introduced by the 


maker which is said to check size, ec 
centricity and roll smoothness of 











VIEFACE * 


0 a «“ 


STEEL TAPES es 
— 
FAVORITE ww 
WYTETACE ge 


HANDY wyteract 


MANDY 


KEUFFEL & ESSER co. 


KEUFFEL & ESSER CO. 


EST. 1667 


NEW YORK + HOBOKEN, N. J. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





Suprene Belting ...newly created 
to meet the most exacting require- 
ments ...is a natural to help boos? 


your belting sales in the tough, food | 


handling market. 
AND HERE'S WHY! 


It’s made of special woven cotton 


duck, impregnated with Neoprene | 


for extra strength and durability. 
It's sanitary and washable. 


. Sales come easier with this “name” 


product, backed by many years of | 


belting experience and craftsman- 
ship. 


- Four styles and a wide variety of | 


sizes, enable you to meet practically 
every specification. 


Tv ome’ « or 


REMEMBER...FOR INCREASED BELTING 

SALES... SUPRENE IS YOUR ANSWER. 

Why not get the complete story, 

now! Just write for Bulletin No. 20. 
No obligation, of course. 





Ratee A , 4 utile Ik. liing Co 


cluster gears and similar types having | 
integral shafts and centers. 

The fixture, according to the manu- 
facturer, features a heavy cast iron | 
base, scraped ways and hardened and | 
ground ball ways. It has a spring-re 
turn, lever-controlled ret ictable upper 
center. Center distance is said to be 
adjustable from 2 to 10 inches, and 
maximum distance between centers on 
the overarm is 12 inches 

Gears to be checked are loaded be- 
tween centers on the overarm. ‘The 
master gear is brought in to mesh with 
the gear by an eccentric lever control 
Correct tension between the gears is 
said to be maintained by spring-loaded 
balls ways. Turning the gear manually 


| causes a 0.0005-in. indicator to show 


variations in size, eccentricity and roll 
smoothness. 

The Model 602-A rolling fixture is 
9h-in. wide, 29-in. long and 26}-in. 
high. It can be used in conjunction 


with the maker’s Model MTR-50 


| automatic recorder to place all read- 


ings on permanent charts. 
Michigan Tool Co., Detroit, Mich. 














Hydraulic Drill 


With Versatile 
Feed Control 


\ new air-powered hydraulic drill 
unit, Number 19-600 has been added 
to the manufacturer's recently intro- 
duced drill unit line. 

According to the maker, this model 
is tailor-made for high production ap- 
plications, and features quick set-up; 
versatile hydraulic feed control; fast 
traverse to positive stops; simple, com 
rugged design and_ universal 
mounting. It is said to have a maxi 
mum stroke of 6-in. and 1800 Ib 
thrust with 80 psi air pressure. It can 
use up to a 5 hp motor and a 14-in 
drill. Standard spindle used contains 
a No. 4 Morse internal taper. 

The manufacturer states that the 
length of stroke control is by means of 
a positive micrometer stop that is in 
finitely adjustable from 0 to 6-in. 
The depth can be held to within 
0005-in. Rapid approach is at a maxi 


pact, 


| mum rate of 5-in. per sec. with in- 


THE NOL AN uve 


makes you money / 


Thousands of companies, truckers, rail- 
roads, mines, and other prospects in your 
territory are actively in the market for 
these safety and utility items. Reasonably 
priced with attractive discounts. Sell them 
for those many extra dollars of profit! 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one. Saves time and money. 
One man can open or close 
the most stubborn freight 
car door quickly : 
safely with a Nolan Car 
Door Opener. Thousands 
used with success at 
freight loading and un- 
loading spots. Good re- 
peat item. 


Used in industrial 
plants, construction 
\ work, quarries, mines 


NOLAN PULLER we saat hn 
JACK AND Sethe tes 
LOAD BINDER , , 


LOAD CHAN 
TAIL CHAIN 


NOLAN GEAR PULLER 


_. 





Pulls gears, wheels and many other 

articles. Universal application elimi- 

— four to ten types or sizes of other 
jevices. 


Nolan Rerailers 


Highly efficient for get- 
ing cars o locomo- 
tives back on the track. 
Railroads and industries 
are big users. 


NOLAN PORTABLE 
DERAIL 


Safety device that should be 
used wherever cars are switched 
and moved. 


Nolan Portable 
Car Block 


Prevents uncontrolled car 
movement and prevents 
damage to life and prop- 
erty. 


the Tnighest. rede ~ gy © 
t . ore 
hand ’ 

ity 


s and ling instructions ca 
toloned. Write my free catalogs and price 
sheets 


THE NOLAN COMPANY 





| finite adjustment in length up to the | 118-G Pennsylvania St., Bowerston, Ohio 
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® When you standardize on Pheoll fas- 
teners, you can unload much of the paper 
work, follow-up and other costly overhead 
that is required with so many lines. And as 
handling cost is slashed, your profits increase! 

With Pheoll, you are able to order ALL 
of your threaded fastener requirements from 
a single source. Obviously, this means fewer 
purchase orders and lower freight charges 
... both important items in determining 
actual profit. 

And further, Pheoll maintains the most ex- 
tensive stocks available anywhere ... backed 


ONLY PHI 
THIS EFINITE 


by mechanized order-handling procedures 
that assure speedy completion of every 
order. You get substantial savings through 
prompt deliveries, minimized back-orders, 
and less correspondence and time spent 
locating materials. 

Sales volume is another important factor 
affecting your profit picture. Distributors of 
Pheoll fasteners are finding a widespread 
and ready acceptance—stimulated by spar- 
kling national advertising in 23 magazines— 
and solidly based on Pheoli’s 50-year repu- 
tation for outstanding quality. 


OFFERS DISTRIBUTORS 
SALES POLICY 


Pheoll immediately refers inquiries and orders for 
packaged fasteners to qualified Pheot! distributors. 
This can mean additional sales and profits for you. 


No other full-line screw manufacturer offers such 
@ strong, clear-cut sales policy to industrial dis- 


tributors. 


SIMPLIFY YOUR 


OWN ORDERING AND STOCKING PROBLEMS 


mail this coupon for information on Pheoll's com 


plete fastener line 
PHEOLL MANUFACTURING COMPANY 
5700 ROOSEVELT ROAD, CHICAGO 50, ILLINCIS 


Please send information on your 


~ 
| 
| 


and bolts to: . 7 eter 











Tapping (Sheet Metal) Screws ded 
Screws @ Drive Screws © Machine, Lag and Camiage Bolts 
Brass Washers @ Nuts © And many other fastener types 
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SALESMEN DISCOVER NEW PROS- 
PECTS WITH TM ALLOY STEEL CHAIN 


™ Alloy Steel Chain was orig- 
inally designed and sold exclusively 
to the steel industry because of the 
increasing demands for stronger 
chain. Now this famous chain is 
available in sizes ranging from 4” 
to 144” inclusive and its applica- 
tion is growing broader everyday. 
TM Alloy Steel Chain’s popularity 
is due to its tremendous stamina 
and increased safety. Made from 


Taylor’s Special Analysis Alloy 


Steel, ithas twice the tensile strength 
and five to fifteen times the life of 
wrought iron chain. Complete and 
controlled heat-treatment elimi- 
nates the need for periodic anneal- 
ing—makes it highly resistant to 
grain growth and cold working at 
all temperatures. Its extreme hard- 
ness reduces wear. The result is 
lower chain costs for all types of 
industry —increased sales for jobbers! 
WriteS.G.Taylor Chain Company, 


Hammond, Indiana for details. 


BIG MARKET FOR - 


™ 


ALLOY STEEL 


CHAIN 


@ METAL FABRICATORS 

@ AUTOMOBILE MANUFACTURERS 
@ FOUNDRIES 

@ MACHINERY BUILDERS 

@ DIE SHOPS 

@ RAILROAD AND CAR SHOPS 

@ QUARRIES 

@ MINES 

@ STEEL MILLS 

@ OIL WELL DRILLING CONTRACTORS 


TaytOr Mao 


S. G. Taylor Chain Co. 
Dept. 6 Hammond, indiana 
Rush free catalog on TM Alloy Steel Chain. 


Name 


Address 
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full stroke of the unit by means of a 
positive stroke. The rapid return has a 
maximum rate of 4-in. per sec. 

Another outstanding feature claimed 
by the maker is the adjustability ratc 
of both rapid approach and return. 
The feed rate can be adjusted inf 
nitely from 0 to 180-in. per min. Also, 
built-in switches permit interlocking 
with other drill units or equipment. 

Delta Power Tool Div., Rockwe!! 
Mfg. Co., Pittsburgh, Pa 














Push Drill 


Magazine Handle 
Contains 4 Drill Points 


A new No. 46 Yankee-Handyman 
Push Drill has been announced hy the 
manufacturer. Said to be designed for 
quick a of small holes in wood or 
plastics, it has the Yankee chuck for 
insertion of drill points, and the maga 
zine handle of red plastic with black 
cap contains four drill points—#:, #:, 
és, and 42-in. sizes. 

The cap unscrews revealing drill 
points in fall view for easy selection. 
The overall length with drill point in 
chuck is 104-in. 

The maker adds that, during IRHA 
Hardware Week, they have offered 
their No. 46M Merchandiser contain- 
ing four of these new drills. This 
merchandiser is said to be a colorful, 
compact unit that points up drill util 
ity. 

North Bros. Mfg. Co., Philadelphia, 
Pa. 


Electrode 


For Arc Brazing Nickel 
Alloys, Cast & Malleable Iron 
An improved phosphor bronze elec- 


trode has been developed which is 
said to have advantageous features for 





On their 
way!... 


smoothly 
and 
profitably 


Thermoid Conveyor Belts 
cut materials handling costs 


Thermoid Conveyor Belts provide top performance regardless of 
operating conditions—oil, grease, severe flexing, shock loads, high 


abrasion or extreme heat. 


In the warehouse or on the production line, Thermoid Conveyor 
Belts handle materials of all kinds more efficiently and economically 
... give that extra margin of endurance that reduces maintenance 


and replacement costs—soon pay off in longer wear. 


Thermoid’s extensive line of conveyor belts can help increase your 
sales to all industries. And you can always count on the complete 
cooperation of Thermoid’s Sales Engineers. 


it will pay you to specify Thermoid. 


Belting * Transmission Belting 
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SAVY T AA 


INDUSTRIAL 


BRUSHES and BROOMS 
63 YEARS OF GOOD 
DISTRIBUTOR BUSINESS 


Good maintenance equipment is always in de- 
mand and the plant manager who specifies 
CAPITAL Industrial Brushes and Brooms is get- 





aviation plants, paper and textile mills, mines, 
public buildings, dairies, hotels, schools, ware- 
houses, garages, railroads, etc. We urge users 
to buy thru their local distributor. 





ting the best his money can buy. You can do as 
~j*™Y of our distributors have been doing over 
‘the year—supply this maint e equip 

that outperforms and outlasts all others. Good 
business is yours in metal working. power, and 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





When Purchasing Rope— 


“WATERPROOFED” 


ASK FOR 
THE ROPE 
WITH THE BLUE 
AND YELLOW 
MARKER 


Found on the outside 
of %” diameter and 
larger sizes and on 
the inside of all 
smaller sizes. 


THE EDWIN H. FITLER Co. 
PHILADELPHIA 24, PA. 


Sold by Industrial Distributors Everywhere 
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are brazing nickel alloys and cast and 
malleable iron; and for arc welding 
copper, bronze and brass. 

According to the manufacturer a 
pecial flux completely encircles each 
drop of metal as it leaves the electrode 
and provides “globular protection” un 
til it reaches the base metal and is 
deposited. Deposition rate is said to 
be high at all current settings, with 
minimum of splatter and maximum 
appearance and physical properties. 
Reverse polarity D. C. current only is 
used. 

Designated as No. 24, it is available 
in six standard sizes from #-in. up to 
and including 4-in. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y. 


Conveyor Idler 


Sealed 
Prelubricated 


A new type unit sealed, prelubri 
cated ‘Timken bearing belt conveyor 
idler, designed to operate for extended 
periods of time without relubrication, 
has been introduced. 

Designated Type “UST”, it is 
claimed that the new idler will save 
grease, save labor and save belts, duc 
to the prelubricated sealed units in 
corporating ‘Timken bearings and Gar 
lock Klozures. 

The unit bearing assemblies are 
said to provide an ample but not ex- 
cessive grease reservoir which elimi 
nates any migration of the greasc 
from upper to lower bearings on in 
clined rolls. ‘The manufacturer states 
that the lubricant is a top quality 
water repellent grease of a_ stable 
consistency with a wide temperature 
range for long life. ‘The unit bearing 
assemblies, “sealed unto themselves’’ 
are claimed to prolong belt life by 
prevention of grease migration through 
seals onto the belts. 

According to the maker, the idler 
is so designed that prior to lubricant 
reaching a point of deterioration the 
“UST” idler may be relubricated; or 
disassembled, cleaned, re-lubricated, 
and reassembled for another extended 
period of time. 

Industrial Division, Continental 
Gin Co., Birmingham, Alabama 








4 


Get more production with 


TOUGH « RUGGED - DURABLE 
GROUND FOR UNIFORM HARDNESS 


You'll find the Same 
Superior Qualities in 


r 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th siren Clevelond 14, Ohio | FLIFT AAI 
ee ee —— 2 + Som Francisco 5 + Los Angeles 58 jin’ Lit 


bisTaie TORS iveavwuare 
f. P. Barrys, Ltd., Londen W. 3, England u on gd tien 








You expect the best value from G-E fluorescent lamps 


Extra twist squeezes more 
light from G-E slimline lamps 


ES 


[he electron flow that lights a fluorescent lamp is started by a 

special chemical mix held on tungsten filaments at each end of the 
lamp. How long the lamp lasts depends in part on how long the 
chemical clings to the filament. In most lamps, the filament is 
twisted into a double coil, to hold a quantity of the mix in a firm grip. 
General Electric goes a step further by giving the double coil 

i third twist—making a triple coil. Used in G-E slimline and 
other instant-start fluorescent lamps, the triple coil, holds more 
mix, helds it more firmly. It gives extra light for your money 
because it makes the lamps last longer. It's another example 


of why you can expect the best value from G-E fluorescent lamps. 


dou eal ul your confidence in — 
/ 


GENERAL @@ ELECTRIC 
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These new-type T-J Reamers have interchangeable 
heads... quickly changed! Just one shank tor your 
customers to buy—use with wide range of heads 
from 4” to 23%%4”" inclusive, in 'j4’" increments... 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 

DISTRIBUTORS all advantages of standard, expensive reamer. 
Backed by T-J's 37 years of know-how as one of 


Your territory may still be open! oe . sha 
largest manufacturers of die sinking milling cutters. 


Send coupon or write today for 
details about profitable 
franchise opportunity. 


s 


Sa 


€ 


The Tomkins-Johnson Co 
Jackson, Mich 


Please send details about your distributor 
plan for T-J Reamers 


Nome 
Company 
Street 


City State 
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Work Clothes 


Color And Style 
Of Sport Clothes 


\ new line of Dyncl work clothes, 
aid to have color and style features 
of sports clothes, has been announced 
by the manufacturer 

The new clothing features swagger 
pockets and wide collars; natural and 
gray colors make the clothes suitable 
for street wear. ‘The maker states that 
this clothing is recommended for us¢ 
in chemical plants, canning factories, 
dairies, oil refineries, gas stations o1 
any plants where acids, oils or chemi 
cals are handled. The work clothes ar 
said to be sewed with thread as chemi 
cal resistant as the fabric. The com 
plete line includes shirts, trousers, cov 
cralls and laboratory coats 

American Allsafe Co., Inc., Buffalo, 
N.Y 











"and i 





om the/New Catalog Job/because 
We Want EVERY SALES BENEFIT” Hondles 2 Rolls 


Simultaneously 


Tape Dispenser 


\ new streamlined dispenser, trade 
marked “Scotch” brand double-coated 
tape dispenser Mode] M-71 has been 
announced. 

I'he new dispenser features a roller 
which automatically strips off the 


® Distributors from far and wide come to CUNEO time after tape’s protective liner as it is pulled 
from the roll. ‘The dispenser handles 


time for their catalog requirements. Here’s why—experience has ‘ither the N i] 
h them thot it to put each job in the hands of catal > neler lgper A en onctiggs Ain 
snown pays fo put e jo e hands of catalog phane or No. 400 paper backed 
experts. double-coated tape. 
When yours is a CUNEO built catalog you have—a catalog The manufacturer states that it is 
: 4 expected to find widespread use in 
that will work hard for you in a sales way—a catalog with excel- many places including industrial 
lent typography and arrangement—a catalog of highest quality plants = a variety of attaching, 
and with outstanding character and individuality. Your dollars mounting, splicing, and holding jobs. 


buy you every possible benefit. Che 94 pound gray dispenser meas 
ures 9-in. by 4-in. and stands 5-in. 


e Write, wire, or phone our Catalog Department— high. It accommedates 36 yard rolls 

DAly 8-5340. of double-coated tape in widths from 

}-in. to 2-in. The maker adds that 

the dispenser’s dual tape-holding 

drums permit it to handle two kinds 

of tape—one double-coated and one 

regular roll—simultaneously. It is 

pointed out that tape from each roll 
can be dispensed separately. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN Minnesota Mining & Manutfactur- 
i 
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CINCINNATI is the most complete line 
of grinders available anywhere. There's 
no match for their 50-year record of 
satisfactory service. They're backed by es. 
a quality story, told month after month 
he mois parte in top industrial , GRINDE 
magazines. This picture spells profits. Se 
Write today for Catalog 53-DE. =" 


6-INCH GRINDERS 

Here's a practical answer to the 
grinding needs of small shops and 
tool rooms. Ball bearings in dust- 
proof housings, locked to the 
shaft to provide end thrust and 
eliminate wear. Dependable %4 
and 4% H.P. motors. Toggle switch 
in motor base. Complete with 
grinding wheels, guards and rests. 


7 and 8-INCH GRINDERS 


Your customers can count on these 

grinders for ample production capacity and increased efficiency. Dust-proof 
housings for ball bearings and enclosed switches insure trouble-free opera- 
tion. Furnished with grinding wheels, guards and rests. 4 and % HP. 
motors for 7” size; 34 H.P. for 8” models. 


8 and 10-INCH GRINDERS 


For heavy-duty grinding of all 

kinds, plus buffing and polishing, 

CINCINNATI has the answer in 

ruggedly built 8” and 10” models. 12 and 14-INCH 

Dust-proof bali bearing housings, GRINDERS 

heavy nickel steel spindle, safety- ™ 

type adjustable wheel guards. Or ’ General purpose grinding of 

for dependable duty on lighter all kinds calls for CINCINNATI 

jobs, there's an exceptional value 12” and 14” models with 

oat 2A — — com> - emphasis on utility. Wheel 

with wheels, safety- . _— 
querds ond odjesteble ner guards are fully enclosed safety-type with hinged end covers, spark 
' breakers and exhaust connections—adjustable for wheel wear. Ball 

bearings are mounted in dust-proof housings; magnetic starter is 
standard equipment. Furnished with wheels, guards and grinding rests. 


ALL GRINDERS FURNISHED FOR 
BENCH OR PEDESTAL MOUNTING 


NCiINNATIH 8 OH IO 
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erson 


300 LB. 


AIR FURNACE 
MALLEABLE IRON 
AIR-TESTED 7008 P08 senaciesy re 198 LARGEST 


UNIONS ee nce st 


With the Precision Work 
RECESSED BRASS SEAT Designed for mounting small pre- 


cision work, a new rotary table has 
been introduced for use on a drill 
’ . > ‘ 
press, milling machine, shaper or sur A Milli S | 
How d you like to face grinder. According to the manu | ion ad esmen 
T t facturer accurately spacing drilled 
se your customers holes, indexing clutch teeth, milling x Ip Y P 4 
bh h circular grooves or ‘I-slots, machining to e ou US 
: ’ square and hexagon shapes are a few 4 MARSH Li 
wort while savings _—" the operations that can be per t e ine 


0 

















formed with this rotary table. When you go out to sell the Marsh line 


now and later? The precision ground work table there are plenty of salesmen working 
That's exactly what you can do when you measures 44-in. diameter and three with you. Every month over a million 


make “Jelierson” your source of supply ! are ' 2 ; ; i 
for Specialty Unions, because there are I'-slots are provided for clamping the Marsh eavestinements are going into 
which effect savings in the number work. ‘The table is rotated by worm every branch of industry where pres- 
of joints to be made up. .. . and there's é of  coller ond sure gauges, dial thermometers, heat. 
the exclusive Jefferson Recessed Brass geanng Nhaving a grac uated collar anc ing s ialties and refrigeration con- 


Seat that makes setting up of a true ball , > : 
~-P-yh- pF - A G4 ball crank. Each graduation indicates trols are used, telling the story of 


In addition, octagonal ends make it pos 1 table movement of 3 minutes and Marsh leadership. 


sib h. And 
AEA A HY Uy" one complete revolution of the ball And remember that these advertis- 


2000 ft to 2” and 1000¢ to 4”. Jet — ow ' a Dos . 

tessem Unions are of malleable ‘sea, pa crank turns the table degrees. A ing a <n he = 

tested before shipment. small knurled thumbscrew permits more forceful sales message of Mars 
performance — performance that has 


Obviously these are valuable sales » sencttins of raduated collat 
points to bring to your customers’ atten CaS y £ 0 1c PTACuAawted Ole m sos 

tion as is the name “Jetierson” which has to zero The edge of the table is WES Seen for Marsh products 
always stood for high quality and care b . ‘ as the instruments and specialties that 
free service. graduated 360 degrees and a clamping offer the most in accuracy, in stamina, 


Th ff 1 lud AAR : : : 

gad. female unions, Enduro 900%: a lever locks the table in any position in downright quality and — 
and Master 150% Unions. All-iron i.quipment includes eight work clamp Yes, it will pay you to know and 
seats are also available in all types. ar push the highly acceptable Marsh line 
Cash in now on the completeness t Bead Rothe Gea Mel of pressure gauges, dial thermometers, 
of Ge sotvonen fies ond ite repute- youth Bene athe, South Bend, steam traps, vents, packless valves and 
7 a Gay Ind other specialties... now broadened by 
the acquisition of the highly respected 
’ “Electrimatic” line of refrigeration 
Switch controls and solenoid valves, Ask for 

latest catalog and price data. 


ing bolts with nuts and washers 


For Positive Control MARSH INSTRUMENT CO. 
Of Heavy Current Sales Affiliate of JAS. P. MARSH CORPORATION 


. Dept. C., Skokie, ill. 
\ new 20-amp switch for control P ‘ . 


ling heavy leads in industrial and com 
mercial electrical service has been 
ulded to the maker's line. Known as _—~ 
\ the gauge 


Model 2020, it is said to be a universal 
-* e 
lever-operated pull switch with AC with th 


, d 

oo - quickest on 
"“ librator hat hos jn 
a What nfnishing 


JEFFERSON F = 
UNION CO. 


ative gouge: 
671 West 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. , | asides a OS reads 


49 Fletcher Ave., Lexington 73, Mass. "7 “~s DIAL THERMOMETERS 
* HEATING SPECIALTIES 
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Help for the Salesman 


The salesman or sales manager who book “The ABC's of Packing.” And 
wants to build his packing business the long, diversified R/M Packing line 
will get practical, down-to-earth help is promoted by consistent pin-point 
from Raybestos-Manhattan. R/M gives advertising in business papers and 
every authorized distributor a complete industrial magazines. If you want to sell 
promotion campaign. Every salesman packings instead of just stocking them, 
gets a copy of that unique little write or call us today. 














ALL R/M PACKINGS FOR MAINTENANCE 
PURPOSES ARE SOLD ONLY THROUGH 
R/M K-68" R/M Vee-Flex* R/M versi-pak*® R/™ Teflon Pack- AUTHORIZED R/M DISTRIBUTORS 


eoprene and Automatic sealing neral purpose ings .. For use 
asbestos sheet packing rings packing with chemicals 


PACKING S$ 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA, 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Crawfordsville, Ind.; Passaic, N.J.; Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Teflon Products « Asbestos Textiles © Industrial Rubber Products «+ Abrasive and Diemond Wheels « 
Rubber Covered Equipment « Brake Linings + Brake Blocks «+ Clutch Facings « Fan Belts © Radiator Hose «© Sintered Metal Products « Bowling Galis 
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COIPMBIAN VISES help 
build Galion Allsteel Dump 
Bodies and Galion Hydraulic 
Hoists ..... 


James Beck (left) of the Galion feature of every Galion Hy- 
engineering department disas- draulic Hoist. Looking on is 
sembles the famous precision Bruce Palm, Paint Corp. of 
pump which is an important America motor vehicle division. 


Galion Bodies and Hoists are used everywhere that bulk mate- 
rials must be moved. They are famous for their sound engineering. 
rugged construction and long, trouble-free operation. 


In The Galion Allsteel Body Company's 100,000 sq. ft. Galion, 
Ohio, plant . . . in branch plants at Mansfield and Cardington. 
Ohio, Columbian Vises play an important part in every operation. 
They are fitting tools for the skilled craftsmen whose fine work- 
manship has, since 1914, made Galion stand for the best in heavy 
duty bodies and hoists. : A-s08 


COLYMBIAN 
YY. CIE0 Wwe Columbian Vise & Mig. Co. 


crevetanwo a4, OnEUOD 


SLEDGE-TESTED 


Sal /)) fel distributors Clerypld Vere 
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and DC rating. It is claimed to be the 
smallest 20-amp, 125 volt pull chain 
switch made—1}-in. thick and 2-in 
wide—and will carry 2500 watts at 
125 volts. 

According to the manufacturer the 
switch has a single pole, multiple 
break, snap-action mechanism which 
breaks at 4 points simultaneously to 
reduce arcing. Designed for safe, posi 
tive control of heavy current applica- 
tions and control up to 2500 watts on 
heaters, motors, high-bay lighting, and 
fluorescent banks, it fits standard out 
let boxes. 

Model 2020 is available in brass, 
dark bronze and burnished nickel fin 
ishes. It has a brown molded phenolic 
case that can be removed for wiring 
by loosening a single mounted nut 

McGill Manufacturing Co., In 
Valparaiso, Ind 


oO 
t 


“V” Link Belting 


New Size And 
Identification System 














I'wo new features have been added 
to their line of “V” Link Belting, 
according to the manufacturer. ‘The 
first feature claimed is a new, com 
pletely simplified size and identifica 
tion system. All belts will now have 
the size symbol embossed on each 
rivet head, to eliminate the need for 
remembering or measuring belt sizes 
Chis is said to eliminate the possibil 
ity of errors in ordering; the user may 
order by the size symbol on the rivet 
head. 

I'he second feature is a new natural 
rubber compound said to greatly in 
crease the flexibility of each link, and 
do away with assembly difficulties. 
Links may be added or taken out by 
hand alone without using a screw 
driver or tool of any sort. ‘The maker 
adds that the present smooth, clean- 
cut finish provides greater surface con 
tact on ai. 

Brammer Corp., New York, N. Y. 








‘aa 


No Need to be always ‘‘On Guard” when 
you’re armed and protected by MORSE 


THE MORSE CODE keeps every Morse-Franchised Distributor well-armed and 
protected at every point .. . in representation, distribution, service, engineering 
co-operation in the field, solid backing by national advertising . . . and most of all, 
in unvarying product-quality. 

This protection enables every Morse-Franchised Distributor to keep always on 
the aggressive. And no distributor could ask for a more dependable competitive 
weapon. For example, take a good look at Morse’s new package deal in taps and 
dies . . . basic sets and conversion sets, either National Fine Thread or National 
Coarse Thread Series, in handsome steel cases . . . rew thinking that keeps Morse 
moving! Morse Twist Drjil & Machine Co., New Bedford, Mass. Warehouses 
in New York, Chicago, Detroit, Houston, San Francisco. 


THE MORSE CODE MEANS 100 DISTRIBUTOR PROTECTION 


..onal MORSE Cutting Tools 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job .. . by selling the 
correct bits, blades and cutters for each material and cutting speed 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


WRITE FOR CATALOG 
5205 WEST ARMSTRONG AVENUE . CHICAGO 30, U.S.A. 


oe 
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Sales Helps From Manufacturers 





Standard Pressed Steel Offers New Calculator 


Easy to read screw calculator has r 
Co 


SCREW CACULATOR-—To help en 
ginecers, and others to 
quickly select the correct sizes of 
socket screws, Standard Pressed Steel 
Co., Jenkintown, Pa., has brought out 
a new, easy-vision screw calculator. 

With it, all dimensions can | 
quickly obtained for a standard screw 
of given diameter. ‘Threads per inch 
and the proper tap drill size in the 
National Coarse and the National 
line Series, and the body drill and 
counter bore sizes are given for each 
diameter. 

Made of a plastic 
envelope guide and a sliding member, 
the calculator, handy for shirt or 
coat pocket, is six and a half inches 
long and three inches wid The 
manufacturer is encouraging the dis 
tribution of this device “to encourag« 
manufacturers to use standard rather 
than special fasteners” 

Che calculator gives all vital dimen 
sions on threaded items in the SPS 
line of Unbrako products. ‘That in 
cludes socket head cap screws, hollov 
set screws, flat head socket cap screws 
socket head shoulder screws and the 
new SPS button head cap screws. 

The dimensions of SPS  Dryvyseal 
thread pressure plugs can also be found 
with the calculator. Because pressure 
plugs are designated in pipe 
which cannot be measured directly, 
these measurable dimensions are a 
great aid in identifying such plugs. An- 
other feature is a listing of all drill sizes 
from No. 80 to one inch and their 
decimal equivalents 


spec ifiers 


wear-resistant 


$1Z¢S 


ently been brou 


Standard Pressed Steel 


it out br 





Holo-Krome Adopts 
Net Pricing Policy 





eousTRiAL ons 
= ot 
INDUSTRIAL CONSUMen 


AG G000 
mM Pacnnaes Ga» 


HOLO-KRo 
SOCKET Scaty ateeene 


Prpr/e 


ved vey — 











Ihe Holo-Krome Screw 
ied two booklets on the 
of their products 


Corp. has 
new net 


proce 


Net pricing has been introduced 
by ‘The Holo-Krome Screw Corp., 
Hartford, Conn., on this line of socket 
screw products. In adopting a policy 
of invoicing their industrial distribu 
tors at net prices, Holo-Krome ex 
pects that their distributors will, in 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 


turn, use the 
industrial consumers of the 
products, 

Holo-Krome’s net prices have been 
published in two booklets—one in 
tended for the use of industrial con 
sumers, the other to be used by the 
firm's own authorized industrial dis 
tributors Each booklet 
prices for all standard items in the 
Holo-Krome line and includes simple 
directions whereby the original list 
prices may be determined from those 
given. Industrial users who wish to 
obtain a copy of the new twenty page 
booklet available to socket 
SCTCW products, are con 
tact the Holo-Krome 
tributor in their area 


new system im imvoicing 
hrm s 


gives net 


users of 
idvised to 
authorized dis 


Stanley Offers 
‘‘Registered’’ Rule 





REGISTRATION CERTIFICATE 


When reqitered, this Wentey how Wey Extension 
Suis Me EDD6 will be ropteced free of charge if 


brentage exiurs throwgh norma! use ewhin Hires 


months of date of purchase 
stamiry too 
Dep 4226 


Mew Brite Cone 


REGISTRATION 
viv te svanmney 
[ 22063 | 


Cowes bgreiwe 


Dare of Purchase 


Ce ee! 











Certificate of Registration is supplied 
by Stanley ‘Tools with X226 extension 
rul 


l'ools, New Britain, Conn 


registra 


Stanley 
is now Offering an exclusive 
tion on their X226 four way extension 
When registered at 

will 

rule 
three 


green end rul 
the time of purchase, the rule 
be replaced free of charge if 
breaks in normal usage within 
months. 

The Certificate of Registration is 
found on the inside of a distinctive 
wrapper. The exterior of the wrapper 
also describes the uses and features of 
the rule. 

(Continued on next page) 





SELL 
PYRENE 


A name known to everyone 


When you sell Pyrene,* you have a distinct advantage. For 
Pyrene is the best-known, most respected name in the fire- 
extinguishing field. Pyrene makes extinguishers for every fire 
hazard and sells them through you industrial distributors 
because it knows that only you can serve industry properly. 
Furthermore, Pyrene backs you up with consistent advertising 
in Business Week and a long list of trade and industrial publi- 
cations. The ads tell your prospects to order through you. Ask 
for a Pyrene order on every call! *T.M. Reg. U.S. Pat. Off 


PRTINCL IME AS 


ee 


PYRENE MANUFACTURING COMPANY 


581 Belmont Avenue Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment Co, 
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GRINDING MACHINES-—Brown & 
Sharpe Mfg. Co., Providence, R. I., 
has issue two new bulletins on theu 
new Universal grinding machines. One 
bulletin provides complete specifica 
tions, illustrations, and new design fea 
tures on their new No. |] Universal 
grinding machine, and the other bulle- 
tin covers the new No. 2, 3, and 4 
machin 


MOTORS—U. S. Electrical Motors, 
Inc., Los Angeles, Calif., has published 
a full color, illustrated catalog on theit 
new totally-enclosed and explosion 
proot motors Bulletin No. 1784 in 
cludes complete specifications, typical 
installations and cut-away drawings de 
scribing these new motors, designated 


as Type SS 


ROLLER CHAIN—A 4-page catalog 
section has been issued by Browning 
Mfg. Co., Maysville, Ky. which com- 
pletely describes and illustrates their 
new line of roller chain and roller 
chain sprockets. Catalog CD-101-A 
gives specifications, prices and selling 
features of these products recenth 
added to Browning’s line of transmis 
sion cquipment 


TIMING RELAYS 























\ 16-page bulletin has been issued by 
Allen-Bradley Co. on their timing 
relays. 


Ihe Allen-Bradley Co., Milwaukee, 
Wisc., is offering a 16-page bulletin 
featuring its complete line of timing 
relays. 

Fluid dashpot, pneumatic, and elec- 
tronic timers are fully described. It 
also contains complete operation and 
engineering data. Applications are 
clearly stated. ‘Timers are shown in a 
wide variety of standard enclosures. A 
selector chart is provided along with 
suggestions on the various factors to 
consider in choosing a timing relay 
for a particular application. 





THE ORIGINATORS OF SHAFT-MOUNTED SPEED-REDUCTION DRIVES 


qannounce 
\\ / 


The New Speed Reducer 


Power at the Speed You Need 


You owe it to yourself to find out how and why SHAFT-KING is such 


tremendous advance over all other speed 


reducers. Write now for a copy 
of the new SHAFT-KING Catalog and you'll learn why gears are better 
and longer-lasting, bearings best for the particuiar job they do, oil seal- 
ing unique in its advantages and super-efficient in operation 

Ic will pay you to learn how SHAFT-KING increases profits by 
reducing down-time, operating costs, maintenance, housekeeping 
and investment 

American introduced the world’s first shaft-mounted speed 
reducer in 1940 and since then over 80,000 have been 
installed in every industry and on almost every type of 
machine. The New SHAFT-KING its the result of Ameri- 
can’s long experience and in-use testing, so you Can | 
be sure that it is the best Speed Reducer ever built 
in its range 

Write today for your free copy of the new 20-page 
SHAFT-KING Reduction Drive Catalog. No obliga- 
tion, of course. 


At the PROFIT End of the Machi 
~ ao “ oe The Cimerican Pilly Company 


4216 Wissahickon Ave., 


Power Transmission by Philadelphia 29, Pennsylvania. 


Gentlemen: 
E =] £ Cc | (0 Please send me a copy of your new SHAFT-KING Catalog today. 
[_] Send me the name of your local distributor. 
PU LL E Y Oo M PA NY (] We need help on a slow speed drive problem. 
Cc 


Other products: Wedg-Tite Sheaves »« Wedgbelts + Bockstops « 
Adjustable-Speed Drives + Econ-O-Matic Motor Bases « Stee! Conveyor Add, 
Pulleys « Hi-Torque Motor Pulleys + Solid and Split Shaft Collors « | ross 
Steel Split Pulleys [ City 


Name _ 


Firm Name__ 
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PUMPS—The Deming Co., Salem, 
Ohio, has issued a new 96-page cata 


For Unusual Applications, too— log containing illustrations and com 
plete data on the numerous types of 


UNIVERSAL industrial pumps which they manu 
facture. 
METAL HOSE "Identified as “Industrial Catalog | 


— adds flexibility, portability 52”, the contents include sectional 


and durability! and exterior views of the various types 
of units, together with selection tables 


and other data of interest to pump 
uscrs. 
Among the diversity of types of 


use “UMH” aluminum flexible tubing pumps featured are standard models 

for easy directional adjustment and of centrifugal pumps including single 

application of preheated air in dry- and two ball bearing, side suction 

ing plastic casts in fracture cases and types, ‘“Motor-Mount” types, portable 

in shock treatment. types, self-priming centrifugal pumps, 

Perhaps you have a specific prob- high pressure, vertical centrifugal 

edie ge myth megp hme pumps and split case centrifugal 
—give us the particulars and we will pumps. 

be glad to make recommendations Also featured are sump pumps, sew- 

no obligation, of course. age pumps, two stage side suction cen- 

trifugal pumps, centrifugal — latex 

pumps, vertical turbine pumps, con 

densation return units and hydraulic 

pressure test pumps. Other pumps in 

cluded are rotary pumps, oscillating 

force pumps, vertical piston pumps, 

Write for © horizontal triplex pumps, horizontal 

Catalog U-101 piston pumps, deep well reciprocating 


pumps, mince pumps, triplex pumps 
UNIVERSAL METAL HOSE CO. and related pump accessories 


2163 SOUTH KEDZIE AVE. * CHICAGO 23, ILLINOIS SAWS 


For example—the Electric-Aire dryers 


standardize on standard 


SOLID STEEL COLLARS 


New display board made available by 
American Saw & Mfg. Co., Springfield, 
Mass 


A new Lenox Hole Saw Display 
Your customers will appreciate the fast delivery you Board has been issued by American 
can give on these precision machined, beautifully Saw & Mfg. Co., Springfield, Mass. 
polished collars. They'll like the way the famous Self- The new display board, designed for 
Locking Unsrako Socket Set Screws keep them posi- counter use by distributors, shows the 
tioned on the shaft too. line of Lenox Hole Saws. Hole saws 
4%! stock sizes—for shefts from %%'' to 3” inclusive- are sct into the display board which 
are available for your shelves. Write for literature. can also be used as a window dis- 
SPS, Jenkintown 13, Pa play. 


SOCKET SCREWS-—Bulletin No. 

Ce Nfld (eae = A SIART FOR THE FUTURE DMS890 has been issued by The Bris- 

tol Co., Waterbury, Conn., and is de- 

HALLOWELL POWER TRANSMISSION DIVISION signed to be used as a mailing piece. 
I'he bulletin is illustrated and lists 

JENKINTOWN TIE PENNSYLVANIA =the qualifications of Bristol socket 
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vi bearer 


I 


Here’s how NEOPRENE’S performance 
can help you boost sales 


On your calls to chemical plants, highlight Neoprene’s top performance in products like 
your sales talk with products of neoprene. V-belts, gloves, hose, and protective cloth- 
For neoprene’s outstanding properties. . . ing is sure to please your customers .. . 
its resilience, durability, resistance to oil, paves the way to other sales. So, when a re- 
heat and most chemicals, give you hard- silient product is needed for long, rugged 
hitting selling points. service, recommend neoprene. 


PROTECTIVE CLOTHING coated with neoprene gives head-to-toe 
protection against fumes and accidental splashing of alkalis and 
acids. Neoprene’s ability to withstand contact with corrosive 
chemicals, grease, and oil means longer life for clothing, better 


protection for workers. 


GASKETS and PACK- 1 ‘@) | =| O 
ING of resilient neo- 

prene withstand heat, 

oil, steam, and most in- Oo O 
dustrial chemicals. Neo- é 


prene’slow compression 


set and good aging properties insure a tight, permanent seal on all 
types of equipment and fittings. 


PINCH VALVES of fabric impregnated with durable neoprene often 
outlast metal valves in lines carrying abrasive or corrosive materials. 
Flexible and tough, the neoprene coating resists most chemicals and 
ever-present grease and oil . . . stands up under frequent valve ad- 


6 ot oer OF 


justment. 


BETTER THINGS FOR BETTER LIVING 
FREE! THE NEOPRENE NOTEBOOK, Your customers +++ THROUGH CHEMISTRY 


read the Neoprene Notebook regularly. So don't 
miss the information it offers about new and inter 
esting applications of neoprene. If you're not getting 


it now, we'll be glad to send it to you. Write E. I 


du Pont de Nemours & Co. (Inc.), Rubber Chem 
The rubber made by Du Pont since 1932 


icals Division, ©-2. Wilmington 98, Delaware 
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with the 


SPROUT - WALDRON 


“Blue Face” Line 


Because of their widespread use 
and recognition by American indus- 
try, Sprout-Waldron’s “Blue Face” 
Pulleys are a fast-moving distribu- 


tor’s item. 


Whether your needs are for wide 
face belt conveyor pulleys, Belt-Saver 
pulleys, or standard power trans- 
mission pulleys — at Sprout-Waldron 
you'll find a wide selection of sturdy 
cast iron “Blue Face” pulley types 
and sizes to choose from. 


You can very profitably make 
Sprout-Waldron your Pulley Head- 
quarters. Write today for your copy 
of our 16 page Bulletin 33 which con- 
tains information and prices on the 
complete “Blue Face” line. Sprout- 
Waldron & Company, Inc., 3 Logan 
Street, Muncy, Pennsylvania. 





CAST IRON PULLEYS 


Sz SPROUT- WALDRON 
4 a 


SINCE 1866 
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screws and their applications. In- 
cluded in the mailing piece is a re- 
turn post card which the customer can 
use to order samples. “Buy Through 
Your Mill Supply Distributor” is a 
prominent line in the copy of this 
new bulletin 


PUMPS—The Deming Co., Salem 
Ohio, has issued a new bulletin on 
their line of sewage pumps 

Designated as Bulletin No. 7600, 
the new bulletin illustrates and d 
scribes the new line of vertical sewag« 
pumps with dimensions and specifi 
cations 


DEMONSTRATOR 





° 











Wooden display chest of magnetic bas 
inits and accessories has been intro- 


duced by Cullen Mfg. Co 


Cullen Manufacturing Co., Racine, 
Wisc., has introduced a wooden, flock 
lined display chest of the Erick Magna 
Holder line of magnetic base units and 
ICCCSSOTICS 

Ihe chest has a metal plate on the 
lid which permits demonstration of 
the units at point of sale. It contains 
3 model holders which have 50 pound 
pull permanent Annico magnetic 
bases 

Accessories in the chest that can be 
used with the models are Plexiglass 
safety shields, and a fine precision 
ground, double lense, four power mag 
nifving glass. 


LIGHTING—The latest of a series 
of “See Better—Work Better’ bulle- 
tins, designed to promote improved 
lighting in industrial plants, has been 
published by General Electric Co., 
Lamp Div., Cleveland, Ohio 
Bulletin No. 8, an S-page illustrated 
publication in full color, describes 
what it calls the “revolution in indus 
trial lighting’. This revolution, it 
states, is based on the concept of bal- 
anced brightness, as well as sufficient 
light, over the work area. Benefits are 





These new, easy-to-use 


a ts a 5 eae The first hint of 
s 


a 


¢ : 
: _ssana 4 ~ a 
ols Ville. : *y Fel pressure against 
& 


have hundreds of uses a 


Heavily 


Advertised! 


Hard selling, 
“reason why” 
advertisements 
in these leading 
metalworking 
magazines are 
telling your 
customers all 
obout Allied 
Swivel Shoes! 
And, telling them 
to buy from you! 


° ” ft to the surface 
in every shop! 


workpiece stops 
this precision-fitted 
swivel shoe, per- 


mitting screw to be 


without damage 





Wherever parts or tools must be held 
rigid without marring the surface! 


Your customers will be asking for these clever, new cost- 
cutters! Strong selling advertisements in leading metal- 
working magazines are telling them how Allied Swivel 
Shoes hold parts or tools tighter without marring or goug- 
ing the surface. How their use results in more parts per 
hour; bigger profits! How they are hardened for long life; 
can be used on job after job! Telling them that the cost of 
mass-produced Allied Swivel Shoes is low... only a fraction 
of what it is now costing them to machine special shoes on 
the job. But, most important, telling them to buy Allied 
Swivel Shoes from you, the industrial distributor. 


Cash in on this promotion by putting Allied Swivel 
Shoes on your shelf now! Complete dealer informa- 
tion will be sent promptly. Write today to: Sales 
Division, Allied Air Parts, 662 North Robertson Boule- 
vard, Los Angeles 46, California. 


Allied Swivel Shoes 
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>>D>>> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


b 


Fast Sellers Proven Re Pa 


peaters! Your customers 
and prospects know that Key 8 
Pipe Sealing Compounds seal 


For sealing 





joints positively ye! are 
easily opened do not pipe joints 

freeze in the joints. Product carrying water, 
superiority backed by 36 gas, low pressure 


years of leadership in the 





field make these Key prod 
ucts ao dependable source of 
sales ond profits for you! 





Good Door Openers, Too! 
Steady national advertising, For sealing 
dealer helps and continuous lines carrying 
sampling program build uni oils and high 
versal demand actually pressure 

make openings for sales to steam. 


many new customers for you 








WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 





listed as better workmanship, faster 
output, reduced spoilage, fewer ac 
cidents, and improved employee mor 
ale 

Headings of the bulletin’s varicu 
ections ar Here What Is Hap 
pening to Industrial Lighting,” “New 
hiram Lighting lixtures,”” “Comfort 
ible Working Environments Pay Off,” 

Another Look at the New Look,” 

Phe Revolution Applies to All Plant 
\r i ind The Rol ot Cc | hp 


SELL Reseach 


END MILLS Super lool Co,. De 

. troit, Mich. has issued a new bulletin 

PMCS NYT cititled “Super Carbide Pind Mills” 

This +-page bulletin, designated a 

No. 129, illustrates and describes their 

new line of three flute center cutting 
tvpe carbide end mill 


For milling, slitting and gang 
saw .setups, shimming el aela) 


and bearings. Sets in 20 diam 

eters % to 4 19 gradu GEAR LAPPERS—A fou page illus 
Ss eo o 993.5 scril ’ 

ated thic knesses trated bulletin NX ) } cle Tiong 

external lappers for lapping external 

special over é : gears from 4-in. to 20-in. diameter 1 

without now available from Michigan ‘Tool 


Co., Detroit, Mich 


a ehilelalslib ame leh .laibicts MiMi Aelel = i 
1¢ 


with keywoays, shims 


bulletin gives descriptions and 
papers specifications for the Model 993 Uni 
versal Duplex Lapper that can be used 
to lap mating gears together, one gear 
with two laps, or two gears on a cluster 


332 Midland Ave. « Detroit 3, Mich. with one lap each. Similar information 
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given for the Model 995 two-lap 
gear lapper for high production lapping 
of moderate and small size gears 
i lose up VICW how lapping ope Ta 


tions on herringbone and helical gear 


ROTARY TOOLS 


A complete catalog has been released 
by M. A. Ford Mfg. Co., Inc., covering 


their line of rotary tools 


Vhe publication of a new catalog has 
been announced by M. A. Ford Mfg 
Co., Davenport, lowa. The new cata 
log shows illustrations and gives speci 
fications on 363 shapes and sizes of 
high speed steel rotary files, ground 
cutters, countersinks, rasps, carbide 
cutters, end mills and grinding burs 
Three new items are shown for the 
first time; the Ford “Standard” chat 
terless countersink; a solid carbide end 
mill, available in 10 different sets of 
dimensions; and a solid carbide grind 
ing bur in cight dimensions. 

lord's original eight tools, plus their 
wide range of high speed steel ground 
cutters, rotary files, jewelers files and 
utters, rotary rasps, carbide rotary 
tools, miniature cutters and six carbide 
and high speed steel sets are shown in 
detail 

Other features of the catalog, which 
IS printed in two colors on fine ha 
hine-finish offset book paper, include 
1 “grade of cut” chart and a chart 
howing recommended operating 
peed for both rotary files and ground 
cutters. All tools are shown im_ the 
tocked grade of cut, but other grades 
of cut are available. Ford regrinding 
ervice is prominently featured 


MATERIALS HANDLING A. new 
bulletin available from The Yale & 
lowne Mfg. Co., Philadelphia, Pa 
describes the Pak-Loader system for 
handling materials mm unit loads with 
out the use of pallets 

Bulletin P-1173-A contains 4 page 
of pictures illustrating how the Pak 
Loader handles all kinds of job with 


out manual aid 





‘ 





ONE AFTER ANOTHER 


what was long good in one section of 
American Industry is good the country 


For years considered the best in a lim- 
ited territory, AMPCO quality Drills 
and Reamers are now becoming favor- 
ites in an ever widening circle of friends. 
Now, from coast to coast, GTD-AMPCO 
Drills and Reamers are proving that 


over. 

Yes, one drilling or reaming job after 
another is going GTD-AMPCO. 

Get the best, specify GTD-AMPCO 


AMPCO TWIST DRILL DIVISION 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASS 








You'll attain a new high in lamp 
volume and profit when you take on 
Champion Lamps. You'll also 


leave behind all the red tape, inventory 





reports and consignment detail. 
Champion Lamps are sold on 


a straightforward, outright basis. 


Champion quality never lets you 
down gives you the steady repeat 
business that makes lamps such 


a good leader. 








Champion Lamps are easy to sell, 
| : ye 
profitable to sell. Ask us to give you \ y 


the complete Champion story. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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before you say: 








with LAMSON 


Next time you have a call for a standard 
fastener product you don't stock, check 
Lamson before you turn down the order. 
For Lamson & Sessions manufactures one of the 
most complete lines of fasteners put out by any 
manufacturer. Chances are we can fill your needs and 


make you a profit you might otherwise have lost. 


Listed above are most of the fasteners in the Lamson 
Line. Keep the list hawdy and call us when we 


can be of service. 


The LAMSON é& SESSIONS Co. 
1971 West 85th St. « Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio + Birmingham: «+ Chicago 
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BUFFALO 


YOU. % Over 200 Sizes %& 35 Widths 
% 7 Thicknesses — IN SOLID-WOVEN COTTON BELTS 


Don't be satisfied with a skinny little belt line that makes you PASS UP 
SALES because you can’t deliver the right size, width or proper ply. Or, 
maybe your customer needs a TREATED belt and you can't fill the bill 
Has this ever happe ned to you? 

IF SO ask yourself this question: “If we're going to handle Conveyor 

Belts, why don't we fill out our line with 

— eZ BUFFALO BELTS, one of the biggest 
Flua lines of solid-woven cotton conveyor belts 

in the world?” We don't make EVERY 

6 SPECIALLY- kind of belt, but we do have a size, a 

TREATED BELTS width, a ply or a specially TREATED 

PLASTEX COATED Buffalo Belt for practically any conveying 

LATEX IMPREGNATED job you can name. 

Im ys = Buffalo Belts have tremendous sales 
GLAZED BELTING appeal! MADE TOUGHER from the 
RUBBER FILLED & COVERED sturdiest cotton yarn and WOVEN 
TIGHTER by our exclusive WOV-IN. 

AND WEAR Process, they naturally LAST 

WE ALSO OFFER A LONGER and build sure-fire REPEAT 

COMPLETE LINE OF sales! 

STITCHED CANVAS . J 

CONVEYOR BELTS nile Joday 


on your letterhead for 
ovr catalog and price list 








° 


BUFFALO WEAVING & BELTING ae 


209 CHANDLER STREET BUFFALO 7, NEW YORK 


NEW YORK PHILADELPHIA CHICAGO Oerrorr LOS ANGELES 
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STEAM TRAPS—“Please Pass _ the 
Condensate” is a new 20-minute color 
and sound motion picture prepared by 
the Yarnall-Waring Co., Philadelphia, 
Pa., on the subject of up-to-date steam 
| trapping for more production. 

It portrays the operation, selection, 
application and maintenance of steam 
| traps—all with the ultimate aim of get 

ting more production from steam 
| heated equipment through reduced 
| heat-up time and hotter operating 
temperature, as well as _ shortened 
| down-time for repairs and cleaning. 
Ihe first public showing of this film 
was at the National Power and Me 
chanical Engineering Exposition in 
New York’s Grand Central Palace 
carly in December. It is now available 
for showing to engineering and plant 
groups. 





RECORDS—A seven point service 
| for placing records permanently on 
| microfilm is outlined in a recently pub 
| lished booklet by the Business Ser 
vices Dept., Remington Rand Inc., 
New York, N. Y. 

The booklet describes this service 
which provides an analysis of records 
| to determine which ones should be 
| filmed. These records are then pre 
pared for microfilming. The actual 
filming is done by experienced opera 
tors, and is certified for authenticity 
lilms are indexed by the Microdex 
system for casy record finding. The 
final step indexes the Film-a-record 
cartons for filing efficiency 


DRILL KITS 














Fixmaster kits have been introduced by 
Cummins-Chicago Corp., Chicago, III 


An entire new line of Fixmaster 
| kits, featuring 4-in. drills with Perm- 
Align gearing, is being offered by Cum- 
mins-CLicago Corp., Chicago, III. 
The complete line consists of eight 
Fixmaster Kits designated as Nos. 
| 3802, 3803, 3804, 3805, 3806, 3807, 
| 3822, 3823. The kits have been 
planned to provide a buyer with a com 
| plete, balanced, well rounded utility 
package. As an example, the 3802 drill 
kit contains the following items: 1 
Cummins 3801 Perm-Align 4-in. cap 











... from one source of supply 


You increase the efficiency and economy of your operation when you 
handle the complete Williams line. Details of ordering are simplified and 


reduced Duplication of paper work is eliminated. Williams representatives 


can be of more value to you And you pain additional sales advantages 


Williams tools have industry-wide acceptance backed by the known 
integrity of the Williams company and our distributors. From this complete 
related line, you can supply practically every tool requirement of your 
customers. What's more, the performance of these tools opens the door 


to new as well as increased repeat business 
Promote the complete Williams line on 


call, It pays. 


J. H. WILLIAMS & CO. 


478 Vulcan Street Buffalo 7, N. Y. 
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TODAY'S 
TOP VALUE 


and a 


Pace-Setting 
Demand 


Model J pictured, 10° «x 18” Capac 
ity, available as a wet or dry cut 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10° 
capacity, shown below 


Are You, Too, Handling 
This Maximum-Profit Line of 


JOHNSON 


You'll do better when you sell 
Johnson Band Saws. Their 
many advantages afford them 
a great and growing demand 
Advertisements in industrial 
magazines constantly tell their 
story to users everywhere. Ex 
tra capacity, speed, accuracy 
and versatility are factors that 
have put Johnson Saws out in 
front and kept them there. So 
start now to step up your 
volume, your profits with this 
outstanding line. Write today 
and get the details. 


METAL 
CUT-OFF 


BAND SAWS 


Model B 


SELECTED DEALERS 
SELL JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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ity dnll (115 volt A. C. current, 
1800 r.p.m.); 1 Hand-Tite chuck; 1] 
bench stand; 1 metal case; 9 coarse 
t-in. sanding discs; 9 fine 4-in. sanding 
discs; | sanding disc pattern; | lambs 
wool 43-in. polishing bonnet; | rubber 
+-in. backing pad; | paint mixer rod; 
3 carbon steel twist drills for wood or 
metal w, &, J-in.), and a 3-piece 


irbor set 


LINK BEL 





2 


ss ~ cae” ¢ 


a 











\ new lf pag Book No 2 43 on steel 
link belt has been issued by Link-Belt 
Co 


Describing all 22 stock sizes of steel 
link-belt, a new 16-page Book No 
2403 has been released by Link Belt 
Co., Chicago, Il. 

The booklet shows in approximately 
actual size all 22 stock link sizes and 
shapes, together with 14 basic styles 
of attachments. Detailed specifications 
ire given for all chains and attach 
ments 

Also shown is the Link-Belt chain 
detacher which facilitates detaching 
and assembly of steel link-belt. 


STEEL TUBES—Globe Steel ‘Tubes 
Co., Milwaukee, Wisc., has published 
i new 12-page general catalog on their 
line of seamless and mechanical steel 
tubes, seamless and welded stainles 
steel tubes, and stainless and carbon 
stecl welding fittings. 

Designated as Bulletin 103-Z it con 
tains photographs, drawings, specifica 
tions, and selection and application 
data 





SOUTH GETS MORE 


Lightning strikes oftener in the South 
than in the North, Electrical World, 
McGraw-Hill publication, reports. It 
strikes an average of 43 times a 
square mile per thunderstorm day in 
the southern U.S., but averages only 
28 times in the North. 














Advertising 
that 


opens 


... another plus for NYB&P Distributors 


Real merchandising help at the local dis- 
tributor level as well as in national trade 
papers is just one part of NYB&P policy, 
which includes selling to industrial users 


through established distributors with pro- 


eeeeeoe, 
ry yTinc - — 





tected territories. Naturally, the coveted 
NYB&P franchise is granted only to top- 
notch distributors with proved sales and 
service facilities and abilities. 

The complete quality line of NY B&D Industrial Rubber 


Products includes Doacer Transmission and Convevor Belting, 


Hose and Packing—for all industrial purposes and 


ry, 3 Gilmer V-BELTS and ““TIMING’’ BELT DRIVES 


‘aw Ad 
NYR Al NEW YORK BELTING & PACKING CO. 1 ware st, pasaic v1 


J America’s Oldest Manufacturer of Industrial Rubber Products 
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ie. 
BETTER SEEING TOOLS FOR INDUSTRY 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


MODEL 3267-H-174 
Overall length 32%”. 
Three instantly adjust- 
able joints. Flat oblong 
base for machine screw 
mounting. 


Directs Light 
Exactly where Needed 
as Easily as Pointing 
Your Finger $6 12 EACH in pkg. of 6 
e Single Units $7.65 ea. 
Rugged Construction withstands vibration and rough 
handling 
Instantly Adjustable with flexible ball and socket joints 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 


WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use 


THE FOSTORIA PRESSED 
STEEL CORPORATION 
for Light ON the Job FOSTORIA, OHIO 


Localites are available through electrical 


wholesalers everywhere 


INGED PLATEG 


BELT FASTENER No. 5 


for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Iilinois 
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~ OBITUARIES 





Richard Alcott, 
Riechman-Crosby Co. 


Richard Alcott, executive vice presi 
dent of ‘The Riechman-Crosby Co., 
Memphis, ‘Tenn., and past president 
of the Southern Industrial Distribu 
tors Association, died suddenly in 
Memphis December 21 

He had been attending the funeral 
of Jack Penacost, Riechman-Crosby 
sales representative, as pallbearer, and 
suffered a stroke that might. 

Mr. Alcott served as president of 
the Southern Association in 1948. 
Previously he had been first and 
second vice president, and a member 
of the executive committee since 
1945. 

Ile was also past vice president of 
the National Oil Mill & Machinery 
Manufacturers and Supply Associa 
fon 

He had been connected with Riech 
man-Crosby for 44 years. He joined 
the firm’s warchouse staff when he 
first came to Memphis from St. Louis 
to find a job, in his late teens. After 
two weeks on the payroll, he was 
transferred to outside sales, covering 
Arkansas and north Louisiana. 

In 1921 he became territorial sales 
manager, and in 1928, vice president 
and general sales manager. 

He was for many years finance chair 
man of the Tri-State Oil Mill Super- 
intendents Association. 

He was a director of Memphis Boys 
Town and a member of the Calvary 
Lovalty League and the Al Chymia 
Shrine Temple 

He is survived by his wife, his son, 
Harry Alcott, of Greenville, Miss.; his 
daughter, Baroness Gustav Wedell, of 
Bronxville, N. Y.; and four grandchil 
dren 


Anthony Speich, 


Buffalo Belting Works 


Anthony Speich, 85, owner and 
operator for 45 years of the Buffalo 
Belting Works, Buffalo, N. Y., died 
December 29 

He started his career in Buffalo as 
an apprentice for R. Hofheld & Co., 
later moving to Syracuse as manager 
of another belting company. He re 
turned to Buffalo in 1898 and pur 
chased Buffalo Belting Works, suc 
cessor to R, Hofheld. 

He sold the business and retired in 


1945 





STANDARDIZE WITH STANDARD 


. The line is complete. 
2. Specified and used by industry since 1881. 
3. Advertised in leading technical magazines. 
4. Sales making promotion material is supplied to distributors. 
5. Complete stecks are maintained in six strategic locations. 


STANDARD SHIELD BRAND TOOLS are a good line to represent. 


3950 CHESTER AVENUE 
aynd4 


STANDARD [OOL ([0. Zieverano ' ono [ER 


New York « Detroit + Chicago « Dallas + San Francisco 
THE STANDARD LINE: Twist Drills « Reamers « Taps + Dies + Milling Cutters + End Mills + Hobs + Counterbores + Special Tools 
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-the BRAIDED CONSTRUCTION OF 


Tuffy s.incs 
PREVENTS DAMAGE 


Only Tuffy gives you the 9 part machine a. 
braided wire fabric construction that (1) ave 
actively fights off knots and kinks, yet (2) ‘ 
stands up longer if such stresses of distor 


tion occur. These two extra Tuffy advan- 
tages assure you of longer sling service 
that can help you save up to 40% on 
sling costs. 

FREE Sling Sample: Test Tuffy your- 
self! Get your 3-ft. sample. Then, knot it 
—kink it if you can—put it to the test. See 
how readily Tuffy straightens out — with- 
out damage! 

FREE Sling Handbook! New! Complete! 
Only handbook of its kind in the braided 
sling field. Factual, useful data, graph- 
ically illustrated to help you cut sling 


costs. 


Wire Kone. Corporation 


~) / In Wire Rope and Braided Wire Fabric 
2236 Manchester Ave., Kansas City 3, Mo. 
(] Send FREE Tuffy Sling Handbook and Rigger’s Manual 
() Have my Union Wire Rope Fieldman deliver to me FREE 
a 3-Ft. sample Tuffy Sling 


Firm Name 
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W. E. Byrne 


W. E. Byrne, 
Simonds Abrasive 


W. I. Byrne, 55, Midwest district 
manager of Simonds Abrasive Co., 
Philadelphia, died December 27 in 
Chicago 

Ile had been active for many years 
in the grinding wheel and abrasive 
industry in the Chicago area 


Clifton G. Bigwood, 
L. S. Starrett Co. 


Clifton G. Bigwood, vice president 
in charge of operations and director 
of ‘The L. S. Starrett Co., Athol, 
Mass., died suddenly December 8. 

Mr. Bigwood had been with the 
company 36 years. Starting in the 
tool and machine room, he rose suc 
cessively through the posts of meth 
ods engineer, assistant superintendent, 
and assistant vice president until his 
recent election as vice president in 
charge of operations. 

He was a member of the North 
Central Massachusetts Chapter of the 
American Society of Tool Engincers 
and former member of the Athol 
Housing Authority and Advisory 
Board. He was active in Masonry. 


Samuel H. Pooley, 
Pooley Belting Co. 


Samuel H. Pooley, 79, a partner in 
the S. H. Pooley Belting Co., Buf- 
falo, N. Y., died suddenly December 


ed 


Ile had been associated for many 
vears with the J. A. Webb Belting 
Co., also in Buffalo, serving as vice 
president and treasurer of the firm. 
Ile founded the S. H. Pooley Belting 
Co. in 1932, in partnership with his 
daughter, Mary E. Pooley. 

Ile is survived by his wife and a 
son as well as his daughter. 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .OO1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 


“THE TOOLS IN THE PLAID BOX” 
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REPUBLIC DRILL AN 


p TOOL COMPANY 


DISTRIBUTOR POLIC 


T DUSTRIAL SUPPLY DISTRIBUTOR 

has n accepted by industry o% 

the most economical and efficient source 

of supply for its cutting tool requirements. 
nize the importance of this 

function an ‘ nvinced that 

ou 

ing ovr pro 

tributors, We 

firmly pledge ourselves 

Distributor Policy: 


] We will advise our Authorized Dis- 
* tributors of 3 inquiries and ofr- 
ders receive d directly from consume rs 
in their territories suget st to 
such prospects and « ustomers that they 
order oul products through our local 


Authorized Distributor. 


We will not sell directly to con- 
sumers except in those tew cases 
where the consumer insists upon buy 


ing directly from tool manufacturers. 
In all suc h instances, Wf will cooperate 
with our local Authoriz¢ d Distributor 


in his effort to obtain such business * 


We will not authorize more than 
* one Republic tributer 19 any 
given market unless more than one Dis 
tributor is require dto ade quate ly serve 


the consumers in the area. Furthermore, 


/ 
I\ 


REPUBLIC. 


FACTORIES: cHICAGO—322 sOUTH GREEN STREET 


irvistONn oF 


Los ANGELES—1320 SA 


the drill manufacturers On on overall count 
business is being done through industri 


DRILL AND TOOL 


AVILOSEN roots & MACHINES, IN 


7 
NTA 


we will not 4 ‘ Ww dis- 
tributor without consulting with the 
established Authorized Distributor in 
the area. 


We 
support 
forts of our 
staff of fact aine 


will at all times adequately 
. sales and service ef- 
tors with an ample 

Sales and Service 


Engineers. 


5 Republic catalogs, sales and en- 
gineering data, and other sales 
promotional aids will be supplied in 
generous quantity to Authorized Dis- 


tributors and their ¢ ustomers. 


6 We will maintain three strategi- 
* cally lo« ated factories (New Y ork- 
Chicago-Los Angeles) to enable our 
Author17¢ d Distributors to give better 
service tO their customers. 


7 We will maintain adequate inven- 
tories of our tools in all important 


consuming centers. 


8 Wew il] continue the extensive Fe 

search program which has enabled 
us to introduce several industry “firsts,” 
including 5“ h exclusive items as “All- 
Flute” Shankless Type, Roll-l orged 
‘Taper Shank and Dura- Temp (ground- 
from-the solid) drills. 


#% Our records show that, in many important consuming centers 100% of ovr business is done 
through industrial Supply Distributors in a few ared, such os Detroit, the percentage of 
distributor volume is lower due to certan large Consumers insisting OF dealing direct with 
ry-wide basis, about 95% of ovr civilian 


‘COMPANY 


TE STREET 


al Supply Distributors. 


NEW yorK—96 LAFAYET 
A AVENUE 





Mrs. Philip Allen, 


a 
Providence, R. I. 
Mrs. Helen Slater Allen, 79, widow f) [| § [ | pe S 
of Philip Allen, who was president of 


Allen & Reed Co., Providence, until 
his death in 1951, died December 11 
in Warwick, R. I 

A noted pianist and horsewoman, 
she was a founder of Rhode Island's 
Agawam Hunt. She was also a 
founder of the Providence Lving-in 
Hospital. 

She is survived by her two sons, 
William S. Allen, president of Allen 
& Reed, and Commodore Philip Allen, 
Jr., USN; a daughter, Mrs. Monterey 
Lehman Holst; a brother, Alfred 
Slater Reed; a sister, Elizabeth Ives 
Reed, and six grandchildren 


Chester O. Barnes, 
Harnischfeger Corp. 


Chester O. Barnes, sales manager of 
Harnischfeger Corp.’s Hoist Division, 
died of a heart attack December 17 
in Milwaukce 
Mr. Bames joined the Electrical 
Department of P. & HI. in 1941. He 
later became a sales engincer in the 
Welder Division, transferring later to , 
the Milwaukee sales office. Because these mighty mutes 
In 1945 he became supervisor of 
welder sales in the Pittsburgh terri of right angle drives—with 
tory. He was made Hoist Division ’ 
sales manager in 1951. the capacity of units many 


Hardened gears 
Antifriction bearings 
Flanged end mountings 
3 bolt side mounting 


Internal pilot on mount- 
ing end 
Space saving design 


times their size — solve 
many power transmission 
M. Homer Forster, Lubrication for life 


John M. Forster Co. Ratio of 1:1 in 1/3 bp 
M. Homer Forster, 74, for many because they feature: and | hp at 1800 rpm 


problems. It likes them, too, 


vears vice president of the John M 
Forster Co., Rochester, N. Y., indus- 


trial distributor, died December 26 in 
a Rochester hospital ANG 
Mr. Forster retired as vice president DISTRIBUTORS LIKE atu /P 
three vears ago. His father, the late 


John M. Forster, founded the com 
pany in 1905 





Because they are easy to sell, have wide industry accept- 


\ son survives ance, are profitable to handle. A few choice territories 


are still available. Write for information. 


Herbert E. Sawyer, 
Maewhyte Co. 


Herbert E. Sawver, 74, a director 
of Macwhyte Co., Kenosha, Wis., 
wire rope manufacturer, died Decem- ACCESSORIES CORPORATION 
ber 28 at his home in Hollywood, Fa. 

With the company 30 vears, he 1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
joined it as treasurer in 1922. He 
recently retired from active manage 
ment as vice president and treasurer 
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ome, 


PRICED TO SELL FAST 
HYDRAULIC 


OPEN THROAT PORTABLE 


PEDESTAL PRESS 
omy 199 


EVERY SHOP CAN USE ONE... 
s) 6B ke") BIG PLANTS CAN USE SEVERAL 


| sh 
Every buyer is a salesman... just get 
a couple units in use and see how fast 
the news spreads. The price for this 
amazingly efficient Portable Pedestal Press 
with its 17'¢ Ton Power-Twin Hy- 
draulic Ram is unbelievably low. It’s no 
job to demonstrate how it pays for itself 
quickly in time, tools and money saved. 


You don’t have to sell many units 

to build up a big sales volume 

Each sale means a sizeable commission. 

It's another member of the big 
profit OTC line 























PRACTICAL 
will find these units invaluable for hundreds of 


every repair and maintenance shop 


tough jobs for pressing bearings, bushings, 
collars, pins, shafts, for bending, straightening, 
compressing, spreading, etc 
PORTABLE can be easily moved from job to job 
or located near permanent equipment 
less than 200 pounds 
STRONG will handle 95% of all pulling or 
installing jobs 
COMPACT . Base is only 20” x 21 
from top or press plate to floor 
throat is 7'2° deep, 6 wide, 10‘ 
between uprights, 11) from Ram to press plate 
with almost unlimited vertical adjustment 
VERSATILE . POWER-TWIN Hydraulic Unit 
may easily and quickly be detached for field 
service or other pulling jobs 
INEXPENSIVE 


ton for ton 


weighs 








-34'" 
Press plate 
clearance 


. dollar for dollar 

the lowest priced, most 

rugged and efficient Hydraulic 
Press on the market 


TAKE ADVANTAGE OF THE WONDERFUL 
SALES OPPORTUNITY IN THE OTC 

172 TON HYDRAULIC OPEN THROAT 
PORTABLE PEDESTAL PRESS 


TOOL COMPANY 


OWATONNA, MINNESOTA 


OWATONNA 


373 CEDAR STREET 


j 


eee 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 


FROM THE 


ox FILES 


25 YEARS AGO 


Walworth Co. sold its branches im 
Buffalo, N. Y.. and Erie, Pa., to 
\\ A. Case & Son Mfg Co 


he Black & Decker Mfg Co. ac 
quired the Van Dorn Electric ‘Tool 
Co., Cleveland 


lhe N. D Phelps Co., Barre, Vt., 
upply house, closed out its business 
on the death of its president, N D 
Phelps 


\linneapolis-Honeywell Regulator Co 
vas organized by the merger of 
Honeywell Heating Specialties Co., 
Wabash, Ind., and the Minneapolis 
Heat Regulator Co. It was capi 
talized at between $4 and $5 mil 
lion and expected to employ 1,000 


Attending the semi-annual meeting of 
the executive committee of the Na 
tional Association in Philadelphia 
were | P. Welles, Charles H 
Besly Co., president; H. H. Kuhn, 
he Hardware & Supply Co., vice 
president; H. EF. Ruhf, Cleveland 
lool & Supply Co.; T. BE. Hazell, 
William H. Tavlor & Co.; and 
I. B. Hunn, The C. S. Mersick & 
Co 

“Many of our members have 
brought to our attention the evils 
of free truck delivery, and our in 
vestigations on this subject shows 
that in some localities free deliverics 
ire being made not only in the city, 
but many miles beyond the city 
limits”—semi-annual report of the 
secretary, National Association. 


\lvan T. Simonds, president of Si 
monds Saw & Steel Co., predicted 
that 1928 would be a vear of busi 
ness TCVIN il 
C. Atkins & Co. started a weckly 
radio program on station WFBM, 
Indianapolis 

The Third annual Midwest 


Conference was held in Chicago. 


Pr wer 


lirst of a series of regional meetings 
of the Power Transmission Associa 
tion was held in Philadelphia at th 
Poor Richard Club 


The Hack Saw manufacturers’ Associ 
ition of America was organized 
with Danicl W. Northrup, of The 
Henry G. Thompson & Son Co., as 
president. 











The Mull Supply Council compk ted 
plans for the triple convention 
scheduled for May in Nashville, 


lenn 


10 YEARS AGO 


The new Durham, N. C., branch of 
Dillon Supply Co., Ral igh, was of 
ficially opened. C. A. Dillon gave a 
barbecue for friends and customers 


Rufus C. Barkley, of The Cameron & 

Barkley Co., was @ naval lieutenant 

but still stationed close to the 
ofhce at Charleston, S. ¢ 


Great Lakes Supply Corp., celebrated 
its 50th birthday at a party for 300 
employees and friends at the South 
Side Swedish Club, Chicago. 


Ihe White Star Co., Wichita, Kan., 
was sold to f. K. Archer and H. | 
Martin, who changed the name to 
White Star Machinery & Supply 
Co., In 


Hibbard, Spencer, Bartlett & Co 
Chicago, leased part of its huge 
warchouse to the Army Air Force 
for the duration 


W. C. Hollinger, manager of the im 
dustrial supply departinent at ‘Th 
Canton Hardware Co., Canton, 
Ohio, completed his 30th year with 
the firm. 


Beaver Pipe ‘Tools, Inc., elected W. A. 
Phillis president and general man 
ager. W. A. Neracher, president for 
$3 years and founder of the War- 
ren, Ohio, firm, became chairman 
of the board 


L.. A. Benson Co., Baltimore, named 
Robert L. Towles vice president in 
charge of procurement. Roger L. 
Keach became general manager, 
William ‘Towles, office manager, 
and Vernon Sanford, treasurer 


Ihe Minnesota Mining & Mfg. Co. 
jomed with four tire and rmbber 
concerns to form the National Syn- 
thetic Rubber Corp. ‘The goal was 
to produce 30,000 long tons of syn 
thetic a year 


Masback Hardware Co., New York, 
held its annual dinner dance in the 
Hotel Edison. More than 500 at 
tended, including 75 service men 


Ray C. Neal, president of R. C. Neal 
Co., Buffalo, was named chief of the 
Industrial, Supplies Section of 
WPB [his allayed distributors’ 
fears that a recent WPB reorganiza 
tion would subordinate their inter 
ests to those of retailers and soft 
goods wholesalers, since all were un 
der the same Consumer Goods Bu 
reau 
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OS, Inc. 
Y., U.S.A. 
Hack Saw Blades, 


and Clemson Lawn Machines 
@ 1833-A 
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"Shaw Kee" DISTRIBUTORS 


SELL THE PROFIT LINE 





o we 
tHe ‘Shaw Bas” sats POucy is « policy of 


partnership. Among the many advantages for 
every Distributor are a continuous sales-training 
program; on-the-spot field co-operation; effec- 
tive sales-promotion materials; consistent 
advertising; a profit margin thet makes ‘Shaw- 
Box"’ hoisting equipment highly desirable to sell. 


ABOVE ALL, ‘‘Shaw-Box" Distributors have the 
sales-producing advantage of a complete qual- 
ity line backed by @ company with more than 
66 years’ experience in building load-handling 
equipment exclusively. They know that advanced 
engineering and operational features provide 
unequalied performance and economy for every 
user. 


TEAMWORK is the heart of ovr relationships 
with every ‘Shaw-Box"'’ Distributor. We appre- 
clate their aggressive salesmanship and their 
many contributions to quality distribution. That 
is why we moke every effort to insure their 
continued success in selling our line. 


Meanwee ) 


i 





Instruments 
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Electric Hoists 

Crenes 
Budget 

Electric Hoists 

Chain Blocks 

Trolleys 

Bridge Drives 

Crene Assemblies 

Gentry “A" Frames 

Cord Reels 


Cerd Conductor 
Trolleys 


Accessories 


TwgiT’ 
The holst-like ti 


‘Zipnir’ 
=n and lifting 








MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 


Builders of “Shaw Box” and ‘Lood Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ 
Hoists and other lighting specialties. Makers of ‘Ashcroft’ Gauges, "Hancock 
Valves, “Consolidated’ Safety and Relief Valves, and ‘American’ Industrial 





The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise N.A.P.A. Busi 
ness Survey Committee 





Business Levels Off 


The post-steel strike phase of the 
boom has petered out, leaving in- 
dustrial business leveling out at the 
high peak of the year. Looking ahead, 
55 percent of the purchasing execu 
tives reporting see no abatement in 
the general business trend for the first 
six months of 1953; 25 percent see 
good business only through the first 
quarter, and 20 percent, with some 
reservations concerning world condi 
tions, estimate 1953 will average 
about the same level as 1952. 

The reports offer little comment on 
a possible decline in defense expendi 
tures, with more attention centered on 
the helpful possibilities of tax relief 
and removal of controls. This opti 
mistic attitude is coupled with ex 
pressions of more confidence in Gov 
crnment, the decline of inflation, and 
the steady movement of business into 
normal supply-demand relationships. 

New home construction, which 
affects much of the industrial 
economy, was given special considera 
tion in the reports this month. There 
are still boom areas and also a few 
distress spots for such building. As 
a whole, the demand has slowed down 
more in the East and South than in 
the West. Lower priced houses are 
still moving well. In all sections, the 
more costly units and older homes 
are reported more difficult to sell. 

In December, industrial order back 
logs dropped a little, but remain sub 
stantial. Production was just a shade 
lower, as the holiday rush subsided. 
Prices are somewhat static, with some 
tendency toward weakness in the 
highly competitive items. Inventories 
are in better relation to production 
and in better balance than at any 
time since the war, and are still de- 
clining as material scarcities disappear 
and pipe lines fill. Employment is 
high after seasonal adjustments. Buy- 
ing policy continues conservative in 
line with availability, inventory policy, 
and the more pronounced trend to 
buyers’ markets. Not a bad ending 
for 1952, when compared with con 
ditions that looked rather dismal in 
January and June. 





Prices About the Same 


On the principal commodities they 
buy, purchasing agents report little 
change in prices. The back of the 
post-steel strike upswing is broken and 
industrial materials generally are hold 
ing steady, with somewhat of a trend 
to decline rather than to advance 
Keen competition to maintain high 
level production is developing a buyer 
market in many lines. Stronger com 
petition between materials is forecast 
by many buyers, as new production 
capacity enters the market 


Inventories in Better Shape 


Industry winds up the year with 
inventories in better shape than at 
any time since the war. The trend to 
lower stocks continues as the market 
offer increased availability of supplic 
Inventory managers are putting mor 
emphasis on turnover and less on pro 
tection of production schedules, which 
1S good evidence of the conservative 
view of the future 


Employment Remains High 


Industrial employment remains high 
in all areas. ‘The change, all on the 
down side this month, is not large 
Part-time workers and overtime to 
rush out holiday goods have been cut 
back. No serious unemployment i 
apparent in any section of the country 
Skilled mechanics and office workers 
are in short supply There is very 
little comment on strikes 


Buying Is Cautious 


With supply lines filling up, searce 
materials replaced by substitutes, a 
conservative inventory policy and mor 
evidence of a buyers’ market, purcha 
ing agents are holding to a short 
range future coverage of “‘hand-to 
mouth” to 90 days; the movement i 
toward 60-to-90 davs where needed 
materials for definite production 
schedules are available within § that 
range. No boom or bust is foreseer 
in the near future 


Specific Commodity Changes 


Few ups or downs in December 
none of them of broad influence on 
the industrial price structure 

Reported up: Benzol, brooms, coal 
coke, graphite, clectrodes, glycerin 
mercury, rubber 

Down: Alcohol, canvas, clothing 
cotton, esters, meat, eggs, sugar, some 
grades of lumber, linseed oil, soap 
rayon, staples, burlap, turpentin 
galvanizing 

Continuing hard-to-get: Diamond 
tools, glycerin, mercury, nickel, som 


h 
' More Sheaves are 
used with this 
HUB CONSTRUCTION 


than any other type 


Ask the men in the plant who install V-Belt 
Drives or make speed changes. They know 
that taking off or putting on ordinary sheaves 
takes a lot of time and trouble. This means 
unnecessary loss in machine down-time. 

Wood's “Sure-Grip” Sheaves with inter 


“‘SURE-GRIP” changeable, one-piece tapered hubs—“split 


from end to end”—permit you to change the 
SHEAVES hub quickly and easily to fit shaft size, or 
change the sheave to provide different speed 
Sheave and hub are tapered for snug fit. Just 


WITH slide hub on shaft. Put sheave on. Split- 


tap¢red hub is compressed and locked to 
INTERCHANGEABLE shaft by tightening just three cap screws. 
That's all there is. No re-alignment problem. 
No fuss or bother. Easy on—Easy off. 
HUB Grooves are accurately finished to a smooth, 
even surface—equally spaced and concentric 


with bore. 


ys naga Dime e standardized f tercl z€ 
‘ 

$ os ° V-Belts © Anti-friction Beorings mensions are standa veda tor in chang 
Stock Flat Belt Pulleys * Hanger: * Pillow ability. A, B, C, D and E groove sections 
Blocks * Couplings * Collers * “Made-te- 

Order” Sheaves ond Pulleys * “Sure-Grip telts to match are also available. Send for 
Stenderd, Super ond Steel Cable V-Belts , > 
Complete Brives catalog and interesting Distributor 1 roposi 


tion 


T.B. SONS CO., CHAMBERSBURG, PA. 


Mechanical Power Transmission Manufacturers Since 1857 


Branches: Cambridge, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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ai 
3; Fie oe 


al-Master 


t sas 





Combination 


Bulldog-Type 


ALSO AVAILABLE 


Ww 
'8S Metal-Master compound 


Action Snips for Cutting scrolls 
ci : 
rcles or the Most intricate de. 


signs in sheet metal and for 
Straight Cutting. 


M-1 Cuts left 

M-2 Cuts right 

M-3 Cuts Straight 
and combination 4.25°* 


$4.25* 
4.25* 


The new M-5 compound 

action Heavy Duty Bull- 

dog Snips are designed for 

notching, nibbling and cutting 

shallow arcs in sheet metal as 

heavy as 16 gauge. This handy tool, 

with its sturdy jaws and powerful com- 
pound leverage, easily does the tougher 
notching work usually done by the heavier, 
longer-handled snips. M-5 Snips are made 
from hot drop forged molybdenum alloy steel 
ind fitted with nickel chrome molybdenum 
bolts for longer wear. Only about 9” long, 
with a 7s” cut, they are practically indispen- 


sable to workers in the sheet metal, air-con- 
j 


J. WISS & SONS CO., NEWARK 7, N. J. 


ditioning, aviation and roofing industries. 


$4.25. Order now! 
* Prices slightly bigher Denver and Wat 


Quality for more than a Century 
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izes of pipe, poly thvlene, some steel 
Easing up: Some aluminum, copper, 
lead, zinc, many stecl 


items, electrical equipment 


pig Won, wire, 


Canada at High Level 


Canadian business continues at a 
high level. Production and order 
books are holding better than in the 
United States. Prices are static. In 
ventories are leveling off and trending 
Employment is stepping up 
is still longer range than 
Good business for 1953 

with growing popula 


down 
Buying policy 
in the States 
is anticipated 
tion, increasing capital investment and 
expanding industrics supporting this 
optimistic forecast for Canada 





D-A-T-E+§ 
TO REMEMBER 





New England Hardware 
Association, Boston. 
American Society for ‘Test 

ing Materials, Detroit 

Mar. 6—Regional Mecting, American 
Supply & Machinery Manufacturers 
Association and National Industrial 
Distributors Association, Statler Ho 
tel, Cleveland. 

Mar. 16-20—National Association of 
Corrosion Engineers, Chicago 
Mar. 17-20—Annual Meeting, Ameri 
can Society of ‘Tool 
Hotel Statler, Detroit 
Mar. 23-27—National Association of 

Power Engineers, Chicago. 

March 27-28—Regional Conference, 
National Association of Cost Ac 
countants, ‘Toledo 

April 12-16—Triple Industrial Supply 
Convention, Miami, Fla. 

April 13-17—-Western Metal Exposi 
tion & Congress, Los Angeles. 

April 20-23—-National Packaging Ex 
position, American Management 
Association, Chicago 

May 1-2—Regional Conference, Na 
tional Association of Cost Account 
ints, Baltimore 

May 14-23—International Petroleum 
Exposition, ‘Tulsa 

May 18-22—National Materials Han 
dling Exposition, Philadelphia 

May 23-27—Western Metal Exposi 
tion & Congress, Los Angeles 

May 24-27—National Office Manage 
ment Association, Boston 


I-ngincers, 





A MODERN GAGE ROOM— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


Lay it out as your customer wants it—set it up with stand- 
ard HALLOWELL Shop Equipment from your stock. It’s as 
simple as that to custom build a modern gage room, labo- 
ratory, toolroom or assembly line to fit your customer’s 
requirements... when you sell HALLOWELL steel shop 
equipment. SPS, Jenkintown 13, Pa. 





(jue Aft War : A START FOR THE FUTURE 1. Wall Cabinets 


2. Cabinet Benches 


CEYTNCTATS SHOP EQUIPMENT DIVISION $ 3. Portable Too! Cabinet 


JENKINTOWN PENNSYLVANIA 
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. Cabinet Benches 
Multiple Unit Benches 
Stools and Chairs 








MAKES THE FINEST 
COUPLING BOLTS + CAP SCREWS 
MILLED STUDS ¢ SET SCREWS 


WHE Oetmiller co 


YORK, PENNA. 
Mill 


and ds 


Write 


the complete line 


Ottemiller: products are sold through Supply Houses 


for tree folder which allustrates scribe 




















NEATLY PACKAGED IN STURDY CARTONS 
FOR PROTECTION AND EASY STACKING 


MORGA 


SEMI-STEEL 


bench 


* We always suggest 
to users that they buy 
thru their local dis 
tributor 


108-112 N. JEFFERSON ST. 
CHICAGO 8, ILLINOIS 


* machiniets * quick action 
* combination pipe 

* woodworking 

* steel metal werkers 


MORGAN VISE CO. 


* garage vise 
* solid nut 
continuous serew 








NEW LINES 
taken on by 
DISTRIBUTORS 


Iron W orks, i] molulu, 
has been appointed 1 di 
lines of the American 





Honolulu 
 & 
tributor of 
Mfg Co 


Cowan Supply Co., Atlanta, Ga., ha 


been f 

the following lines 

@ Allegheny Ludlum Steel Corp 
Pittsburgh 
tool stcel, tool bits) 

@ Carmet Carbide ‘Tips & ‘Tool Co 
Detroit 

* Ni hol on | ike 
Provide nce 

@ Millers Falls Co. 
Greenfield, Mass 

@ Morse ‘Twist Drill & Machine Co 
New Bedford, Mass. 

ek. A. Baumbach Mfg. Co 
Chicago 

@ Parker-Kalon Corp. 
New York 

ej. H. Williams Co. 
Buffalo 

@ Bay State Abrasive Products Co 
Westboro, Mass. 

Industrial Hardware €& Supply Co., 
Charlotte, N. C., has been ap 
pointed distributor for the follow 
ing lines 
ek. A. Baumbach Mfg. Co 


Chic ago 


ippointed distributor for 


Co 


(die sets 

@ Remington Arms Co. 
Ilion, N. Y. 
(stud driver) 

Beals, McCarthy ¢€ Rogers, Inc., 
Buffalo, has been appointed ware 
house distributor for tool steels of 
Bethichem Steel Co. 

Keith-Simmons, Ine., Nashville, 
lenn., has been appointed distribu 
tor for the following lines 
®@ Protectice Coating, In 

Pampa, Fla. 
air Curing neoprene ) 
@ Dodge Mfg. Co 
Mishawaka, Ind 
transmission equipment 
e Sterling Electric Motors, Inc 
Los Angeles 


electric motors 





HALF U. S. FAMILIES BUY 
WINE 


More than 21 million families in 
the U. S.—about half the total—buy 
wine regularly, Food Engineering, Mc- 
Graw-Hill publication, reports. 
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George A. Gade 


Standard Pressed Steel 
Names Vice President 


George A. Gade, manager of out 
side sales for Standard Pressed Steel 
Co., is now vice president in charge of 
sales for the Jenkintown, Pa., manu 
facturer 

Ihe post has been vacant almost a 
vear since the election of J. Whiting 
Friel as vice president of the company. 

Mr. Gade joined S. P. S. in 1939, 
first working in the purchasing and 
accounting departments and then 
transferring to sales after World War 
If. During the war he served in Naval 
intelligence 

He was first sales representative in 
Chicago, then Detroit and later di 
trict manager for parts of Michigan 
Ohio and Indiana. He became re 
gional manager in 1949 for the Chi 

io, Detroit, Cleveland and Cincin 
nati areas. A vear later he took charge 
of all the company’s outside sale 
He was also recently elected a director 

Mr. Gade is the son of one of th 
founders of S. P. S., Harold bk. Gad 
who retired last vear after 49 vear 


1 compan oth 


Takes Board Post 


The Kerry Cap & Set Screw ¢ 
Cleveland, — ha: ippointed C., B 
Lansing, Jr., treasurer of the company 
to the board of directors. He succeed 
the late W. H. Gerhauser, who died 


in November 


Darnell 
Casters 


eo ei!) 42 
WHEELS 


DOWNEY, (Los Angeles County) CALIF. 
v 

60 Walker Street, New York 13,N.Y. 

36 North Clinton, Chicago 6, Illinois 
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THIS “BLOW HARD” 
Makes a Quick Clean-up 


Put o CLEMENTS-CADILLAC blow- 
er-suction cleaner into action and 
presto'—Dirt, Dust, and Grit van- 
ish from every crevice of ma- 
chinery and equipment. Then 

you can do some bragging— 

about this fast, easy, eco- 


nomical way to cleon, 


Eligible under 
C.M.P. regula 
tions 


_ 


Sa 


LSTOCK BINS 


Made in 


with attachm 


very 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, LL 


; 


MACHINE 
TOOL 
ACCESSORIES 


A profitable 
line because 
universally 
accepted 


Universal acceptance 
essures @ profitable line 


\iititi 


i) 


4 


PTTL Case) Ti 


Year after year distributors have relied on the 
ZIP tine of bolts and accessories to serve the 
needs of their customers. By taking advantage of 
the universal acceptance among users of these 
items, you tee will find the ZIP tine a profitable 
one to handle. it will cay vou te make “SELTZER” 
your source of supply for Zip Machine Tool 
Accessories 





GEO. H. SELTZER & CO. 


DREXEL HILL, PA 


ADVERTISING 
LIKE THIS 


os 
~2% 
me 
dl 


i Siiel tame) 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IM DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





iF YOU 
WANT A 


Profitable 
SELLER 
WRITE US 
FOR DETAILS 


5 models 
ents far 


cleaning job 





Warren S. Gardner 


Bay State Tap & Die 
Names Representative 


Warren S. Gardner, Jr., has been 
named Southern representative for 
Bay State Tap & Die Co., Mansfeld, 
Mass. 

He will cover Virginia, North and 
South Carolina, Georgia, Alabama, 
Mississippi, Tennessee and Louisiana 
(cast of the Mississippi). 

\ graduate of Rensselaer Polytech 
nic Institute, Mr. Gardner is a veteran 
of the 15th Air Force in World Wat 
II. He was recently employed by the 


Avondale Mills of Alabama 


Webster-Robinson Occupies New Quarters 


at Puyallup Ave. and A St 


The Webster-Robinson Machinery 
& Supply Co. is now doing business 
from the remodeled and modernized 
new quarters at Puyallup Avenue at 


A St., Tacoma, Wash. 





The firm moved into the larger 
quarters from 1924 Pacific Ave., on its 
third anniversary in business in Ta 
coma. According to Stewart A. Web 
ster and Al F. Robinson, partners, the 
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Display area is larger, more modern at the new address of the Tacoma, Wash., 
Firm is starting its fourth year in business 


house 


new quarters provide adequate display 
space and permitted an extensive in 
crease in the service department which 
rebuilds and services industrial ma 
chinery and portable electric and air 
tools for the western Washington area. 

The firm sells industrial machinery 
and supplies to industries, shipyards, 
schools, institutions and home work 
shops. 





Tool Engineers’ Meeting 
To Feature New Methods 


New high production methods and 
automatic equipment will be featured 
at the annual meeting of the Ameri 
can Society of ‘Tool Engineers 
scheduled for March 17-20 at the 
Hotel Statler, Detroit. 

Some 21 papers on technical sub 
jects will be presented, most of them 
on product design, metallurgy and 
cost control. 

Studies on production processes will 
include contour forming, spinning, 
drawing and high speed boring. Auto 
matic materials handling equipment 
and “pushbutton” plants will also be 
discussed. 

Panel discussions will cover welding, 
thread production and precision finish 
ing processes such as honing, lapping 
and superfinishing. 

Chairmen of the Detroit Host 
Chapter committees in charge of meet 
ing plans are: Andrew Carnegie, of 
Newcomer Products Corp., host chair 
men; Ben F. Bregi, National Broach 
& Machine Co., technical activities 
Frank Estell, Trinity Tool Co., social 
program; and Herman W. Rath, 
Latrobe Steel Co., supplementary 
functions. 

Other committee chairmen are 
Ralph E. Cross, The Cross Co., in 
charge of plant tours, and Frank 
Curtis, Morse Twist Drill & Machine 
Co.. technical sessions. 

Plant tours in the Detroit 
be held each day. Technical sessions 
begin Wednesday afternoon, Mar. 18 


irea will 


Rockford Clutch Division 
Names New President 
Harrv | 


moted from 
dent and. general 
Rockford Clutch Division of 
Warner Corp.. Chicago 

at ucceecds Arch A. Warner 
named to head the corporation’s M 
chanics Universal Joint Division 

G. C. Gridley, president of Nik 
chanics, has retired from all but con 


Emerson has been 


vice president to presi 


pro 


manager of the 


Borg 


sultative duties 

G. L. Christianson 
ind assistant general manager of Rock 
ford Clutch, is the division’s ne 
ecutive president 

Mr. Fmerson has been with the d 
vision mostly in production 


vice pre ident 


vice 


39 vears 
posts. H« erved as 
for eight vears before 
president in 195] 

Mr. Christianson joined the 


5 
sion vears 


works HANA 


becoming vi 


divi 
sales department 25 
He became sales manager in 1944 and 
assistant general manager a vear later 


ago 


A“GOOD DEAL" 


FOR YOUR CUSTOMERS 
... AND FOR YOU! 


“M-40-U” ALLOY CENTERS 


Gorham “M-40-U” Alloy Centers outlast high speed and 
other ferrous or non-ferrous alloy centers from 3 to 10 times before 
wear occurs—and they can be re-dressed many more times! 


““M-40-U” is a special alloy developed by Gorham expressly for use as a 
wear, heat and abrasion-resistant material. A solid core of “‘M-40-U” 
is induction brazed into the steel shank, after which the entire center 
is finish ground. Thus, the wear material is a/ways supported by tough 
shank steel throughout the long life of the center. These centers require 
only a cleanup grind when wear finally occurs, and many cleanups can 
be made without loss of wear-resistant properties, since the ““M-40-U" 
alloy is actually a deep core, rather than a clad, or applied tip. 


We << 
NOT ite < ? 
BUT + :one gman) 


SOLID CORE 
The whole story of why this design 
means more wear material and 


a just 


A CAP 


You can sell nationally advertised Gor- 
ham centers to shops with lathes, grinders, 
automatics and many other types of 
machines. They pay for themselves in 
downtime saved, plus the precision 
production that's possible with centers 
that stay true longer . . . while their 
performance builds goodwill and repeat 
sales for you! Centers or half-centers, 
all popular sizes, with Morse, Jarno or 
Brown & Sharpe taper shanks—!/n stock, 


longer center life is right in these immediate delivery! Write for literature 


diagrams. Tell it...and sell more 
Gorham centers! 


orbit 


TOOL COMPANY 


14406 Woodrow Wilson Avenue 
Detroit 3, Michigan 


and complete details on the profitable 


Gorham Distributor Plan... today! 





<eett o, 
* 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





TURTLE 


CONVEYOR 
BELT 
FASTENERS 


re 
aS IMPROVED 


“a. CUTTING TOOLS are the specialty 


DESIGN in me department of Cowan Supply 
For Fast Co., Atlanta, under F. C. Thomas and 
Application 


f y om 
E > 
a 

> 


Robert L. Hill, manager 


Cowan Supply Co. 
Takes on Cutting Tools 


Cowan Supply Co., Atlanta, Ga 
recently added an industrial depart 
ment specializing in cutting tools, dies 
and dic makers supplies and fasteners 

Robert L. Ehll is manager Li 
formerly headed the mdustrial division 
of Noland Co.'s Atlanta branch, and 
before that was with Moore-Handley 
Hardware Co. in Birmingham, Ala. 

I’. C. Thomas, formerly with No 
land Co. as chief clerk in the indus 
trial department, will assist Mr. Hill. 

The company plans to add two out- 
side salesmen and extend its territory 
to include Georgia, Alabama, South 
Carolina and Florida 








® Now you can offer your cus- 
tomers improved drive-on 
fasteners for repairing rips and Contests on Tool Use 
rte vee belts, Porter-Cable Machine Co., Syra . ® 

* Made in one size No. 16 — for cuse, has opened a series of nationwide t f t 
repairing rips in belts 3 8° to contests to promote Ing_enLOUsS uses of Sa is a C 10 fl 
9/16” thick and joining belts portable tools 
7/16" to 9/16" thick. Awards are made every six months, 


® This new and improved design with a machine of the winner's choice ae for 101 years! 


fastener brings edges of belt as first prize. ‘There are other prizes 
together—no gaping openings. for runners-up 
© Packaged in convenient, easy- Winner of the first contest, which 


to-sell boxes of 50 TURTLE closed recently, was Fred R. Vestl, of 
Pasteners. Stockton, Cal., for a method of re- 
Py a a oo oe conditioning the knives of wood 
ieee poner ly . ’ jomters with an clectric router. He 


Porter-Cable Launches 


received his prize at Turner Hardware 
® Only a hammer is required to Co 

apply it. \ customer of Lorraine Hardware 
Co., Richmond, Va. William A 
Bulletin T-600 Farmer, took second place with an 


Gives Complete Details idea for rounding off corners of ribs 


in pattern shop work 
Ideds which prove practical will be 
FLEXIBLE STEEL LACING CO. incorporated in the company’s istruc- 
4633 Lexington Street tion manuals 
The second contest runs until June 
30 








Chicago 44, Illinois 
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Capt. Wendell H. Clark, Jr. 


W. H. Clark, Jr., Recalled 
To Service with Marines 


Wendell Hl. Clark, Jr, Samuel 
Harris & Co., Chicago, has been 
called to service in the Marine Au 
Corps. He is at present stationed in 
Florida 

Captain Clark served for four years 
in World War II, seeing action in the 
Marshall Islands. He represents the 
fourth generation of Clarks to be 
connected with Samuel Harris & Co., 
of which his father, Wendell H 
Clark Sr., is president 


Colonial Supply Executive 
Crowned “Boss of Year” 


‘rank R. King, purchasing agent of 
Colonial Supply Co., Pittsburgh, was 
crowned “Boss of the Year’ by his 
secretary, Irma Johnson, at the an 
nual “Boss Night” dinner held re 
cently by the Pittsburgh Chapter, 
National Secretaries Association 

Mr. King was among 200 execu 
tives attending the party. Miss John 
son has been his secretary for ten years 





MG i, | 


NEW SALES ROOM of Gastonia 
Mill Supply Co., Gastonia, N. C., is 
paneled in knotty pine with glass front 
display cases at ceiling height 


BUSINESS 


in the 
FLEXIBLE SHAFT MACHINE MARKET! 


And here's proof! Kickoff advertisements like 

this in MODERN MACHINE SHOP, MACHINE & TOOL 
BLUE BOOK, MILL & FACTORY and NEW 

EQUIPMENT DIGEST tell your customers all about the time- 
cutting, labor-saving simplicity of the new Strandflex 

4-Speed Gear Drive Flexible Shaft Machine. 


L Ts) PULL 
for mT 


fi iN FILIN Ri N BRUSH N 
- G UNG Orns SG 
fey one La Te} 


Remember—with STRAND 
the operator lifts the tool 
only—not the heavy motor! 
Look for it and read every word carefully. It’s the biggest news in Flexible 
Shaft Machines in over 25 years. And it'll be even bigger news in your 
books when you start to sell the new Strandflex unit to your customers. 
Strand units are also available in 
conventional direct drive and 
countershaft machines with up to 
3 HP. All Strand Flexible Shaft 
Machines are built in Floor, Bench 
or Overhead style. Complete in- 
terchangeable accessories avail- 
able for grinding, sanding, brush- 
ing, drilling, filing, buffing end 
polishing. 


Yes, Strand means business 

to you. If you’re not already 

' handling the Strand line, 

) get in touch with us right away to inquire 
for information on territories still open. 


FLEXIBLE SHAFT MACHINES 


manufactured FRANKLIN BALMAR 


and marketed 


by CORPORATION 


N. A. STRAND DIVISION 


Woodberry, Baltimore 11, Maryland 
5001 North Wolcott Avenue, Chicago 40, illinois 
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LO, 


Look at the NEW 


‘Rotter than ever 


CHAN ey LOCK | 


THACE Mane 


1. Interlocking principle prevents 
| slipping under any load. 2. New 
' type wide bese lugs cannot shear. 

3. New nose design for gripping 
armall objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 5. New 
interlocking design minimizes 
stress on joint bolt. 6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘Rite Angle”’ 
teeth guarantee maximum bite 
and minimum wear. 

Here is a plier that will last for 

years! Channellock Pliers—made 

only by Champion DeArment Tool 

Co., Meadville, Pa. 


Send for your Catalog today. 


Channellock pliers are listed in 
the Yellow Pages of most Tele. 
phone Directories under ‘'Tools” 


otsiGn 
Rs "War - ate 
‘ *SO.eres Art *e, 


CHAMPION DeARMENT mahea 


‘ 


MAMPION DeARMENT TOOL CO . MEADVILLE PA 


C. W. Farmer Co. Holds Informal Clinic 


CS eee: 


Macon, Ga., 


group during sales clinic on packing material. Inspecting display are W. J 
Frost, Macon Kraft Co.; 
H. Humphrey, C. W 


Ir., Johns-Manville; S$. D 
Farmer; A. L 
Hutvo, Macon Kraft 


C: W. Farmer Co., Macon, Ga., 
held an informal clinic on packing 
matcrials recently for its salesforce and 
representatives of one of its major 
customers. 

Representatives of Johns-Manvilk 


J. R. Alexander 


General Sales Manager 


Named by Quaker Rubber 
J. R 


distric t 


Alexander, former Detroit 
manager, is the new general 
sales manager of Quaker Rubber 
Corp., division of H. K. Porter Co., 
Inc., Philadelphia 

With Quaker since 1944, he 


be in complete charge of sales activi 


will 


tics 
He has been successively sales rep 
resentative, city manager and 
district sales manager. He was instru 
mental in establishing the Detroit 
office and warehouse 
Previously he was with The Glidden 
| Co. 


sales 
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Simpson, Macon Kraft; T 


distributor brought manufacturer and customer together in this informal 


Alfriend 
Roger Hazelhurst, of C. W 
Farmer; and Odis 


Co. answered questions from the sales 
men and the Macon Kraft Corp.'s 
maintenance force. W. J. Alfriend, 
Jr., manager of Johns-Manville’s pack 
ing department, led the discussion 

A dinner preceded the mecting 








CAR MOVERS 


. « » relieve 
freight car 
tie-ups 


A long record of 

good perform 

ance recom 

mends our Car 
Movers. Their estab 
lished high quality 
guarantees customer 
satisfaction. We al- 
ways suggest to 
users that they buy 
thru their local dis- 
tributor 


ADVANCE 
Safety 
Slip-proof 
SPURS 
They fit ALL 
makes of Cor 
Mover and area 





good sales item. 








MACHINERY outlook is studied by 
R. Paul Doyle, general manager, Buch 
ner-Weatherby Co., Inc., Seattk 





South Wind Division 
Names Sales Manager 


William V. Ryan is the new gen 
eral sales manager of the South Wind 
Division, Stewart-Warner Corp., In 
dianapolis, replacing William F.. Judd, 
now assistant to the president of the 
corporation, 

In charge of aircraft heater 
for the past four years, Mr. Ryan has 
been with the company since 1943 

Mr. Judd started in the heater 
service department in 1942. He was 
chief engineer and later chief field 
engineer on the West Coast and then 
assistant general sales manager. 

In his new post, he succeeds 
Leonard L. Robb, named head of 
wholesale sales of Alemite lubrication 
equipment and Stewart-W arner Instru 
ments last August 


] 
Sdics 











Loic ~~ * ‘ 
OFFICE. MANAGER C. J. Pe tersen 
checks display at the Webster-Robinson 


* 
* 


SHELDON 


CHICAGO 
Precision Machine Tools 
t 


More capacity for size 


Increased power to 
spindle 


* Anyone can operate 


Save Floor Space 


High speed operation 
Timken Tapered Roller 
Bearings 


Extreme Accuracy 


Stamina for Continu- 
ous Production 


Moderate Price—will 
often pay out ina 
single run. 


Tailor Made for 


Defense Business” 


These are “‘packaged” units that 
come completely assembled, ready 
to plug in and operate. Capacities 
everyone needs—from 10”—1” (10” 
swing, 1” collet capacity), fo lathes 
that will swing 13” and have a 1%” 
hole through the spindle. Because 
of low initial cost, and minimum 
floor space and power requirements, 
SHELDON Precision Machine 
Tools offer double or triple produc- 
tive capacity for any given tool in- 
vestment. 


EASY TO SELL! 
Go after this priority defense busi- 
ness. Many of your customers can 
secure machine tool priorities. 


See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


SHELDON MACHINE CO., INC. 


Machinery & Supply Co., Tacoma 4232 North Knox Ave., Chicago 41, Illinois 
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BROTHER, 
DARTS FIT TIGHT 
THANKS TO THE 
GROUND BALL 
JOINT! 


Clay Hendricks 


Three District Managers 
Named by DeWalt, Inc. 

DeWalt, Inc., American Machine 
& Foundry Co. subsidiary, has named 
three new district managers, Clay 
Hendricks in Chicago, Jack J. Rowe 
in Cleveland, and H. J. Van Buskirk 
in Pittsburgh 

Mr. Hendricks was former assist 
ant district manager under W. H 
Dudley for DeWalt in southern Cali- 
fornia and Arizona. Previously he 
headed the Hendricks Equipment 


THIS ri Co., Bakersfield, Cal. 
TRUE BALL JOINT I \ former faculty member of Fresno 
MAKES THE , AW) State College, he had charge of the 
_ college’s industrial and agricultural 


DIFFERENCE shops between 1942 and 1945. In 
1945 he was appointed by the Army 
as dean of the University of Berlin, 
where he served two years. He was 
DARTS FIT TIGHT, STAY TIGHT because spherical grinding later executive officer for ordnance 
finishes the seats to a true ball joint with wide, true-bearing supply in_ Frankfurt, eee Dud 
surfaces. Darts are easily made tight without jamming. They can Both Mr. Hendricks and Mr. Dux 
: a P ‘ : ° ley are known to West Coast tele 

be used on installation after installation without scarring the 


seats. 
QUICK FACTS 


@ TWO BRONZE SEATS of special alloy offer extra resistance to pit- 
ting and corrosion. They provide years of leakproof protection. 


@ PRACTICALLY INDESTRUCTIBLE Dart bodies and nuts consist of 


top-quality, air-refined malleable iron for extra resistance to 
stress and stretching. 


© TOUGH, HEAVY SHOULDERS can take the most severe wrenching 
without damage. 


These features make Darts the 
union to push. Pleased 
customers build business. 


DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors . . 
Boston+New York: Picttsburgh-Rome, Ga. Jack J. Rowe 
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H. J. Van Buskirk 


vision audiences for their show, “Mak« 
It Yourself,” sponsored by DeWalt 

Mr. Hendricks will replace ‘Truman 
Jones in the Chicago post. Mr. Jones 
will devote his time to Government 
sales in the future 

Mr. Rowe was previously sales rep 
resentative for Allied Chemical & Dv« 
Corp. in Ohio, Michigan and Pennsy] 
vania. Before that he was Ohio director 
of sales for the Kelling Nut Co., Chi 
cago, and business manager of 4 pri 
vate hospital 

During World War II he served as 
i Navy cost inspector 

Mr. Rowe is a graduate of Cleve 
land College and ‘Tennessee College. 

His new territory includes, besides 
Cleveland and vicinity, an area extend 
ing from the Pennsylvania border 
westward beyond Sandusky, Marion, 
Columbus and Portsmouth 

Mr. Van Buskirk has been with De 
Walt since July. Previously he was em 
ployed by Skil Corp., Chicago, and 
Behr-Manning Corp., ‘Troy, N. Y. He 
was with Behr-Manning from 1932 to 
1945 as industrial sales representative 

In addition to the immediate Pitts- 
burgh territory, he will cover an area 
extending from Erie southward to the 
Virginia border, and from Sunbury 
westward to Ohio. 


Harnischfeger Appoints 
Minneapolis Manager 


Harnischfeger Corp., Milwaukee 
has promoted Gordon I. Leopold to 
district manager of the Minneapolis 
office 

After specializing in excavator sales 
he was assigned to Minneapolis in 
1951. A graduate civil engineer, he 
joined the company in 1941, but his 
career was interrupted by World Wat 


DIAGONAL KNURL ff | 
\ J/, 


SOCKET CAP SCREWS b- 
VA 


ENDS FINGER FUMBLING IN HAND ASSEMBLY 


Now you can get BLUE DEVIL SOCKET SCREWS 
with diagonal knurled heads .. . 

a real time- and work-saver especially 
designed for hand assembly. 
‘Diagonal Karl” means no more delay 

due to sweatigrease or other 
similar assembly hazards. 


EASY TO IDENTIFY 

“Diagonal Kpurl” immediately 
stamps a soclet screw as BLUE DEVIL, 
made only by Safety Socket Screw 
Company. It's Jour guarantee of top 
quality, precisi@n manufacture and a 
variety of stylegand sizes to meet 
virtually every fastening requirement! 


Sold only through 
authorized 
industrial Distributors 


\\ | 


II service in the Navy 

P. H. Sackett will continue as man 
ager of farm welder sales for the Min 
neapolis welder territory 


Carety Cocker Conew Company 


6504 Avondale Avenue, Chicago 31, Illinois 
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SALES 
BUILDER! 


BECKER CO, POWERED 
SPRAY GUN... 
NEW POST of assistant general man- 


No Compressor, Hoses, Electric Cords { + Parker-Kelon C New York 
ager a arker-Kalon Corp., cw ork, 
Completely Portable is filled by Eli Ogulnick 


Industrial plants, machine shops and others 
are adopting this new cost-cutting method 
of spray painting, rust-proofing, oiling, dis- : Westinghouse Executive 
infecting, fireproofing, etc. Ideal for thou- ; ; 

sands of special and routine industrial ~ Sees Bigger Lamp Market 
ee ere pavetes — ra4 en No leveling—off period is im sight 
tridge sprays up to one 21 oz. containerful. in ite watlomte lamp helio aan 
A rugged production tool made of sturdy, cording to a Westinghouse Electric 
machined brass and stainless inserts, heavy INDUSTRY APPROVED! Corp. executive. 

gauge steel easeperenans and cast aluminum Dozens of routine and special purpose ap Ralph OF Stuart, vice president in 
head. CO» cartridges available 10 for $1, plications ore discovered doily. illustrated charge of the company’s Lamp Dj 
or in case lots. Write for further details, | cbove, is o typicol production shop use for vision, cited in a recent statement the 


. . rust-proofing machined parts 
prices and discounts. results of a survey of lighting needs 


It showed, he said, that 200,000 
SULLIVAN-BECKER COMPANY ¢ Dept. 523-6 © KENOSHA, WISCONSIN dae aga tg gles light 
as thev now have; one and a half mil 
lion stores need six times as much 


Poul Bunyan always did 
COLOSSAL things la © big cas tien Joins F. E. Myers & Bro. light; and 30 million homes necd 


PULLING cutting a section of tim four times as much 
ber, he would hitch his ox Thomas M. Stone, former man The Lamp Division expects to 


to the entire section and Or? 

r 0 W F » af 2 © am ager of advertising research at Fuller, INCTCASC shipments in 1953 by nearh 
Smith & Ross, Inc., advertising 13 percent, Mr. Stuart said. Employ 

Perhaps you have forgotten some of these agency, has jomed The F. FE. Myers & ment in the division’s eight plants 
greet feats of Poul end his ox, but you wil Bro. Co., Ashland, Ohio, as market r will be increased to handle stepped-up 


never forget the surprising pulling 
power of the small but mighty search manager production schedules 


6é 
MORE | Omaha Distributor Maps Out Sales Program 
POWER SAS r 


PULLER” 


























Here is @ compact, light-weight, dependable 
power puller that will have universal appeal 
with your customers 

For example, a contractor lined up 24 of these 
power pullers and lowered an assembled pipe 
line section into position under water, cressing 
@ river without any joint leaks. This method 
elimineted draining the river and reduced 
costs to the minimum. This is only one of a 
myriad of uses to which the “More Power 
Puller” is edapted 


't comes equipped with 20 
30, of 40 feet of cable 
List Price $27.75 to $33.80 FOB. Factory . - ———— 
Distributor and Dealer Openings RARE, OCCASION at T. S. McShane Co., Inc., Omaha, Neb., is a gathering of 
TJ the major part of its sales force. Conferring are T. C. Jones, asst. sales manager; 
“ he WYETH-SCOTT C0. I’. S. McShane, president; H. J. Schaefer, materials handling specialist; W. O. Sedg 
Newark, Ohio wick, special tool sales; J]. R. Henderson, city salesman; FE. L. Wzorek, inside salesman; 
and W.. W. Warrington 
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Prospecting, Expansion 


Mark Nickel Progress DISTRIBUTORS! Add this new, easily- 


An unprecedented wave of pros 
pecting and development marked last e ® 
vear's progress in nickel production, handled, easily-sold high-profit line: 
Dr. John F. ‘Thompson, board chair 


man of The International Nickel Co. FA ROU HAR —Roll-Free 


of Canada, reported in his year-end 


statement. 
International, he said, has a $150 GRAVITY 


million project underway in the Sud 
bury District of northern Ontario. _~ 
I'wo other companies plan huge ex CONVEYORS 
pansion programs in Canada, one in Y 
Cuba and another in New Caledonia 
Dr. Thompson estimated free world 
output of nickel last vear at 315,000, 
000 pounds, compared with 295,000, SS 
000 pounds in 1951. Allocations so Wet eset 
far have been enough for defense and, eat @ 
in the case of the U. S., for civilian 
use also. However, supply may be in 
adequate for large government stock 
piles. 
Canadian production is about 90 
percent of the world total. Free world 
production is believed to five times 
that of the rest of the world 











Straight & curved wheel 


conveyors 


@ MADE IN EASILY-STOCKED SECTIONS OF VARIOUS WIDTHS & LENGTHS 
@ EASY TO SELL 
@ ATTRACTIVE PROFIT MARGIN 


@ BACKED BY NATIONAL ADVERTISING IN OVER 14 INDUSTRIAL, TRADE 
AND BUSINESS PUBLICATIONS 


@ ENGINEERING SERVICE AVAILABLE WHEN NECESSARY 





O EASY for you ... and your customers! The purchaser buys whichever 

conveyor or combination of conveyors he needs, attaches the stands (a 
matter of seconds), and he’s in business! All you have to do is simply send in 
an order blank, stock the sections, and let your customers know you have 
them. It’s just as easy as it sounds! These conveyors practically sell them- 
selves. They're convenient. They've pre-sold your customer on the Farquhar 
name by national advertising. And, if your customer has a handling problem 
that your immediate stock of conveyors cannot solve, a Farquhar engineer 
will be glad to work with you. 











NEW PLANT of Sewall Mfg. Co. will 


increase factory space 


Easily-handled, easily-sold, backed by national advertising, with engineer- 

E. B. Sewall Doubling ing service—sum it up and add an attractive profit margin for you. Makes 

Manufacturing Space a nice package, doesn’t it? Fill out the coupon below for further information. 

The E. B. Sewall Mfg. Co., St. Paul, 
Minn., is planning an expansion pro 

gram which will nearly double its pres ENA 3 FILL OUT AND MAIL COUPON BELOW 

ent capacity for production of gears 


ot = Rema, 
and sprockets. A. B. FARQUHAR COMPANY, Div. of 
A et two-story structure will add the Oliver Corp., Dept. F 46, York, Pa. 
about 17,000 sq: ft. of factory we Gentlemen: Please send a representative to tell me more about stocking 
Ihe main entrance will be changed to Farquhar Roll-Free Gravity Conveyors 
a new address at 705 Raymond Ave., a NAME 
block from the present entrance. POWER-BELT 
Most of the expansion provides for AND 
stock sprocket storage. New chucking GRAVITY ADDRESS 
machines, engine lathes, and grinders 


-«---«---ZONE STATE 
are being added to present equipment CONVEYORS 


FIRM 
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+ - 

i=) quite) 
blow guns 
1/4°8 1/2" 7 

me. f£ ) 


we Standard |i és 
of Companson | in SOE falas Boe oe 


push-buttons or packing to wear out— 


BY WHICH OTHER thus, long, trouble-free life. 


PLIERS ARE JUDGED ADVERTISING for Sligo, Inc., St 
“Since 1857'°' Klein Lou is handled by Delbert R. Neu A PUFF OR BLAST 
Pliers have been the ert, who spent four years in other de 
standard of quality with partments to learn busines Special valve seat forms perfect seal— 
men who know good . no air leaks. Flexing controls air from a 
tools. Today, Klein gull to © tan. 
offers the mostcomplete *Reg. U.S. Pat. Off 
line of quality pliers for 


standard or specialized Industrial Tape WRITE FOR COMPLETE DATA 
service. Keep a repre; = =9#Te Market Dispensers 


sentative stock on hand 

for your eustomers who Industrial ‘Tape ( orp., New Bruns 

waat the best. wick, N. J., will market a line of pres- n 
sure sensitive tape dispensers produced Cc. A. co. 


by Better Packages, Inc., under an 3430 So. Elati St., Englewood 
agreement with the Shelton, Conn., In Colorful Colorado 


Valves * Filters * Regulators 
lubricators * Hose Assemblies 





firm 
Better Packages will continue to 
market the line through its own na- 


tional distribution system, but Indus- i 
trial ‘Tape’s supplementary distribu- 4 
tion, officials of the two companies | g , 
expect, will expand the market for 
both dispensers and tape. 

Industrial ‘Tape has the right to sell 
under “Little Inch,” “Big Inch,” and 
‘“Tackon,” trade names used by Bet 
ter Packages, or under its own trade 
names, ‘Texeel” and “Permacel.” j 

Write for your free copy 


of the Klein Pocket Tool ns , 
Guide today! , 3 . 
DISTRIBUTED <>. > 


THROUGH 


a Me ce COLLIS count 


ord Electric Corp., 
New York. te COLLIS Equipment fills today’s 
. ; important production needs so well 

Md because they are made by men 

/ he skilled in making this type of equip- 

J ment. Supply the proper unit from 


/ * | 
oO | 
} , 5 . oO ' 
’ \ | 11 yy) i a complete range of types and sizes 
Since 1657 VG, ie ReEe for Drill Sleeves and Sockets, Lathe 


ATTRACTIVE old New England plaza Centers, Chuck Arbors, and Drill 














=a : Drifts. We will handle your orders 
is the front for William F. Miller Co., 
tly. 
ee 4s Sons Providence, R. I. W. F. Miller, presi on 
Bip dent, and Merritt R. Clark, inside sales THE C 0 L L | S COMPANY 
dairies SS lalallit a takes a break outdoors DEPT. A, CLINTON, IOWA 
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NEW PRESSES mark 
Quaker Rubber Corp.'s 
project at Philadelphia belt plant 


completion of 


expansion 


Quaker Rubber Completes 
Belt Expansion Project 


I'wo large conveyor belt presses, 1 
cently installed at Quaker Rubber 
Corp.'s Philadelphia plant, mark com- 
pletion of a quarter-million dollar ex- 
pansion project of the Hl. K. Porter 
Co., Inc., division 

Che new machines produce belts up 
to 72 in. wide. The largest measures 
30 ft. by 92 in. and can exert a force 
of 3,300 tons 

Belts of the large sizes are princi 
pally for conveying ores, coal, rock, 
and other bulk materials. 


Triplex Screw Co. 
Sold to Murray Corp. 


Sted 


The Triplex Screw Co., Inc., 2 
vear old Cleveland firm, was recently 
sold to the Murray Corp. of America 

Ihe company makes fasteners, in 
cluding car screws, bolts, nuts, rivets 
and similar items 





NEW MANAGER of Cincinnati Tool 
Co.’s plants is Paul F. Aaron, formerly 
with Avco Corp 


YOU are part of the friangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 

ae A good blade 

better by actual test. 


an accepted blade—-a blade you can prove is 


Factory support— men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditiens— and, of course, 


You — the Industrial Distributor — the man who knows his 


prospects like the palm of his hand 
and respected by his customers because he offers service and 


the man who is known 


top quality material. 
Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex 
a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
’ Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 


support, and you, can make for easier sales. 


Write today 
Griffin 


Representative 


industrial 
Distributor 


THE TRIANGLE * 
THAT MAKES FOR EASIER SALES 


4. W. Griffin La. 


FRANKLIN, NEW HAMPSHIRE 


Seles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 6, N.Y 
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Screws, Nuts, Bolts, Washers, 
Pins, Rivets. Made right, Priced 
right. “AN” ond’ Standard Types 
carried in stock. Phillips Recessed 
Heed Screws and Specials avail- 
able too. 


WRITE FOR CATALOG H 


MANUFACTURERS 1929 


SINCE 
A. @ 


x ¢ 
wa . SCREW PRODUCTS COMPANY, INC. 
“Srene* 33 GREENE STREET NEW YORK 13, N. Y. 











BR pad 


(7 SI RING | ~~ 











| Builds The Fall Line ip / 

ie es ROTARY Pumps 
Appearing In 
29 LEADING 

PUBLICATIONS 


to help you sell 


VIKING 
PUMPS 


The desi 
Wing, test 
ing ‘ Sting, man 
pomee's pplying of Viking nies. 
is VIKING’, Otary 
job. one and only 


time qd 
Product. a 


The result 
is a su 
in a greater renee of - rotary pump 


to really fit your needs io 7 
er, 


=. Investi 
— gate th 
| Ve ' Rotar © complete 
SimetNG) VIKING, 52@P_ line — 
1% Nan letin 538M. with bul. 


VikKiInG 


AN HONORED NAME 
IN PUMPING 


Viki Pump Company 
i Tite | Cedar Falls, lowa 
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H. Stanley Johnson 


Boston Woven Hose 
Names Executives 


Boston Woven Hose & Rubber Co., 
Boston, Mass., has reorganized its 
merchandising and advertising pet 
sonnel under H. Stanley Johnson as 
director of merchandising and George 
A. Taylor as advertising and_ sales 
promotion manager. 

Whiting N. Shepard, the 
pany’s director of since last 
August, said the new setup was a step 
in a long range expansion program 
“to meet new conditions 
competitively.” 

Brooke, Smith, French & Dorrance, 
Inc., of New York and Detroit have 
been appointed advertising and met 
chandising counsel 


com 


sales 


business 


George A. Taylor 


Charles E. Wilson Cited 


The American Society of Tool En 
gineers has awarded an honorary mem 
bership to Charles E. Wilson, former 
president of General Electric Co. and 
Director of Defense Mobilization dur 
ing the early phase of the Korean war 





TO HELP YOU 4 “aes OIC VALVES 


**Most valuable book I’ve ever had”, said one 
salesman, “It gives me information on valves in 


a hurry.” 


Thousands of copies of this OIC Catalog Digest have already 
Leen distributed. More thousands are being sent to valve 
users everywhere. If each of your salesmen doesn’t have one, 
write for copies today. The Ohio Injector Company, 108 Main 


Street. Wadsworth, Ohio. 


WRITE TODAY FOR YOUR FREE COPY! 
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fhere-Seal vost CLAMPS | | 


Hold Tight: 





Until You Know When! 


Your mechanic fits an Aero-Seal 
Hose Clamp any place he can 
reach with a thumb and one fin- 
ger — it locks tight... seals tight 
—and will hold until “the big 
freeze.” Won't shake loose in a 
million miles of driving, and can 
never snap open accidentally, 


REPLACE AND RE-USE 
AGAIN AND AGAIN 


If the hose wears out, there's no 
waiting on the road for a spare 
hose clamp — no time-killing trip 
from the shop to the stockroom. A 
quick twist of the wrist and the 
band unlocks .. . ready for use. 
One clamp may be used and re- 
used — replaced in any position = 
year after year. 


«K ) 
+ SEALS TIGHT — CAN'T 
CUT HOSE 


Acro-Seals are scientifically de- 
signed to apply pressure evenly all 
around the hose — won't leak. Vi- 
bration-proof. Curved saddle pre- 
vents cutting of hose. Stainless 
steel — won't rust; resists corrosion. 
Thumb-screw and screwdriver slot 
types 


ALL AERO-SEAL HOSE CLAMP 
BANDS ARE STAINLESS STEEL 


4hew-Seal 


Worn 
P\\~9g HOSE CLAMPS 


Another Co) Product 


BREEZE CORPORATIONS, INC. 


41 South Sixth St., Newark 7, N. J. 
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Book Review 





HOW I MADE THE SALE THAT 
DID THE MOST FOR ME 


Compiled by J. M. Hickerson 
Prentice-Hall, Inc., New York 


It's easy to get a successful salesman 
to tell about his biggest sale—or the 
one that, so he thinks, best illustrates 
his uncommon ingenuity. But the 
story of the sale that did the most to 
improve his effectiveness takes more 
thinking on the part of the subject, 
and makes better reading for the rest 
of the sales fraternity than the com 
mon run of yarns 

This collection of 60 stories by 
leaders of American industry who 
made their names in selling is unusual 
in its perspective. ‘The writers have 
had plenty of time to look back over 
their careers, and influential 
men already, have little reason to ex 
aggerate or exploit their accomplish- 
ments. 

Only three of the incidents concern 
products sold by distributors. How 
ever, most of them illustrate selling 


being 


| points of sound value to all salesmen 


generally. 

Here's a sampling of the titles: “A 
Customer Never Forgets a Real Serv 
ice;” “Know the Rules—and When 
to Break them;” “Management vs. a 
Hard-Hitting Sales Force;” “Know 
When to Quit;” “Sales Are Custom 
Built;” “Selling is Believing;” ““There’s 
Nothing Like Information;” “You 
lalk ‘Too Much;” and “Who Throws 
Out the Salesman?” 

The stories are well told, without 
evidence of having been edited for 
preaching effect. 

David H. DeMott, president of 
S.K.I. Industries, Inc., tells of selling 
ball and roller bearings to an industry 


that had never used them (‘There's | 


Nothing Like Information”). David 
F. Austin, vice president—sales, United 
States Steel Corp., recalls that “A 
Customer Never Forgets a Real Serv 
ice.” As a young salesman he had 
once helped save the life of a strug 
gling little company worth approxi 
mately $10,000, against the advice of 
his manager, and vears later 
watched it grow into one of U. § 
Steel’s major accounts. 

You can take your pick of advice 
Gerald M. Loeb, of Wall St., says he 
owes everything to low-pressure sell 
ing (“I Don’t Sell—People Buy From 
Me’). So does P. Val Kolb, presi 
dent of Sterwin Chemicals, Inc. (“I 
Have Nothing to Sell’), explaining 
how he consistently, and successfully, 


sale s 
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lexibl? shaft 
MACHINES 


your BEST BUY 
because they 
serve your customers 
BETTER! 


Nieereec od 
. 


43-SPEED 
$J-38 


These two STOW Variable 
‘Speed Machines permit 
choice of operating speeds 
... are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


Stow 


N.40 


STOW FLEXIBLE SHAFTS 


are the result of specialized 


knowledge and 76 years of ex- 


perience. Reliable, efficient — 


they're famous for long-wearing, 


trouble-free performance. 


Write for Free Copy! 


Don’t deloy—write to- 
day for your free copy 
of Catalog 51. 


MANUFACTURING C 


ae 
3 
& 


i 


JIFFY 


STREAMLINER 





violates the old chestnut about never 
telling a prospect you just happened 
to drop in. But Davis P. Reynolds, 
of Reynolds Metals Co., made his 
greatest sale as a young man by resort 
ing to the sensational—when the pros 
pect refused even to talk to him on the 
phone, he bought an old bus, rigged 
it up as a colorful display coach, and 
parked it in the prospect’s office drive 
way—almost blocking it off. 

For pure entertainment, the book 
has few rivals in its field. There’s 
even an episode concerned with 
Dutch Schultz and “Three Fingers” 
Brown, and how contact with thes« 
two underworld leaders caused onc 
writer, now a well known corporation 
executive, to devote his selling talents 
to the cleanup of New York City 

V.W.P 


Mine Safety Appliances 
Has New Midwest District 


Mine Safety Appliances Co., Pitts 
burgh, has set up a new nine-state 
sales district with headquarters in 
Kansas City. 

Six safety-sales engineers under C 
Hl. Mehaffey, district manager, will 
serve the teiritory, which includes 


Kansas, Missouri, Iowa, Nebraska, | 


Minnesota, Wyoming, eastern Mon 
tana and North and South Dakota. 
Mr. Mehaffevy, who has been with 
the company 17 years, was previously 
assistant manager of the industrial 
department at Pittsburgh. He is a 
graduate of Kansas State College. 


The new district will be serviced | 


from a 4,000 sq. ft. warehouse at 1434 
Wyandotte St., Kansas City, contain 
ing stocks of all types of safety appli 


mces 





NEW DISPLAY is inspected by Art 
C. Evered, general manager of Hallidie 
Machinery Co., Seattle, Wash 


The best buy in bolts 
stutdy portugal? 








Get the benefit of oo iy sm bolts, packed in 
clearly-labeled, sturdy corrugated board con- 
tainers. Use the up-to-date information of our 
concise, simple to use catalog to order and 


stock Buffalo Bolts. 


You'll get the perfect combination of supe- 
rior bolts in superior cartons at the same 
price as ordinary bolts. Order in either car- 
load or Lel lots. They're easier to stock, 
and handle... move better. Write for 
Catalog #51 and also ask for circular on 
_—. weights and types of bolts in 


andy Pack cartons. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS—BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 
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Selling 


MUN ON a 
our important job 


® Asa Reliance Distributor, you represent one of the 
nation’s largest and most reputable manufacturers of 
spring lock washers. Every time you sell Reliance 
Spring Lock Washers, the company’s constant, year 
by year effort to sell you, the distributor, to your local 
industrial customers bears fruit. 

® This is not an accidental occurrence—but the result 
of a planned basic policy that constantly works for 
you—to increase your sales and to increase the im- 
portance of your services in the eyes of your customers. 


® This Reliance policy is a continuing one—to con- 
stantly keep you in touch with the many markets 
Reliance is continually promoting. This policy, in ad- 
dition, helps expand your own market potentials. This 
vear, a greatly increased audience of industrial readers 
will be exposed to Reliance advertising—and hundreds 
of new potential customers will see Reliance products 
at trade shows and exhibits. 

® This constant Reliance sales effort to help increase 
your profits is but one side of the ledger — on the 
opposite page you can find other profitable reasons 
why it pays you to sell Reliance Spring Lock Washers. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
Charles Ave., Massillon, Ohie 








gare 











INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 


CUSTOMER'S man waits as Charles 
Ir. Fowler checks on sizes at The 
Charleston Supply Co., Charleston, 
S. C. Mr. Fowler, a Korea veteran, is 
studying chemical engineering at the 
Citadel, works part time 





Older Workers, Handicapped 
Can Ease Help Shortages 


You may be able to solve help 
shortage and turnover problems in 
office and warehouse by learning more 
about capabilities of older workers, 
the handicapped, and women workers. 

The Office of Defense Mobiliza- 
tion recently published a series of 
pamphlets pointing up the advan 
tages of recruiting less sclectively as 
to age, physical fitness and sex for cer- 
tain jobs, provided persons are properly 
screened for their tasks. Prepared by 
the Health Resources Advisory Com 
mittee, the booklets are entitled, Pro- 
duction of Any Age, The Disabled 
Can Work, and A Job for Women. 

Another booklet, The Worker and 
His Health, tells how to cut down 
absenteeism by in-plant health pro 
grams. 

Production at Any Age stresses that 
older workers can perform com 
petently and often just as productively 
alongside younger colleagues. Studies 
show they are more experienced, have 
fewer outside distractions, are more 
conscientious, and have less wastage, 
the pamphlet states. 

“Undoubtedly, old age weakens 
ability on those jobs requiring great 
energy and speed. But even on such 
jobs, the decline from age 50 to 75 
is gracual and varies with the occu- 
pation”. 


Older Men a Good Influence 


According to a study of about 17,- 
000 workers in 109 manufacturing in- 
dustries, the booklet reports, the only 
disadvantages of older men are that 
their disabilities last longer once they 





are injured. But they are absent less 
frequently and less likely to be injured 
than the younger man. They have, 
among other things, more respect for 
safety practices. 

Also, they contribute to morale and 
productivity in other ways. “The ‘old 
timer’ usually has more knowledge of 
the traditions of the firm, a greater 
sense of belonging and a higher sense 
of loyalty. He inspires confidence and 
loyalty. He is particularly helpful in 
interpreting to younger employees the 
changes which the industry has under- 
gone.” 

Proper job placement, however, is 
important, the pamphlet points out. 
Frequently, it must be preceded by 
retraining, and the older man must 
begin his readjustment to new duties 
well in advance of the time when oc 
cupational changes are necessary. Em 
ployment authorities believe that two 
to three times as many clder workers 
as are now employed cou!d be placed 
in industry if jobs and capabilities were 
properly screened. 


Disability Does Not Disable 


Frequently handicapped people are 
more competent and more dependable 
on the same job than the non-handi 
capped, according to the booklet, The 
Disabled Can Work. Studies of 11.009 
handicapped and 18,000 matched non 
handicapped employees in various in 
dustries have shown thet absentee 
rates, safety records and productivity 
of the two groups were anproximately 
the same. 

“Awareness of their handicap often 
tends to make persons with physical 
defects have a more conscientious 
attitude toward their work,” the 
pamphlet points out 

Furthermore, no provision in work 
men’s compensation insurance policies 
penalizes employers for hiring the 
handicapped. 

Medical advances and vocational re 
habilitation programs have made it 
possible for thousands of disabled per 
sons who ten vears ago would have 
been considered hopelessly impaired, 
to resume active, self-supporting roles 

Emplovers should regard every job 
1s suitable for some handicapped per 
son until proved otherwise, the 
pamphlet states 

“From the standpoint of anatomical 
perfection, practically everv one is 
handicapped to some extent.” 


Women Can Do Most Men’s Jobs 


According to the pamphlet, Job for 
Women, women can do practically 
any job that men can do with the ex- 
ception of a few prohibited occupa- 
tions. 





| 


Selling RELIANCE 


‘Spring Lock Washers | 
is your profitable job 


® Profits can be figured in many more ways than 
just “dollars and cents.”’ You will be the first to recog- 
nize that certain intangible assets (or “extra” profits) 
contribute heavily toward maintaining your business 
position and increasing it . and actually represent 
a good percentage of the value of your business. 

@ These “extra profits” stem directly from the repu- 
tation of your business for service, guaranteed product 
quality and fair pricing. 


” 


@® That’s why you, as a Reliance Distributor, can en- 
joy the unusual opportunity for such “two-way” profits 
. profits from day to day sales of Reliance Spring 
Lock Washers and profits from your ability to 
provide customers with prompt service, products of 
guaranteed quality manufactured by a large company 
of good reputation. 
® These “extra” profits are constantly available- 
and enter your ledger book every time you sell Reliance 
Spring Lock Washers. 
® Join your efforts with the Reliance Division’s 
program of sales promotion and advertising in 1953 
to realize ALL of the profits available to your business 
. profits that work for you not only today but also 
for the future of your business. 











Dependable Distributors 
stock Dependable 


REMJANCE 
yong 


LOCK WASHERS 
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Single-Pad... 
Straight-Line 
Action. . . Wet 
ot Dry Sander 
Added to 
National Sander 





Here is the latest addition to the extensive 
National Line of electric and air driven 
block sanders. The Model 600 is a fast, 
lightweight, powerful straight line 
action, single-pad air sander with water 
attachment. Its 5/16” stroke assures 
rapid stock removal. It is the product of 
National's years of experience in sander 
engineering and development Combined 
with careful field testing on manu- 
facturers’ production lines. 


NATIONAL 


NATIONAL AIR SANDER, INC. 


2822 AUBURN STREET, 


222 


ROCKFORD, ILLINOIS 
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Jobs they perform particularly well 
are those involving: (1) care and 
constant alertness, good eyesight and 
use of light instruments, (2) manipu- 
lative dexterity and speed, but per- 
mitting the individual to set her 
own tempo, and (3) skill but little 
strength, either in handling parts or 
setting up machines. 

Women generally have fewer, less 
severe accidents than men, according 
to the booklet. They are absent an 
average of 12 days a year, as compared 
with eight days for men; but they are 
no more susceptible than men to occu 
pational diseases. 


How to Cut Absenteeism 


The Worker and His Health states 
the case for preventing sickness before 
it happens through company health 
services. It points out that during 
World War II many industrial organ 
izations held absentce rates to 2 and 3 
percent, compared to 4 aud 6 per 
cent for plants with inadequate med 
ical service. 

This pamphlet is written for the 
large plant, primarily in manufactur 
ing. However, it contains a_ useful 
bibliography as do the othe: booklets 
in the series. 

The booklets may be obtained from 
the Office of Defense Mobilization, 
Washington 25, D. C 


Tool Chest Manufacturer 
Adds Factory Space 
Huot Mfg. Co., St. Paul, Minn., 


is completing a factory annex which 
will provide 25 percent more manufac 
turing space. 

Henry Huot, executive vice presi 
dent, said additional personnel and 
equipment are planned for the com 
pany’s line of tool chests, drill indexes 
and dispensers. The annex will be 
ready about March 1. 





TIME OUT for a laugh at Fred K 
Blanchard, Inc., Troy, N. Y., breaks the 
busy routine of Giles P. Bennett, v.p., 
and Ruben Lavoie, purchasing 





INDUSTRIAL refrigeration sales is the 
aim of Cleveland C. Hayes, Allen & 
Webb, Charleston, S$. C. He attended 
refrigeration school 





Try This Tax Quiz; 
It May Save You Cash 


The 15th of March is not far off. 
With it comes that annual $64 
question—how much can I deduct 
from my Federal income tax? 

Here's a quiz of timely questions 
prepared by the American Institute of 


Cost Accountants. (Answers on page 


226) 

1. Your son worked for you in the 
business last summer, and you paid 
him a total of $591. He also won 
$10 in an advertising slogan contest. 
You can 

a. Take a full $600 dependency 
exemption for him. 

b. Take a half exemption 

c. Take no exemption 

2. While on vacation with your 
wife last summer, you entertained 
several men you do business with. Is 
this— 

a. Deductible as a business expense? 

b. Not deductible, since you were 
vacationing? 

c. Deductible only if you and your 
wife file a joint return? 

3. You made a non-business loan 
of $2,000 to a friend last March, and 
he promptly disappeared leaving ab 
solutely no trace. You can probably 

a. Deduct the full amount 
bad debt on your 1952 return 

b. Deduct only half of it 

c. Take no deduction at all 

4. You earned more than $3,600 in 
your business. The social security tax 
1s 

a. Not levied on your own income 

b. $81, paid with your income tax 
return 

c. $54, paid to the Social Security 
B yard 


y * 


" 
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ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 

Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


SINCE 1909 
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Men Who Use Them Know... 
WILTON 


1S THE FINEST NAME IN VISES 


Write for 32 page catalog of Vises, 
Work Positioners and Industrial Clamps. 


Sold Only Thru Distributors 


WILTON TOOL MFG. CO. 
925-D WRIGHTWOOD AVE. 
CHICAGO 14, ILL. 


ARBOR SPACER ASSORTMENT 


Our special assortment in- 
cludes 80 arbor spacers, 10 
each of 8 different gauges. 
Each gauge is in a separate 
envelope. 7 different sizes 
are available, each with or 


© LAMINATED © without keyway. 
SEND FOR CATALOG SHEET 


Packaged in moisture- 
resistant envelopes for 
ease in stocking and use. 





4102 UNION STREET + GLENBROOK, CONN. 





}O COMPANY, INC. O 


, 
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d. $54, paid with your income tax 
return. 

5. Which of the following con 
tributions is not deductible? 

a. Your local Community Chest. 

b. The American Legion. 

c. A political party. 

d. The YMCA. 

6. You failed to take all your allow- 
able deductions on your 1950 return. 
You can 

a. No longer file a claim for a 
refund. 

b. File a refund claim as late as 
1954. 

c. Stop worrying, since you will get 
a refund automatically. 

7. Your wife works for you in your 
business. She 

a. Is required to pay social security. 

b. Is not subject to social security. 

c. Can choose whether she does or 
does not want social security coverage. 

8. In December, you spent $1,000 
for built-in bookshelves and _ wall-to 
wall carpeting for your office, on which 
your lease has three years to run. You 
can— 

a. Deduct the $1,000 on your 1952 
return 

b. Amortize the cost over the next 
three years 

c. Depreciate it over the life of the 
furnishings. 

9. There are a few leaks in the 
shingle roof of your office building. so 
you construct a new tile roof. Tax 
wise, the cost is 

a. Deductible as a repair. 

b. Deductible in the current year 
as an improvement. 

c. Depreciable—a_ portion deduct 
ible each year of its useful life. 

10. In determining your taxable 
income, which of the following taxes 
you pay is not allowed as a deduction? 

a. Real estate tax. 

b. State income tax. 

c. State inheritance tax 

d. Motor vehicle license fee. 


ANSWERS ON PAGE 226 





THEY CAN’T LOSE 


One Chicago corporation is offering 
20-year “escalator bonds” to encour- 
age.employee investment in the com- 
pany, according to Factory Manage- 
ment and Maintenance, McGraw-Hill 
publication. Value of the bonds can 
increase, with upward revisions in the 
Consumer's Price Index, a maximum 
of 50 per cent by the date of maturity. 
But it cannot go below the present 
value, no matter how much the Index 
drops 














5 a | e § D ly | | ( r IS for CARBORUNDUM distributors’ salesmen 


..-to help you sell more abrasives...faster...to more customers 


EDUCATIONAL PROGRAM 4 series of Grinding 
Bulletins by CARBORUNDUM, plus a set of correlated charts for 
instructor use, provide thorough, yet non-technical instruction 
in abrasive materials and their uses. Your customers can use 
them individually for instruction in specific applications, or 
in bound form as a complete basic tr ining Of review Course 
in better grinding practice 

In addition, CARBORUNDUM offers a library of movies and 
slide films on grinding — for training or review purposes 

CARBORUNDUM distributors’ salesmen also benefit from basic 
and advanced sales training courses conducted at the factory - 


CO ASSIST them in keeping on the top in every abrasive field 








e CARBORUNDUM covers every EDUCATIONAL PROGRAM— FIELD SERVICE — Abrasive INFORMATION SERVICE— 
angle in prov iding strong sales Grinding Bulletins and charts; 4 engineers work with you to booklets and Engineering 
‘ ; ‘ movies, slide films; Distributor solve your customers’ prob Bulletins cover every special 
SEHMUNITION CO GIStTTIDULOL Sales Sales Training Course lems ized grinding operation 
men. When you sell abrasive prod 
ucts by CARBORUNDUM, you can 2 help won call...cleendtncnaah 
count on these six important aid 


1S your customers and prospects 
, 


TRADE MARK 


the ONLY source for EVERY abrasive product your customers need 


customers the newest abra help you sell more obrasive 
sive developments first products... faster 


ADVERTISING — written to 4 RESEARCH —to give your CATALOGS — designed to 


“Corborundum” is a registered trademark of The Carborundum Company, Niagara Falls, N. Y 
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WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


1- 


HYDRAULIC SENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
. . With a Gaeences 
~~. r$ Bender one man in 
” but afew minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 5” 
Compact, portable 
saves Ours, 


saves matcrials. 


HAND SENDERS 

FOR TUBING, FIFE, 
cConouit 

Quickly form small- 
radius bends without 

flattening or kinking 

Espe tally desig ! to 

make neat bends tor 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AMD CUTTERS 

For fast, easy enlarging of 
kr ockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
ly” up to 3'y". To operate, 
simply turn with a wrench 


Portable hydraulic unit 

for driving Graeences 

Knockout Punches. 

Speeds jobs easily 

operated Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with case. 


CAQLE PULLER 
AND BORING 
Too.s 

Specifically de- 4, 
signed to save 

time, speed jobs 
climinate tedious, heavy 
work, ¢ ompanion tools to 
Gaeentes timesavers for the 


2 
many other 
electrician, 


LTT TTT 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1922 Herbert Avenue, Rockford, Ill 
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Answers To Tax Quiz 


(Starts on page 223) 





1. (c.) Your son’s prize here would 
be considered taxable income. That 
raises his total income to $601, and 
he cannot qualify as a dependent if 
he has income of $600 or more. 

2. (a.) The amounts spent should 
be deductible as business expenses, 
if you kept a careful record which lists 
them in detail, and shows clearly that 
the entertainment was with a pre- 
dominating business motive and not 
merely reciprocal, or incident to the 
vacation. 

3. (b.) A non-business bad debt is 
a capital loss. And you can take only 
$1,000 a year in capital losses—unless 
you can apply them against capital 
gains. You are allowed to carry over 
unused losses for five years; better get 
expert advice. 

4. (b) Assuming your income is 
classified as self-employment income 
(see tax instructions) and is not from 
engaging in an exempt profession, a 
tax of 24 percent on the first $3,600 
is due with your income tax return— 
so you owe $81. 

5. (c.) You cannot deduct contribu- 
tions to an organization which spends 
a substantial part of its time on lobby- 
ing or political propaganda. 

6. (b.) In this case, you can file a 
claim for refund within three years 
from the date your return was due. 

7. (b.) If your wife works for you, 
you are not supposed to pay social 
security taxes on her salary, nor is 
she supposed to make her contribu 
tions. 

8. (b.) On leased property, you 
normally spread the cost of improve- 
ments over the life of the lease. 

9. (c.) The roof is an improvement, 
not deductible currently like ordinary 
repairs. Its cost is deductible as de- 
preciation spread over its estimated 
useful life 

10. (c.) Inheritance taxes are not 
deductible. The others listed are de 
ductible. 





BARTER STILL THRIVES 


There's an appliance dealer in Ten- 
nessee who doesn’t need money to do 
business. He serves a thriving farm- 
ing community where money—os 
money—is not easily come by, but is 
usually available in the form of pigs, 
chickens, tractors or fire wood. The 
dealer accepts these as down pay- 
ments and trade-ins and often resells 
them at an extra profit, Electrical 
Merchandising, McGraw-Hill publica- 
tion, reports. 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales 


. 150 S Sander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body 


No. 150-K SpeedSander Kit 
The Sander with Accesso- Y 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb’s wool bonnet, 

90 sheet abrasive cov- 

ers, etc. in fitted steel 

carrying case. $49.50 


No. 1000 SpeedSaw 
‘4 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to 45°, an 
depth to 14" le M 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 
chucks 
No. 200-J 4” Speed Drill 


No. 400 
4" Speed Drill 
$39.50 


also other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 

and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive displa 
carton $19.9 
uk Write for catalog 


, Way “anuractunine co. 
1832 Se. S2nd Ave., Cicere 50, iil. 








BRONZE, IRON, STEEL AND CORROSION-RESISTING VALVES 
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Series H-Helical Gear 


Note how driven shaft fits directly 
into tubular low-speed shaft of 
reducer and extends for full width 
of housing 


Large Timken bearings 
throughout, 


Turnbuckle adjustment on either 
side eliminates sliding motor base 
required for adjusting belt 
tension. 


Helical gears cut from forgings 
or Mehanite castings for long, 
quiet service. 


Steel pinions, integral with shafts, 
are induction hardened and lap- 
ped together with gears for max- 
imum bearing and quietness, 


THE MEDART CO. 
Most Complete Source For 
Mechanical Power 
Transmission Equipment 


MEDA 


3535 DeKalb St., 
St. Lovis 18, Mo. 


Name 


Title 


Also send following catalogs 


@ No Adjustable Motor Base! 

® No Reducer Supports! 

@ No Alignment Problems! 

® Quick, Easy Installation! 

© Trouble-Proof, Long-Life Service! 
© Efficiency From 96% to 98%! 


© Low In Price & Operation! 


2 Standard Ratios: 
19.6 to I and 11.25 to I 














ATTACH TO COMPANY LETTERHEAD 


RT CO., 3535 DeKalb St., St. Lovis 18, Mo 


Send Speed Reducer Catalog & Data Book 


Geors () V-Belts & Sheoves 


) Power Transmission Equipment 








in the General Tool Co. 
Portland, Ore., since 1929, John C. 

| Derville, Jr., is now assistant general 
manager of the firm 


| ACTIVE 





Tulsa Purchasing Agents 
| Elect New Officers 


EK. C. Wolf, of Sunray Oil Corp., 

has been elected president of the Pur 

| chasing Agents Association of Tulsa, 
Okla., for 1953. 

Other officers are: Russell R. Bur 
ris, Sun Oil Co., Ist vice president; 
Charles D. Wells, Service Pipe Line 
Co., 2nd vice president; L. E.. Patten, 
Carter Oil Co., secretary-treasurer. 


Addresses Akron Group 


Fred ©. Goodnight, purchasing 
agent of ‘The Hardware & Supply Co., 
| Akron, Ohio, addressed a meeting of 
the Akron Purchasing Agents Associa 
tion recently on his firm’s method of 
inventory control. He is chairman of 
the education committee of the local 
association 





ay i 
pete iet 


HARD AT WORK when camera 
clicked were C. E. Matson, office man 
ager, and Bud Harmon, inside salesman 


| at the W. S. Ehrenfeld Co., York, Pa 
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Tool and Die Makers 
Plan Publicity Movie 


I'he National Tool and Die Manu 
facturers Association is planning an 
elaborate color movie as part of a 
campaign to attract more young men 
to the industry. 

Industry leaders at a recent New 
York meeting said the shortage of ap 
prentices is critical. ‘The film, it is 
hoped, will glamorize the industry 
before school and business groups and 
on television. Titled ‘““The Tool and 
Die Maker: American Frontiersman,” 
it will be ready next fall. 

Alfred Reinke, of Gus Reinke Ma 
chinery & ‘Tool Co., Hillside, N. J., 
president of the association, intro 
duced the project. 

Other industry leaders who spoke 
expressed optimism about future busi- 
ness. Richard Moore, president of | 
Moore Special ‘Tool Co., Bridgeport, 
Conn., predicted at least two years 
more of high-level activity. Albert 
Goldman vice president of Atlantic 
Mfg. Co., Philadelphia, said prospects 
were the same in his area. 





WICHITA, Kan., branch of Fllfeldt 
Machinery & Supply Co. has a new out 
side salesman, Ken Herring 





We depend on reputable dis- 
AERIAL PROSPECTING tributors and dealers to han- 
dle the bulk of our standard 
Largest combined aerial and ground products. Your inquiries are 


search for new mineral deposits ever welcome 


undertaken with U. S. support has been 


launched in Angola and Mozambique, 

Portugal's two largest colonies in | CLEVELAND Chualdg FASTENERS 
southern Africa, Engineering and Min Oo 

ing Journal, McGraw-Hill publication, 
reports. The project, which will cost 
$2 million, would probably take 10 
years by ground search alone; com- 
bining it with aerial surveys is expected 
to cut the time to two-and-a-half 
years 
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“THERE IS NOTHING BETTER” 


> BRAND 


FILES 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alii- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


We make both American 
and Swiss patterns in all 
sizes, shapes and cuts and 
have proven their quality 
to industry. 


It is our policy to sell 
thru distributors and we 
can accept distributors in 
some sections. 


You 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSO 
NEWTO 


230 


SPIC AND SPAN is the warehouse 
managed by Louis Camero, of John 
Day Rubber & Supply Co., Omaha 





Sligo, Inc., Appoints 
Steel Division Head 


M. G. Duncan, formerly with 
Annco Steel Corp., has joined Sligo, 
Inc., St. Louis industrial supplies and 
steel distributor, as manager of the 
steel division 

Daniel ‘T. Rabbitt will continue as 


assistant manager of the division. 


The company recently completed a 
new warehouse on North 2nd St., 
St. Louis 


Named Telephone Director 


Herbert P. Ladds, president of The 
National Screw & Mfg. Co., Cleveland, 
has been elected a director of the 
Ohio Bell Telephone Co. He is also 
a director of five other companies, in 
cluding the Western Maryland Ry., 
a bank and a shipyard. 





SALES conference brings together 
R. M. Hansen, branch manager, and 
M. L. Carlson, sales engineer, at J. J 
Ross Mill Finishing Co., Seattle. 
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1. FINEST QUALITY 
2. COMPLETE LINE 

3. PROMPT DELIVERY 
4. PRICED RIGHT 


Here are the finest oilers made 
today for every industrial, crafts- 
man and household use. Heavy 
gauge steel bodies and spouts. 
Tempered spring steel bottoms. 
Welded throughout. Knurled brass 
bushings, machine cut threads. 
Guaranteed leakproof. 


Other GEM 
Products Include: 


Welded Steel supply and 
storage cans; Pump and 
Pistol oilers; Tallow pots; 
Grease buckets; Engineers 
fillers; Marking pots; Long 
handle inspectors torches; 
Railroad oilers; Traction oil- 
ers; Engineers locomotive 
valve oilers; speciol de- 
signs; efc 


141 Protit Builders All from One Source 
Send for Complete Catalog 





7wo MULCONROY HOSE 


SPECIALTIES-Aecay 
Bring Yon Increamed Jales 


TELEPHONE sales at Davis Industrial 
Products, Portland, Ore., are handled 
by Bob Weber, who has been on the 
job since 1946 





Chicago Belting 
Names Vice President 


A. J. Weis, sales manager for Chi 
cago Belting Co. for the past 37 years, 
has been promoted to vice president. 

New sales manager is K. B. Stiles, 
until now assistant sales manager. 

Mr. Weis has been with the com 
pany 52 years. 

Allis Rubber Co., Chicago Belting 
subsidiary, has named E. H. Ball, Jr., 
as sales manager and Carl C. Norman, 
Jr., assistant sales manager. 


Joins Pittsburgh Staff 
Of Firth Sterling Inc. 


William E. Henry, formerly with 
Joseph T. Ryerson & Son, Inc., Chi- 
cago, has joined the sales department 
of Firth Sterling, Inc., in the Pitts 
burgh district. 

He had previously sold tools and 
dies for the Lakeview Mfg. Co. 





HANDY display rack for belts was 
home made at Colerick Supply Co 
Utica, N. Y. William Ray finds it use 


full for counter sale 





MULCONROY HYDRAULIC 
HOSE ASSEMBLIES 


With 


The ideal hose assembly for all kinds of hydraulic equipment, assuring the great- 
est degree of safety, efficiency and economy. Hose is highest quality hydraulic 
type, in constructions to meet any required working pressure. ‘Press-Lock” 
Couplings have established a new standard for hydraulic hose connections, 
giving the hose unequalled resistance to shock loads and the effects of continuous 
flexing. They are the pressed-on type, with a three-way gripping arrangement 
that makes them integral parts of the hose. Cut-away view shows how the 
“Press-Lock” utilizes entire hose wall, 

and illustrates the unique method of 

anchoring coupling to hose. 


‘“FULLPAK’’ FLEXIBLE ALL-METAL HOSE 


STYLE 830. For maximum resistance to 

high pressures and hard wear. Full in- 

terlocked, asbestos packed. Designed 

to provide superior strength, durability 

and safety in handling steam, air, 

water, oil, chemicals, etc. Flexible 

metal tube has cover (lacing) of tightly 

braided steel or bronze wire. Outer 

half-round steel or bronze spiral gives “FULLPAK” is also available plain, Style 
additional strength, and protection 828; and with braided cover only, Style 
against severe external wear and 829. Sizes '4” to 3”, with suitable 
abuse. couplings for each style and service 


The above are but two of the many MULCONROY Hose Specialties 
which you, the Distributor, can sell to advantage and profit. Write for 
catalogs and literature describing the complete MULCONROY line 


"MULCONROY Siar... WHERE OTHERS S. 
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Quickly reversed 
from the end of 


ateMatelatel (= 


REVERSIBLE RATCHET WRENCHES 


These wrenches keep atelale CMRAAeMAleP 4e1ae lel hs 
positions 


strength 


owell SERIES 20 


NEW MANAGEMENT team sat 
American Machinery Supply Co., At 
lanta, Ga., consists of William A 
Brooks, president, and George Roberts 
This safety feature, the wrenches gencral manager 


of design, and long-wearing, 


trouble-free qualities have made the Series 


20 


for 


Lowell Reversible Ratchet 


Order from your ale Rialto 
Distributor for Prompt Service! 


LOWELL WRENCH CO. [:::: 


WORCESTER 8, MASS 


iG 


STAINLESS STEE 
FASTENINGS 
GY OF ALL TYPES 


RiGHT OFF THE SHELF 


és apse 
¢ * Machine Screws * Sheet 
Metal & Wood Screws * Sct 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 


Fast service on special screw 


mochine products 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog just off the 
press—-write today 


1, STAINLESS SCREW CO.) 


in-Stock-Service on small or 


Se¢ t- Fis) {i _— AR mory 4-1240 


Paterson 2, N. J. 


- 
230 Union Avenue ° 


fae hisiiere| re 60 which Iso shows other 


preferred wrench in its field. Send 


Assistant Sales Manager 
Named by McKay Co. 


Supply The McKay Co., Pittsburgh chain 


and welding clectrodes manufacturer, 

has appointed James W. Wilcox as 
assistant general sales manager. 

Special assistant in sales since July, 

| 1951, Mr. Wilcox previously han 

| dled McKay sales in the Detroit area. 

His headquarters will be at the com 
pany’s main offices in Pittsburgh. 


Four sons of the founder of the Evansville, Ind., company inspect the cornerstone 
They are: Walter Noelting, secretary; Clarence B. Noelting, executive vice president; 
William H. Noleting, president, and Elmer Noelting, treasurer 


wife in Nebraska, in 1889, the com 
pany moved to the Ohio River city 
in 1912 to be nearer its markets and 
material sources. 

Employees and guests toured the 


Faultless Caster Corp. recently 
celebrated its 40th year in Evansville, 
Ind., at a Family, Night for 1,500 em 
ployees and their families 

Founded by B. H. Noelting, and his 
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plant and offices and received gifts 
Refreshments and entertainment were 
provided. 

Che original furniture caster line 
produced in one building in 1912 has 
been increased to 11,000 styles and 
types of furniture and truck casters 
The company also produces furniture 
glides, floor truck locks, furniture hard 
ware and textile top rolls for spinning 
ind roving frames. 


Cleveland Field Engineer 
Appointed by Norton Co. 


New field engineer in Norton Co.'s 
Cleveland territory is Alfred C. Wo 
mer, former resident demonstrator 

Mr. Womer joined the Worcester, 
Mass., manufacturer's Grinding Ma 
chine Division in 1935. From 1939 to 


1946, he was a serviceman and demon | AR am S st 


strator for the division in the U. S$ Ly 
and Canada. He spent six months in . \ \\ 
Brazil. : ; b 
From 1946 until recently he was \ 
resident demonstrator in Cleveland 
He left this post in September to tak« 
© Cons Ge. Aaamene Cone acta Indifference — whether it’s under 


ties 
the “big top” or on the 


production line —is inexcusable 
To Manage Gas Sales and often fatal. You simply can’t 
for Liquid Carbonic afford to take chances with a 
hard won reputation for quality 


Liquid Carbonic Corp. Chicago, has 
ippointed B. W.. Goulding vice presi performance. That's why we 


dent in charge of the Compressed Ga say it’s a pretty good rule to stick 


Division He will have omplet 
: . : aa to a solder you know and trust 
charge of sales and manufacture of : 4 * i 
the division’s products ... time-proved Kester Solder, 
Mr. Goulding was formerly vice 
president in charge of sales of the always a consistent flux formula. 


ompanv’s CO-2 Division 


constant in solder alloy and 





For the right Solder the exact Solder you require .. . choose 
KESTER, the job-engineered Solder — 8 Fluxes in Core Solder, available in 
5 core openings. Also remember: Kester Solid Wire 


and Bar Solder, Kester ‘‘Solderforms’’ and separate Fluxes 


KESTER 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 


RUST PREVENTIVE at Farquhar 
Machinery Co., Jacksonville, Fla., i 
given demonstration by Karl Mason and 
Bruce Whitt 


TAL ddd dd 
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V, 7 : 
Canrkon ii, (Loirt, EEE 


SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base 
is POSITIVE in action! 
It is designed on the ris 


principle of the auto- 
mobile brake—’shoes 


that grip the sides.” NEW | > ICT displ 

Turning ian nee E PRODUCT | display amuses 
C. kK. Barduhn, president, and H. E. 

wedges the shoes Reay, vice president, Atlas Packing & 

against the sides of a Rubber Co.. Seattle. Wash 


circle in the base providing a gripping power of 360°. 
The hexagon wrench is easier to operate than the old New Salesmanship Films 
style binder bolt. It can also be readily changed to the Show Basic Techniques 

opposite side of the vise for use by left-handed mechanics. 








\ new film series on salesmanship 
illustrating a ‘glesman’s pitfalls and 
DARKER VISES successes by a lively Carton ipproach 
has been issued by the ‘Text Film De 
partment of McGraw-Hill Book Co., 


THE CHARLES PARKER CO., America’s Oldest New York. 
MERIDEN, CONN. x 1832—1953 A premicre showing of two of th 


‘ films was held recently in the McGraw 

THEY GRIP LIKE A GRIZZLY Hill Building, New York, for repre 

sentatives of 25 companies in various 

industries whose home offices are im 

New York 

Ihe series is correlated with th 

GREATER PROFITS McGraw-Hill book by Kussell and 
Beach, Textbook of Salesmanship, 

widely distributed colicgiate — text 

While they contain only Gie examplh 


of industrial selling applicable to di 
tributors, the films illustrat tech 
niques basic to all field 


They are entitled Prospecting, The 
Pre-Approach, The Approach, and 
Making That Sale. The films, Th 


Constant Consumer Demand Pre-Approach and The Approach, wer 


shown at the recent preview 


No Factory Sales to Users The Pre-Approach (running time, 


10 minutes) stresses the importanc 
Nationally Advertised of knowing in advance all pertinent 
facts about a prospect. This, according 
to the narrator, involves planning (1 


Firm Resale Price Policy an appeal to his buying motives, (2) 


ivoidance of what mav irritate him, 
- 7 . . 
} Highest Uniform Quality 3) the pace of presentation to fit his 
; . ’ mental tempo, and (4) answers to 
objections he will probably rais« 

The Approach (runny time, 10 
minutes) states that prospects share 
with untamed lions the same instin 
tive distrust of anvthing new and 
strange. Like the lion tamer, the 
salesman has to gain his prospect's 
interest and confidence and turn it to 
his advantage. The film follows step 
by step the selling of a particular) 
tough customer by an insutance sales 
man 

These two films, and the first in 
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the series, Prospecting, cost $55 each 


lhe final film, Making That Sale, sells When Worn Drills and Under-Size Holes Add to Your "tbe Problems 


for $80. Price of the entire series of 
four motion pictures and fou followup ad 
film strips is $220. Each film-stnp 1 WL] 


sell for $4 


Inquiries should be addressed to 4 | M7 
McGraw-Hill Book Co., ‘Text Film fs WAL) 
Department, 330 W. 42nd St., New Lin. Yr a 


York 36, N. ¥ 


ome Yes, you can continue to use that very drill for the rest 
Hardware Trade Assoc. Pee of its natural life, even when the holes drilled become 
Elects New Officers sissies alarmingly smaller than expected because of any 
Cicte Viele of the Mik 6 change in dimension as the drill wears down. 
Decker Mfg. Co., is the new president 
of the Hardware ‘Trade Association of WL-TAPER 
New York, succeeding James Bosted 
of Hl. W. Mills & Co., clected chau 
man of the board 
Other officers for 1953 are: David 
>. Stagg, Jr., of Patterson Bros., Ist The RAWL-TAPER is a caulked lead machine screw anchor 
vice president; Robert Richards, J. H comprised of a lead sleeve with a series of progressively 
Williams & Co., 2nd vice president; diminishing tapers. The base of the sleeve becoming gradu- 
Kenneth E. Yorke. Hansen & York ally smaller than the top permits the RAWL-TAPER easy 
Co., Inc., 3rd vice president; Amold entry into such under-size holes as long as they are large 
Siete, emits Oe Wiel Geen ene enough for the hard conical nut to enter. The distributed 
, oy: force of caulking throughout the entire length of the lead 
fary-treasurer, and Joseph Walk sleeve is accomplished through the partial collapse of each 
Buffalo Bolt Co., chairman of th of the diminishing tapers, causing them to fold under each 
executive committee other and maintain full compression between the threaded 
Ralph Allen, Diamond Expansion nut and the masonry for the maximum in holding power. 
Bolt Co., Inc., and Phillip Genglet 
0 y ( aTrawal 0 \ ( 
I + Fagen Mery in ih. Q It’s the TAPER in RAWL-TAPERS that does it! 


board of directors. Directors for a Remember... RAWL-TAPERS were Designed... 


two-vear term are Andrew Jackson 


Neal & Brinker Co., and J. Bronson ; 
...tO meet any variation in the diameter of the 

William Am Baldwin, Wyoming ‘ : ; 
Kirk Hobart. 'T) \]! hole caused by changes in dimension of the drill 

0 iW opbat Tt ] . . 
nd Herl > | as it wears down, thus saving the cost of new drills. 
bat crpcrt Ichist 

re oOne-vCa ...to insure a uniform expansion of the lead for 
the length of the nut...supplying maximum area 


t nnua in engagement with the masonry. 


cl 
he Railroad Ma 
highlighted by h ...to overcome the tendency of lead to cling to 
Ro the surface of the hole and mushroom, which 
builds up resistance and limits the depth of caulk- 
ing between the nut and masonry. 


.to avoid increasing the diameter of the lead 
which would require a larger diameter hole and 
in turn would reach the minimum limit when 
too small to receive the nut. 





to eliminate the poor practice of increasing 

kness of the lead sleeve beyond a certain ratio in proportion to the base 

r of the nut, which would be drawn up through the lead as soon as the anchor 
strains be normal elastic limit of the lead. 


For further information write Dept. I 
THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET « NEW YORK 13, N. Y 





*! 
BRANCH manager Keith Bates, Lorenz 


Co., Medford, Ore., talks over stock THERE ARE RAW p t rT a" AND MASONR 
with Harry Land, Simonds Saw & Steel nee 
Co. representative 
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=> ie. 
¢ can get it for f can deliver the 
pump 

















PROUD of machinery display in their 
headquarters in Omaha are G. C 
Edgerly, Jr., vice president and D. M 
Edgerly, Jr., president, Interstate Ma 
chinery & Supply Co 


Briggs-Weaver Honors 
Veteran Employees 
Briggs-Weaver Machinery Co., Dal 
las, ‘Texas, awarded service pins to 15 
e e e employees at the company’s annual 
Wh h d ft family” open house recently. 
ic 1S ri utor Vhirtv-vear awards went to W. I 
Beavers and Mrs. Nancy Yeagley. Vida 
T | h  ) McElreath received a 20-year pin. 
sea § t e Pp U m Pp ° Honored for ten vears’ service were 
L. G. Estes, L. B. Smith, J. ‘T. Evans, 
You can win new customers and please old . Ravmond Tuel, Gene Schaefers, Donia 
: anecagg Fhe Ee costes Epperson and Carl Kinnan. 
by having pumps when they want them. Here’s how ‘wr iene Titian Cin. thin 
to do it: . , p an 

Order an initial stock of pumps from Goulds to- rell Manley, Lucille +" xander and 
day. They will be delivered to you in a few weeks. Beddic Nicklow received five-year pins 
As you sell pumps out of stock, reorder immediately Ashley DeWitt, president, and 
—in that way you will always be ready to deliver on v. ©. 
short notice. ; 

For advice on the most salable items to stock, for 
help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. Plan $10 Million Show 

7 A+ : . 


STOCK THESE “ALL AROUND” GOULDS PUMPS On Materials Handling 


len million dollars worth of equip 
ment will be displayed at the Ma 
terials Handling Exposition in Phila 
delphia May 15-22, managers of the 
how have announced 
IHield in the East for the first time 
. ince 1949, the show is expected to 
Fig. 3769—Single stage Fig. 3640—Close-Cupld ittract more than 25,000. Some 255 
centrifugal centrifugal ompanies have taken space. 

Svstems of materials handling, 
ratrer than individual machines, will 
be stressed. Equipment on hand will 
include lift and fork trucks, conveyors, 
hoists, monorails, cranes, tractors, in 
dustrial trucks, stacking units, portable 
PEMPS INC. clevators and skids and pallets. 

q I'he exposition is sponsored by the 


Self-primi — Seneca Falls Material Handling Institute, an or 
. -primin " Mew York m 
. rata f 2 P ganization of equipment manufactur 


fomlin, treasurer, made the 


presentations 


Goulds branches in 
all principal cities. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





ers, and managed by Clapp & Poliak, 
Inc. 

The American Materials Handling 
Society, composed of users of mechan 
ical handling systems, will hold a con 
ference concurrently. 

“The greatest advances in American 
production during post war years have 
taken place in the materials handling 
field,”’ Saul Poliak, managing director 
of the show, said recently in a state 
ment. ““Most economists agree that th« 
field of handling is the last great 
frontier for cost reduction. Despite 
the advances of recent years, 25 per 
cent of all production payrolls is ex 
pended for no better purpose than 
picking things up, moving them and 
putting them down again.” 


Safety Clothing & Equip. 
Names McLeod President 


Safety Clothing & Equipment Co 
Cleveland, has elected Norman J. Mi 
Leod as president and general man 
iger. Earl Brooks, former president 
becomes chairman of the board. 

L,. F. Brooks remains as vice presi 
dent and Lee Debes as sales manager 

Mr. McLeod was vice president in 
charge of sales promotion and adver 
tising for Royal Vacuum Cleaner Co 


Bell & Gossett Co. 
Names Representative 


New sales representative for Bell & 
Gossett Co. in Connecticut and west 
em Massachusetts is Bernard M 
Packtor 

He will cover the same territory 
service by Robert Ripley, but will 
handle only industrial products. Mr 
Ripley is factory representative for 
heating products. 


WOULD DEMONSTRATE THOSE 
BUDA JACKS J 


SOMEWHERE ELSE. 








Potts is one of our most successful Jack 
Distributors. He discovered that Buda 
Jacks sel] themselves on demonstra- 
tion. When his customers see the fast, 
smooth, easy lifting action built into 
Buda Jacks, Potts says the sale is made. 

The quickest and easiest way to 
pick up a steady Jack business is to 
have a representative stock of Buda 


Screw, Ratchet and Hydraulic Jacks 
on hand and be ready to demonstrate 


5 TO 15 TONS 


the right jack for any job. Write for 


the new General Catalog No. 1515 
describing the complete line of Buda 
Jacks. The Buda Company, Harvey, 
Illinois. 








Ball Bearing 
Journal Jacks 
15 TO 50 TONS 





BEARING is checked for a customer 
John D. Nation and 


it Bearings & Drive 





Automatic Bol! Bearing 
lowering Journal Jocks 
Jocks — Jocks — 10-24 tons Jocks— 
Ste 15 tons 1S te 50 tons 15 to 75 tone 


Type Ratchet 
Trip Jocks — 
15-ton Cap. 


requirement by 
John R. Power 
Inc., Macon, Ga 
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For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from '%-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '/2-ton 
Request bulletin 1520. 


and 1-ton. 








CONCO I-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 


. 
PURCHASING at Pulver Machinist 
Suppl Co Chicago, 1 the respor 
bility of W. J. Schram 





Durkee-Atwood Opens 
New Oakland Warehouse 
Durkee-Atwood Co.. Minne ipoli 


has established factory warchouse fa 
cilities im Oakland, Calif it 674 
23rd St 

\ complet 
tional and multiple V-belts and the 
ompany'’s other industrial 
products will be mamtained. Hl. B 


kden, West Coast 


industrial division, will be 


stock of standard fra 


rubber 


manager of th 


lit charg 





f > 


No. 2 PUNCH 


W. A. WHITNEY 
LEVER 








PUNCHES 


Expertly designed « « 
Quality built 


This No. 2 W. A. WHITNEY Punch will 
meet every requirement of Sheet Metal and 
Maintenance Shop. Punches 5/16” hole 
thru '4" Neat, good-looking work 
is what every first-class workman wants and 
he can get it when he uses W. A. WHITNEY 
Punches 


\. y, 





steel 


@ See your jobber or write for 
catalog which describes our 
complete line 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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Buyers’ Market Seen, But Industry Confident 





Your customers 
pecting a buyers’ market for 1953 but 
they're confident that high production 
vill continue most of the year. The art 
much to do with 


ind upplhics ire CX 


} 


of selling will have 
preventing i letdown 
That the gist of predict ms from 
The Pulsebeat of Industry, annual di 
f the McGraw-Hill Pub 


Which summariz 


gest report 
rf hing ¢ 7) 
in fields « 


s current 


trends wered by MeGraw 


Lill magazine 


Business ts tine 


1] 
Hi 


it record ped 
cl and its momentum wi 
waist any carly downturn, it's 
ai ted 


expected to 


though defense 


’ 
slacken ( 


spending 1 
ompanics will 
continue to spend large amounts on 
plants and equipment, but much of it 
will be used for modernization rather 


than expansion 


Manufacturers Must Cut Costs 


Cutting manufacturing costs will be 
the most important job facing manu 
facturing executives in 1953, Factor 
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Mlanagement and Maintenance a 
\ new supply demand situation will 
face most manufacturing industries 


1953. Production capacity will mate! 
demand more nearly than it has in the 
past two-and-a-half vears, the maga 
Zine SAVS 

The probable trimming 
ess profits tax also will spur such cost 
utting, No matter how 


has tried to cut costs it’s hard to get 


of the x 
a COM MPpaly 
enthusiastic if profits go to the govern 
ment 


W cll-managed 


expenses by reducing labor costs. ‘This 


compan vill cut 


means increasing productivity by find 
ing ways to get more output per man 
hour The biggest opportunities for 
this lie in utilization of technological 
xlvances which calls for new equip 
ment, and in many cases for new 
plants. ‘The tendency to modernize to 
cut manufacturing costs will increase 
as the boom in capital expansion and 
the armament buildup subsides, and 
will provide a substantial substitute for 
that boom 





Metalworking to Continue Pace 
Metalworking industries should con 
tinue through 1953 at or near the rec 


ord pace set in 1952, American Ma 


chimst, predicts 
Production at the beginning of the kl nd k 
vear will be close to the peacctimie fac e oc "7 
high of 335, as measured by the maga 
zine’s Index of Metalworking Produ 
tion (1939 LOO 
Defense production will be in full 
tride and metalworking is the heart of 
thie program There also will be large 
production of civilian goods of all 
kinds, both durable and consume: 
Business may turn downward. th 
latter part of the vear, as many ccon 
| 
» feel k f a jolt than ot 


ndustrv, the magazin 


) 
predict, but metalworking 


] 
cl 


Welding Sees Biggest Year 


Probably 1953 will be the welding | | GET THIS EXTRA STRENGTH 


ih 


industry's biggest vear yet, according 
to Welding [-ngineet AT NO EXTRA COST! 
Welding wire production is now 
unning more than 50 per cent behind onthe ne ee. 
a 
demand even though production for le. t 
the first ten months of 1952 was 20 3” Single. . 200 Ibs. 265 Ibs. 
per cent ahead of 195] As the vea 3” Double . 300 Ibs. 400 Ibs. 
xia ; ; 3” Triple . . 400 Ibs. 540 Ibs. 


! 
progresses, purchasers of weld ne 4" Single. . 400 lbs. 510 Ibs. 
equipment will be faced not only with 4” Double . 550 Ibs. 730 Ibs. 

4" Triple. . 700 lbs. 925 Ibs. 


creased costs 5” Single. . 500 Ibs. 675 Ibs, 
= * oh 5” Double . 750 Ibs. 1000 Ibs. 
Welding has become so imnportan 5" Triple . . 1000 Ibs. 1325 Ibs. 


it 6” Single. .1000 Ibs. 1320 Ibs. 
it were suddenly deprived of this metal 6” Double . 1500 tbs. 1900 Ibs. 
6" Triple . . 2000 Ibs 2640 Ibs. 


joing proces \ survev of 10.495 : 
é ail sete ir . 7” Single. .1500 Ibs. 1700 Ibs, 
plants producing primary metals 01 7” Double .2000 Ibs. 2575 Ibs. 
fabricating metals into useful product 7” Triple . .2500 Ibs. 3000 Ibs, 


made by Welding Engineer, showed TTT TI 8” Single. .1700 Ibs. 2200 Ibs. 
that S85 per cent of them use welding . 7 Double . 2450 Ibs. 2850 Ibs. 
I 8" Triple . .3200 Ibs. 3500 Ibs. 


production naintenance | — 1 10” Single. . 2600 Ibs. 2750 Ibs. 
10” Double .3400 Ibs. 3650 Ibs. 

10” Triple . . 4200 Ibs. 4900 Ibs. 
ie Hines: RON alee 12” Single. .3000 Ibs. 3000 Ibs. 
‘ uM 12” Double .3750 Ibs. 4600 Ibs 
n th production - i ; 12” Triple . .4500 Ibs. 5400 Ibs. 


: : igh ; 
delays in delivery but possibly with in 


that chaos would prevail in industry 


Iding also is coming 


SSSee eeeeest 


Construction Will Increase 


ion put ce in 19 
~p-y Upson-Walton wood blocks not only have 
! iv \ 11 moaitt ‘ = 


total $31.9 billion and extra strength but also outstanding eye 


to $32.2 billion in 1953, appeal... with clear-lacquered hardwood 


beaing to I gr apes, News Recon shells and contrasting green 
Construction Daily and Constructi 
Methods and Equipment 
\ total of $31 billion est ( your distributor for efficient 
- 22 = - ° e ° 

for 1954, $33.4 bilhon fox : service from stock. Write for 

$41.3 billion for 1960 
+] 


Che immediate future, like the vea 


enameled steel parts. See 


free catalog 


thead, has a rosv glow for construction 


men, the magazines sa\ engineer 


e/ 
ind architects have, in the proposed THE UPSON-WALTON COMPANY 


and planning stages, a recorded bach 
12500 ELMWOOD AVENUE ¢ CLEVELAND 11, OHIO 


log of proposed construction that top 
$67 billion for the U. S. and $11 bil New York . Chicago ° Pittsburgh 

lion in Canada for heavy construction 

alone. A total of $12.8 of the U.S YOU CAN DEPEND ON UPSON-WALTON’S LONG EXPERIENCE—ESTABLISHED 1871 
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HIGH-SPEE 


PRODUCTION 
TAPPING 








On accellerated production runs or for inter- 
mittent tapping rocunier tapping heads have 
consistently provided better service, longer 
life, faster, more dependable tapp’ with 
cleaner, sharper threads and fewer broken 
taps. Here are a few “reasons why’: Extreme- 
ly sensitive friction clutch automatically regu 
lates driving pressure and practically elimi 
nates tap breakage; strain and wear are 
minimized through special gear reversing 
mechanism; chuck spindle support at both 
ends assures true operating, avoids tap wob- 
ble; lightweight aluminum ae provides 
eoeies strength and rigidity, siimple one shot 
ubrication, heat treated gears, 

other exclusive features 


UNIVERSAL 
TAPPING 
MACHINE 


With new “hi-bey’ tubricating 
pump Permits deeper cuts with 
ereater ease . tap in tougher 
harder metals with lees tap break - 
nee. Special foot pedal mechan- 
jem affords uniform pressure on 
every hole independent of operator 


Send for circular giving more complete details on 
the complete line of Procunier Tapping equip- 
ment 


PLUS many ’ 





EXCLUSIVE 
TRU-GRIP 
TAP HOLDER 


is lighter, smatier in di- 
ameter. Permits easier 
tapping close te walls or 
shoulders. Eliminates 
chewed tap shanks. 


Procunier 


8971 124 Fig 


Chicege 6, Il! 


/ 
< A4ety CU M14 


12 S$. Clinten $F 











TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 


for Centerless Grinders 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 
and reground. 


WRITE FOR CATALOG 


SPECIAL TOOLS 


Send prints for prompt quotes on special tools. 


WILLEY’S CARBIDE TOOL CoO. 


1342 W. Vernor Highway 


Detroit 1, Michigan 
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backlog is in federal projects, $27.5 in 
state and municipal works and $26.8 
billion is planned private investment 
in new construction 

Construction equipment shipments 
topped all previous records in 1952 
with much of the equipment going for 
export to foreign countries and to 
build U. S. air-bases. But supply 1s 
expected to catch up with demand on 
the home front early this year. 

Construction costs moved to new 
heights in 1952, pushed by the new 
yxrice that settled the steel strike and 
4 allowances to construction labor 
made by the Wage Stabilization 
Board. Engineering News-Record’s 
construction cost index (with a com 
mon labor component), was up seven 
per cent for 1952 and the building 
cost index, (skilled labor component 
was up five per cent 


Coal to Have Modest Increase 


There may be only a modest in 
crease in coal production in 1953. But 
most authorities agree that coal ha 
major growth potentials, Coal Age 
SaVS 

Coal has lost two-thirds of 
what once was its biggest market 
railroad fuel—but it has replaced this 
loss with new electric-utility busines 
and has come out a bigger industr 
than it was in prewar days. 

Production in 1952 should approx: 
mate 505,000,000 tons, less than in 
1951 but still four and a half per cent 
more than the average tonnage for 
five years of 1937-41. 

New chemicals from coal should 
open up a substantial new market and 
the coal burning gas turbine locomo 
tive offers the possibility of reclaiming 
the railroad market for coal and get 
ting back into the marine and othe: 
markets. 

In 1952 use of machines in under 
ground mining increased with particu 
lar emphasis on machines that can go 
underground and produce coal with 
out men going with them. With the 
continuing interest In new equipment, 
expenditures for capital equipment 
should reach $200 million or more 
in the coming vear and expenditures 
for operating materials and supplies 
$550,000,000 


OvVCT 


Metal Mining Hysteria Subsiding 
Metal 


largest-scale expansion in productive 
capacity in its history as mining com 
panies prepare to meet what they be 
lieve will be a steadily rising demand 
for metals and minerals in 1953 and 
bevond, Engineering and Mining 


mining is undergoing the 


Journal says 


Along with the tremendous expan 








sion, which will cost over $2 billion 
in the next four or five years, metal 
mining is undergoing the curious ex 
perience of a decline in the price of 
some of its products, notably lead and 
zinc, caused by pressure of metal from 
vbroad. Slightly higher prices for thes« 
metals can be expected in 1953 and 
the supplies of most metals, except for 
copper, at last are catching up with 
demand. 

Prospect for 1953 is for a more 
normal market for most metals and 
minerals since the hysterical demand 
that marked 195] and most of 1952 
will be absent. 

Gold, long-forgotten metal of U.S 
mining, may regain its prominence this 
vear and workd-wide pressure for a 
price increase may be stronger than the 
U.S. can withstand 


Cars Will Be Easier to Get 


All signs point to a temporary slack 
ening of demand for cars in 1953, but 
experts who correctly guessed a pro 
duction of four million for 1952 are 
predicting five million in 1953, a 
cording to The American Automobil 
(Overseas Edition) and El Automovil 
(Americano 

I'he total fleet of cars now on the 
road is so large that high production 
is needed just to replace them, the 
magazines point out 

Ihe significant facts about car pro 
duction in 1952 were that so many 
were bought and that at the end of 
the year all the cars the public wanted 
were available. 

Demand continues strong in ove! 
seas markets. The total of vehicles in 
all countries except the U. S. now 
approaches 22 million. European cars 
have increased in sales abroad becaus« 
they are cheaper and less expensive to 
operate. American cars are too plush 
for present day economic conditions in 
Europe, but our trucks and buses arc 
more in demand, according to the 
magazines 

Of the 11 million cars, trucks and 
buses now on the roads in non-manu 
facturing countries, 60 per cent were 
built in the U. S. or Canada. Before 
the war the U. S. and Canadian share 
was 75 per cent, but the number of 
vehicles was half what it is now 


Truck Industry Growing 


Significant trend in 1952 in the 
motor truck transportation was the in 
terest shown by brokers in investing 
money in the common and contract 
motor carrier industry, Fleet Owner 
points out 

Growth of the trucking industn 
which now is second only to agricul 
ture in the number of people it em 


2 


ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


in FPA CaSO, 


ARROFIVTE CARBIDE MASONRY DRILL 


Rae a 


LAG SCREW EXPANSION SHIELD TwO WING 
SPRING. TYPE 


A-C-E EXPANSION SHIELD 
ig SPRING HEAD 


elo STEEL TOGGLE BOLT 
DOUBLE EXPANSION SHIELD Gat 


RIVETED HEAD 
TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 
MACHINE SCREW ANCHOR 


THREE-POINT DORILL POINT 


STUD BOLT ANCHOR 


FOUR-POINT DRILL POINT 


LEAD SCREW ANCHOR TWIST DRILL POINT 


f 
ry 
= ; 
Z 7 
RUBBERGRIP 
¥ DRILL POINT HOLDER 


MAL-LEAD BOLT ANCHOR 
See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1230 Boone Ave., Marion, Ohio 
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FUSIBLE 
PLUGS 


STEAM HOSE LINES 


Note the STRENGTH ond DURABILITY of this 
Sherman assembly for coupling 1" steam hose. 
The 7'% inch long heavy cast bross coupling 
hos 13 extro-deep corrugations on each tail 
piece. Its design permits the use of two 
rugged, rust-proof Sherman brass clamps on 
each side. With Shermon you are sure of 
trouble-free hi-pressure connections. 

There ore Sherman Couplings and Clomps to 
meet every need—write for the Sherman 
Industrial Brass Goods catalog today. 


BATTLE CREEK, MICHIGAN 
INDUSTRIAL BRASS FITTINGS 


thee =| 





Industrial Counters 


* Built for maximum dependability 
Longest life—Lowest upkeep 


You can show a Silver King and make the 
sale. These rugged, steel housed, chrome- 
plated counters challenge comparison. On 
casual examination, critical analysis or 
the most exhaustive life tests they come 


out miles ahead 


Silver Kings are built rugged as an army 
tank, yet operate smooth as a watch. Extra 
heavy shaft. Oversize bearings. Life-tested 
parts. Light weight number wheels. Tamper- 
proof, one-turn reset. All steel housing. Un- 
breakable windows. These are a few of many 
reasons you can show Silver Kings with pride 
and recommend them with assurance. Every 
sale is a seed that grows into more, profit- 
able business. 


Available in Stroke and Revolution types, 
5- and 7-digit models, knob or key reset, 
right or left shaft extension 


Ask your PIC Representative to show you 
a Silver King or write for literature 


Propuction Instrument Company 
708-32 W. Jackson Blvd., Chicago 6, Ill. 
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ploys, is highlighted by a dizzy rise in 
net and gross revenues. The industry 
now operates nine million vehicles and 
investment for 1952 in new trucks, 
tractors and_ trailers, approximated 
three billion dollars 


Production Methods Changing 


Ihe entire design field, from tech 
niques to materials, is in a high state 
of activity that will undoubtedly con 
tinuc for many vears, according to 
Product Engineering 

l'ypical of the field is the progress 
in production of titanium which has 
exceeded expectations in the past year 
And now a new clectrolytic process is 
claamed by its inventor to mean a 
price of about a dollar a pound when 
full production gets under way This 
lower price will open new fields for use 
f titanium 

In production, most iwnificant 
progress has becn in speed control of 
motor drives, the magazine savs. For 
merly a machine had to be run at the 
lowest speed required in its cycle of 
operations but recent developments in 
motor drive and control systems make 
possible the maximum speed of opera 
tion for cach individual turn or stop 
ot the cvclk 

Another new development has been 
the shell molding process in which 
stings can be manufactured with ex 
ceptionally smooth surfaces and far 
greater dimensional accuracy. Because 
of this the machining operation nor 
mally required before grinding can be 
omitted 


Chemicals to Level Off 


The chemical industry’s challenges 
in the next 25 vears will be broader 
than the chemical field itself, accord 
ing to Chemical Week and Chemical 
Ee-nginecring 

Work in the field will tend to focus 
more aml more on the bases of our 
industrial economy: minerals, agricul- 
tural products, fuels and energy, for 
est products, construction materials 
and the soil 

Engineers must use chemicals and 
chemical engineering methods to work 
out new and better ways to extract 
mincrals and metals from low-gradc 
ores; demand is increasing and mineral 
reserves are getting leaner. ‘The chem 
ical industry will be asked to extend 
forest resources and to play a major 
role in increasing output of agricul 
tural products; here again demand will 
risc amd there will be no new land 
to fall back on, the magazines sav 

Trends that will mark the industry 
this year are: output will rise and then 
level off to recover the losses of mid 
1952; capital spending will dip some 
10 to 12 per cent below the all-time 








peak of 1952; prices, which dropped 
almost 10 per cent during the fist 
half of the year, will become steady 
and possibly rise a bit; sales will be 
better than those of 1952 
will taper off shighth 


, and exports 


Food Industry Sales Assured 


era of good cating should con 

tinue in 1953, according to Food En 
gineering 

Consumption of food per capita last 


vear was per cent greater than in 
3 


13 
prewar 1935-39; with a steady increas 
in the proportion of commercially 
processed foods in the diet as well a 
in increasing population, food manu 
facturers are assured of high sale 

lhe industry is tackling the prob 
lem of a small profit margin per unit 
sold by increasing the money spent for 
new plant and equipment, the lon 
hare of which is going for moderniza 
tion rather than expansion. ‘This year's 
estimated $33 million spent for thi 
purpose, is expected to incr om 
cven pel cent in 1953. 

Food consumption trends of long 
standing expected to contimue into 
next vear are a slnft from high-carbo 
hvdrate cereal foods and potatoes to 
high-protein dairy products, eggs and 
meat, and a trend to processed fruit 


ind vegetables instead of fresh 


Textiles Won't Spend as Much 


Phe vear 1953 should average out to 
D 1 good one for textil Textile 
World predict 

Karly in 1951 the industry start 

hug production in a serious wa 
1st T CNCCSSIVE mven 
uit up during the post-Korea 
About th middle of 1952 
good tarted moving to ma 
ind by September, cotton 
consumption had increased 
ent over September, 195] 
better as demand increased 
the lush davs of big 
have not returned 

Textile World's annual 
shows that $575,949,000 was spent for 
plants and equipment in 19%2, th 
third highest year ever. Mill expend 

will not equal this figure in 195% 
magazine cstimates. 

Right now svnthetic fibers are tak 
ing about 20 percent of fiber consump 
tion and it 1s estimated that in te 
vears this percentage will doubk 

A decrease in U. S. share of the 
world’s cotton textile business trade 
is expected because of competition, 
mostly in cheap goods, coming from 
Great Britain, Japan, and India. But 
some of the loss of foreign markets will 
be made up with increases at hom 
due to rising population 


Pump operates at any angle 
... in any position! 


If your customers have a job of pushing, 
pulling, bending or spreading to be done, 
a Hein-Werner “Push and Pull” Hydraulic 
Jack will prove to be a great time-and- 
labor saver. 


The new Hein-Werner “JacKit”’ (C-12) 
includes the service-proven 10-ton “Push 
and Pull” Hydraulic Jack and basic attach- 
ments complete in sturdy wooden chest. 


Available in models of 4, 10 and 20 
tons capacity complete in wooden chest 
or rollaway metal stand. Write us for 
complete details. 

The Hein-Werner line of hydraulic jocks is 
COMPLETE! It includes Under-Axle Jacks 
of 3, 5, 8, 12, 20, 30, 50 and 100-tons 
capacity “Bumper-Lift’ Hydraulic 


Jacks for passenger cars .. . “Swift-Lift’’ 
ond Service Jocks for shop use. 


HEIN-WERNER CORPORATION 
WAUKESHA ¢ WISCONSIN 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1953 





Pulling ond pushing to straighten bent 
lifting arm of Bulidozer without re 
moving from tractor. 





Shimming and leveling of heavy 
grinder easily accomplished with 
Spreader. 





Pulling heovy main drive wheel off 
shoft. 





Dealerships Open! 


on new, fast-moving welding item 


P«H Maintenance Pack! 


A group of selected electrodes for maintenance welding 


Stand tokes 

vp only 

1% sa. ft. of 
fleer spece 





b | 


SPECIAL DEAL +3 


Approximately 325 ibs. of 
electrodes in small, conveni 
ent packages 

Sturdy plywood disploy stand. 


Yow retail for $167.50 


$125.62 
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—Bane 


There's big money in small-quantity 
sales of electrodes, with the P&H 
Maintenance Pack. 

It's a handy package your cus- 
tomer likes. He no longer has to 
buy seldom-used rods in quantities 
larger than he needs. Instead, he 
can keep some of each type on hand 
economically -——- and get replace- 


WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 46, WISCONSIN 


POWER SHOVELS @ CRAWLER AND TRUCK CRANES 

@ OVERHEAD CRANES @ HOISTS @ ARC WELDERS 

AND ELECTRODES @ SO! STABILIZERS @ DIESEL 
ENGINES @ PRE-FABRICATED HOMES 


244 


a 


You Make $41.88 Profit! 


: a mild Steels. ACo, oc 
a — fe a 
= ‘gh Sulfur, free. Ties 


Machinin 
d-10-we i cate. 


N ™Oachinable 
J ‘cast wel 
"Porous, ™ 


ment packages from you as he 
needs them. 


Let these packaged electrodes 
build both your over-the-counter 
and off-the-truck sales. Order P&H 
Maintenance Pack Deal No. 3 from 
your nearby P&H welding distribu- 
tor. If you don’t know who he is, 
send coupon below for his name. 


Teor out coupon and mail today! 


SSBB BSSRRRER EER REESE EERE ERE ERE EES 


HARNISCHFEGER CORPORATION 
4683 W. National Ave., Milwavkee 46, Wis. 


Send me name of my nearby 
P&H welding distributor. 


Nome 

Position 

Company 

Address 

City { ) State 


SSVPeesP PBB GBGG ae 
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Peeeeeeeeeeeeee 
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Power to Come More from Steam 


Ihe use of electrical energy should 
increase next vear, even if general busi 
ness levels are slightly below 1952, 
because of the continuing trend to use 
more and more kilowatt hours per unit 
of industrial output, Power predicts 

On the construction side, the 
larged power-expansion program Calls 
for 41 million kw to be added during 
1952-55 

New hydro electric capacity in 1952 
was about 1,500,000 horsepower, 
bringing the total installed to over 32 
million horsepower. This yearly in 
crease should continue for several 
vears. But the percentage of total cn 
ergy produced by hydro will gradualh 
move down because the remaining un 
developed water-power resources 
inadequate to meet the growing necds 
of the country. Over the long run, 
\merica’s new power must come more 
and more from steam; steam power 
must come more and more from coal 

Technical progress is continuing on 
steam power plants, pump turbine 
diesel and gas engines and gas turbines, 
the magazine reports. 

Progress also is rapid in the field 
of clectrical design. In motors, for ex 
imple, there is a trend toward totally 
enclosed self-cooled units in smaller 
sizes and operating at higher tempera 
tures. Normally the fully enclosed 
motors would have to be larger to dissi 
pate heat, but it now appears that a 
combination of silicone insulation and 
some high-temperature lubricant may 
be a way out of this dilemma. Ther« 
also is a trend to build bearings that 
will run for vears without lubrication 


cn 


ire 


Electrical Industry Cutting Back 


The cutback in defense production, 
shortages of materials and the steel 
strike have reduced the nine million 
kilowatts of generating capacity that 
had been scheduled to be added by 
power companics in 1952 to 6.5 mil 
lion kw, and cut the 12 million kw 
planned for 1953 to 8.5 million, ac 
cording to Electrical World 

Kstimated peak loads on utility sys 
tems also have been revised downward 
Instead of the previous industry esti 
mates of a ten million kw increase this 
vear, the magazine estimates a 6.0 mil 
lion kw rise for 1952 and another five 
million kw for 1953 

Ihis leveling off has been expected 
is a reaction to the unusual gains in 
1951 and conforms 
tions of a return to normal 
f powe! 
increased and 
vear. The installed capacity 
been boosted from 32 million kw for 
1952-54 to 42 million kw for 1952-56 


to earlier predic 
The total 


expansion gram of utiliti 


has been 


pro 
extended a 
goal has 





[his expansion necessitated capital 
expenditure of $3.8 billion in 1952 
amd will require $4.3 billion in 1953 

Sales of energy to all customers have 
been decreasing in rate of growth. For 
instance, residential and rural sales in 
creased 11.6 percent in 1952 and w lI 


increase 11.0 percent m 1953 com 


pared with 15 percent in 195] 

However, on the West Coast, popu 
lation will continue to grow at three or 
four times the national rate, markets 
will expand, new natural resources will 
be tapped and more products hereto 
fore imported from castern and m d 
western center vill be produced 
locally 

Ihese factors will put increasing de 
mands on the electrical industry but 
the industry will mect the challenge, 
according to Electrical West. Slightly 
more than two million kilowatts of 
new electrical capacity will be added to 
the region’s power resources, compared 
to a net addition of 1,880,000 kw in 
1952 


Electrical Construction Up 


lectrical construction is likely to 
get a larger share of the building dollar 
in 1953, particularly in commercia 
ind residential work, according to Elec 
trical Construction and Maintenance 


Electric design standards for mod 
erm commercial buildings have grown 
phenomenally in the past 15  vear 
with electrical work now running a 
high as 20 percent of the cost of a 
building. Trends toward better stand 


irds and more inbuilt lighting 


ment in homes also are 2pparei 
present an enormous market potentia 

Ihe pace of industrial construction 
will persist well into 1953 and the de 
line expected in the third quarter will 
be stabilized by plant modernization 
ind changes in electrical svstem 
magazin 
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Wholesale Level the Same 


Electrical distributors feel that more 
iggressive selling practices will be re 





\ 
PUTNAM =. 
POSTIV-LOK END MILLS 


Here are the tools many of your customers have been 
looking for—a new end mill series designed to cut 
tool and operating costs on large boring mills, pro- 
filers and similar heavy-duty applications. 


With the new POSTIV-LOK end mill (2” Dia. and up), 
Putnam takes the shank off the tool and puts it on a 
positive-locking holder that soon pays for itself. Your 
customers will like them—buy them—because — 


1. POSTIV-LOK reduces set-up and change-over 
time required on large tapered shank tools. 


2. POSTIV-LOK is versatile: drilling, reaming and 
other operations can be done with same set-up, 
using POSTIV-LOK adapters. 


3. POSTIV-LOK lowers tool costs by eliminating 
need of integral tapered shanks. 


Remember: it pays to push Putnam . . . world’s leading 
end mill producer. Putnam Tool Co., 2981 Charle- 
voix Ave., Detroit 7, Michigan. 
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md SEWALL SPROCKETS 


right out of 
the catalog 


Real Service To Your Customers 


When your customer's product calls for any of 
these roller chain sprockets as diagrammed, the 
new Sewall Stock Sprocket Catalog 


- 
can save him time and money. May ) iw 
we send you a copy? 
mee 
In addition, inquiries are welcome on 


any type of custom-built cut tooth 
gears racks sprockets St. Pavt: 
7721 


PRior 
“I £. 8. SEWALL MANUFACTURING CO. 


719 Raymond Ave. *St. Paul 14, Minnesota 


SERVICE OFFICES IN ST. PAUL AND CHICAGO 


Easy to sell because it's 


the soldering ux hove | ABS FV Ta) (ttm) f-1-) 
Fast selling as well as oy ) O L T S Ww 
a - yop | S a ~ E W S F 
aa. NUTS. &? 
Cost less WA SHER S y 
4 


in the . 
long run. A Complete Line 4, 
Available from Stock 


Available in lle- 


CG ~STAINLESS STEEL 


Customers like its 

a lvrantages, come W 

back for more. BOLTS SCRE S | UTS 
Rubyfuld = will Machine Machine Hexagon 
make friends and Carnage Cap Square 
bulld business for Lag Wood Wing 


fou, too 
For staintess WASHERS vi 
steel, sell Ruby's All Types RIVETS 


Stainless Steel All Types FITTINGS A 
Flux perfected 


for that metal AIL Types 


Availdble also in Monel, Alum 
RUBY num, Everdur, Naval Bronze an 
Alloy Steels 


CHEMICAL CO. We are prepared to fill 
76 S$. MeDowell St needs for “Specials Send 
Columbus 8, Ohio prints or specifi 


Stainless 
SCREW & BOLT CORP. 


135 Church S$? New York 7. N Y 
CO 7 0675 
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quired in 1953 to keep business at a 
high level, but expect the annual sales 
volume of over $5 bilhon to continue, 
Electrical Wholesaling reports 

l'otal sales for 1952 are estimated at 
$5.4 billion, topping $5 billion for the 
third successive year. Although the 
next 1] months may not equal the 
record of the years 1950-52, business 
will be healthy because of the heavy 
backlog of construction (particularly 
commercial) expected residential con- 
struction and the continued rise of pet 
sonal incomes and employment 


Radio-TV Boom to Continue 


The appliance and radio-ty indus- 
trics are cnjoving a boom right now 
after a year and a half of virtual depres 
sion, Electrical Merchandising points 
out. 

Continuation of good business is ex- 
pected through the first half of 1953 
with heavy defense expenditures and 
spending by business for plant and 
equipment still going strong. Unles 
over-production should cause a dump 
ing of inventory, convincing consumer! 
that prices will go down, 1953 should 
be a fairly normal vear, the magazin 
SAN 

Some major chang uc taking 
place in the national distribution px 
ture in the industry. At the manufac 
turing level, hundreds of smaller pro 
ducers are giving way to a score or! 
more of larger ones. ‘The situation i 
somewhat analagous to the auto in 
dustry where the Big ‘Three and a half 
dozen independents control the mar- 
ket. Many independent distributors 
may be replaced by factory-operated 
distribution branches. Considerabl 


the entir 


pressure W I] be put on dealers to stock 
| 


ne of a single manufac 


turer 


Electronics Expanding 


} 


In clectronics the stimulus of 
startling development hardly wears oft 
before something even more startling 
comes on top of it, and this trend will 
ontinue, according to Electronics 

Within two years, there is reason to 
believe, we will have color television 
ind this time the system will be such 
that pictures, transmitted in color, will 


. : 
receivable in monochrome on old 


without the necessity of buying 
iccessorics Of any kind, the magazin 
savs. Lifting of the television station 
licensing already has increased the 
number of stations; additional space 
provided on ultra-high-frequencies pet 
mits it to go up to 2,000 perhaps 


within the next five vears 


Military Aircraft Peak in 1955 


Expenditures for aircraft and related 





procurement, parts, guided missiles, 
and modernization, can be expected to 
continue rising through calendar 1955, 
even though new contracting already 
has passed its peak, according to Avia 
tion Week. 

\fter calendar 1955, these expendi 
tures will remain at peak level until 
1956 before tapering off. In July, 
\ugust, and September of 1952 (first 
quarter of fiscal 1953), Air Force and 
Navy aircraft expenditures were at a 
rate of $6.5 billion annually, compared 
to $3.7 billion during the first quartet 
of fiscal 1952, the magazine says 

If Congress clamps a ceiling on mili 
tary expenditures, considered by some 
1 likely prospect, this situation will 
change 

\ir Force budgets are expected to go 
down starting next year and will level 
off in mid-1955 when the 143-wing 
force has been achieved. Then it will 
be a matter of keeping the force 
modem 


Atomic Energy at Crossroads 


Though military expenditure 
overshadow peaceful investments in 
itomic energy for the next five vears at 
least, we are now at the crossroads in 
the development of this field, Nuck 
ODICS savVs 

The big question in atomic energy 
for 1953 is how far industrv will go 
in exploiting its potentialitic Will 
risk capital be found, and if so, will th 


rovermment permit its use in th 


Most interesting market for th 
future is that for small po 
in the 10.000 to 50.000 hi 

These might cost abou 
ich and produce pow 

il cer per kilowatt hour 
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OIL CROSSES THE BORDER 

The Interprovincial-Lakehead Pipe 
Line is the first to carry Canadian oil 
across the U. S. border, Power, Mc- 
Graw-Hill publication, says. It takes 
crude oil 1,137 miles from Alberta oil 
fields to Superior, Wis., where lake 
tankers take it to Canadian refineries 
in Eastern Ontario 











STANDARDIZE 


on Desmond-Simplex Vises 


More and more plants are finding it’s good shop practice, 
and economical, too, to specify “Desmond-Simplex” 
whenever they buy vises. Desmond-Simplex vises offer 
maximum durability, serviceability, and extra features 
not found on ordinary vises. Furthermore, you pay no 
premium for these advantages. The line is complete, so 
you can be sure they will meet all your requirements in 
full . . . THE DESMOND-STEPHAN MFG. CO., 
URBANA, OHIO. 


Greater capacity: Desmond's exclusive all-stee? 
slide is stronger (milled from the solid) 
guaranteed not to bend or break in service, 


Steel screw enclosed, protected from 
dirt and chips 


Stands heavier blows: step milled jaw 
inserts fit on shoulder; holding screws take 
no shock, are easy to remove when necessary, 


Easier lubrication: screw retainer is outside 
Full 360° swivel base, locks in any position 


Minimum backlash: longer, stronger vise 
nut lasts indefinitely 


One-piece non-pinching type handle 
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Order Desmond-Simplex Vises 
from your industrial distributor. 


Desmond 
SIMPLEX :'':: VISES 


. nati t , WO a] 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
WIENS 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


aiky 
Desmond's 
complete line 
—meets every 
customer 
requirement 


_ Plus! 
nationally 
known name 
— Stands for 
quality 

and service 

















safety 





ATLAS 


——CAR MOVERS—— 


STRONG ... 
EASY TO USE... 
RELIABLE 








Your customers 

who ship and re 

ceive freight need 

this combination 
to help them keep needed production mov 
ing to its destination. Help them to select 
the type best suited to their need. The 
secret of ATLAS great power is a forward 
thrust which is known as “compound lev 
erage Let us send details 


ATLAS 
Perfect SPURS 


for sit makes of Car 
Movers made of hest 
steel obtainable and heat 
treated property to with 
stand the tremendous 
strain placed on them 
By turning regularly you 
get much longer wear 
because you make use 
of all four edges 





* 
APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421.25 So. 2nd St.. Milwaukee 4, Wis. 


? ARTHUR HARRIS & COMPANY 


this Dayton 


safety level 


puts your ladder sales 
on the profit level 


it makes all high jobs ‘“‘ground safe’ — 
a big sales point to your customers. Every 
feature designed to make ladder sales for 
you. 
Check the 
Dayton. 


Increase your profits with Dayton. 
“big 6 features that “sell” 


Rail-guarded ‘Safety Level’ platform. 


3 
2. Locks in place automatically. 
3. 
4 
5 


Rubber safety shoes. 


. Light weight—great strength. 
. Economically priced. 
é. 


Daylon 


ladders 


Complete size range 3’ to 16’ height. 


Write Dept. B for Free Bulletin 


Daylon 


safety ladder co. 


2339 Gilbert Ave., Cincinnati, Ohio 
in Canada: Safety Supply Co., Toronto 


e FLOATS, 


brass 
stainless steel 


monel nickel 


| copper 
aluminum 


>HARRIS 


CAN SUPPLY YOU 


American industry has relied on 
HARRIS engineering and processing 
equipment for more than 66 years 

the reason is that they are al- 
ways sure of tep quali*y. Distributors 
find HARRIS Products a good ssurce 
of income and our engineering staff 
is available at all times for consulta. 
tien—no charge Get more facts 
today. 


Also @ tanks @ coils @ bends @ expansion 
joints @ kettles @ evaporators @ heaters @ 
coolers @ chemical apparatus @ 


210-218 N. Aberdeen St. Chicago 7, Ill. 


». Strong 


Industrial Sales Manager 
Named by Lorenz Co. 


Lorenz Co., Klamath Falls, Ore., 
distributor, has a new industrial sales 
manager, J. C. Strong, former outside 
salesman 

With the firm 13 vears, Mr. Strong 
started m the warehouse and _ later 
managed the receiving department and 
industrial supply department at Kla 
math Falls 
been resident salesman at 
Alturas and Yreka. 

Rov W Benedict, 


manager, announced the 


lor several vears, he ha 
Lakeview, 
general sales 
ippointment 


( 
I 


R. E. Miler 


Rockwell Tools Appoints 
New Sales Manager 
Sales of Rockwell ‘Tools, Inc., Co 


lumbus, Ohio, will be managed by 
Richard E.. Miller, until now assistant 
to the general manager of the Rock 
well Mfg. Co. subsidiary. 

A Marine air force veteran of World 
War II, Mr. Miller joined Rockwell in 
1947. He was for a time assistant to 
the vice president of the parent com 





panv before coming to Columbus 


| 
4 ad 
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DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 
permanently TIGHT. 


BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 
cartons, kegs and cases. 


BEALL TOOL DIVISION of HUBBARD & COMPANY 


East Alton, illinois 
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O)RANGEVILLE.. 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 


Designed for high quality and long service, 
Orangeville offers all t for factory and 
warehouse service ond s trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure F ., have our 
complete catalog in your files for ready 
relerence. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 














GOOD TERRITORY 
STILL OPEN 


FOR DISTRIBUTION 
OF 
FAMOUS 


. yes, our popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc 


BOTFIELD backs its Distributor's 
soles efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 


Write for our Distributor Proposi- 
tion today . . we believe it will 
prove attractive to you! 


REFRACTORIES CO. 
781 S&. Swanson St. Philadeiphia 47, Pa. 
tn Canada, Canadian Botfield Retractor- 
jes Co., Ltd., 171 Eastern Avenue, Toronto 


American Pulley Co. 
Shifts Executives 


The American Pully Co., Philadel- 
phia, has appointed two home office 
executives and three new district man- 
agers. 

Henry H. Hamilton, formerly ad- 
vertising manager, is now assistant 


| manager of the Materials Handling 
| Division. ay “= C. Salette, Jr., has 


| moved from 


istrict manager at St. 
Louis to manager of sales promotion 
and advertising. 

New district managers are: George 
L. Michel, former sales engineer with 
E.. F. Marsh Engineering Co., to head 
the St. Louis ~ Samuel S. Stuart, 
former district manager at Boston, to 
manage the Philadelphia district; and 
John J. McFarland, former sales en- 
gineer in charge of Eastern territory 
for Illinois Lock Co., to head the Min- 
neapolis office. 


H. K. Porter, Inc., 
Names Vice President 


Jackson Kemper, general manager 
of Watson-Stillman Fittings Division, 
H. K. Porter Co., Inc., Pittsburgh, 
has been elected a vice president of 
the parent company. 

He will continue in charge of the 
Watson-Stillman Division, with re- 
sponsibility for all operations and 
sales. He was sales manager of the 
division before his appointment as 
general manager last year. 

Previously he held engineering and 
sales posts with Yarnall-Waring Co., 
American Chain & Cable Co., and 
Birdsboro Steel Foundry & Machine 
Co 


Jackson Kemper 
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Paul Driver 


Beals, McCarthy & Rogers 
Names Steel Manager 


Paul Driver is the new manager of 
the steel warehouse at Beals, Mc- 
Carthy & Rogers, Buffalo, succeeding 
Charles Hyne, who retired on New 
Year's. 

An RPI civil engineering graduate, 
Mr. Driver will supervise selection, 
stocking and order processing of the 
firm’s 7,000 steel items. His experi- 
ence includes both structural work and 
steel warehousing, with Jones & 
Laughlin Steel Corp. for several years 
and B.M. & R. since 1946. 


Colorado Fuel & Iron 
Acquiries Roebling 


The Colorado Fuel & Iron Corp. 
has purchased the business and manu 
facturing plants of John A. Roebling’s 
Sons Co. 

The sale involved fixed assets and 
inventories valued at about $4] mil 
lion. 

The Roebling business will con 
tinue to be operated under the old 
name, as John A. Roebling’s Sons 
Corp. Charles Allen, Jr., Colorado 
Fuel & Iron board chairman, will also 
be chairman of the new subsidiary 
A. F. Franz, president of the parent 
corporation, will be president, and 
Charles Roebling Tyson, who has 
headed Roebling since 1944, execu 
tive vice president. 

Roebling was founded in 1841 by 
John A. Roebling, builder of the 
Brooklyn Bridge. With plants at 
Roebling and ‘Trenton, N. J., it pro 
duces steel wire, cold roiled  stcel 
specialties, wire rope, electrical wire 
and cable and bridge products. 

Mr. Franz, said that after the trans- 
action his firm’s consolidated sales vol- 
ume is expected to approach $300 
million a year. 

The deal will be financed in part by 
placement of $15 million of first mort 
gage bonds with insurance companies. 





The buyer will sell privately $10 mil- 
lion of its cumulative preferred stock, 
and will offer publicly about $5 mil 
lion of common stock. 

Colorado Fuel & Iron is the na . “PS tpltD "’ means 
tion’s ninth largest steel producer. It 
operates basic steel plants in Pueblo, 
Colo.; Buffalo; and Claymont, Del 
With its subsidiaries, it has seven i ara 
other plants in Massachusetts, Penn 
sylvania and California. 


Executives Named 4 


Colorado Fuel & Iron Corp. has ap 
pointed John V. Boardman as works 
manager of the Claymont plant. He 
has been assistant plant manager and 
general superintendent of Worth 
Steel Co. since 1946, continuing in 
the same capacity after the merger of 
Worth with Colorado Fuel & Iron. 

Fordyce Coburn, general _ plant 
manager of the corporation’s FE. & G 
Brooke plant, and vice president of 
Richard Ore Co., has been named dis 
trict manager in charge of operations 
for the corporation’s E. & G. Brooke, 
Claymont and Buffalo plants 


most service for 


Western Engineer 


Retires from Norton Already a top seller— 


\fter 25 years as abrasive engincet 


covering northern California, southern ° 
Oregon and western Nevada, Edward is new 


G. Petherick has retired from Norton 


Co., Worcester, Mass 
He started his career in 1906 with 
Simonds Saw & Steel Co., joining 
1927 


Norton in September, During 


World War I he served in the Signal 


3 
> a R. Ekholm, Norton abra Spiral for extra 


sive engineer in Washington, northern e 

Oregon, Idaho and Montana, will take 

over Mr. Petherick’s region easy reaming 
Mr. Ekholm’s territory will be han 

dled by Arthur W. Cox. 


No wonder your customers go for this new improved Spiral 

it reams burr from pipe as fast and cleanly as if it were wax... 
and makes quick work of enlarging conduit box outlets or cut- 
ting holes in sheet metal—and does it without chatter. 


Improved ratchet handle—cutting edges of heat-treated tool 
steel for long service. It can’t be beat for performance—or for 
fast profitable turnover. Order today! 


Remember also FRILAXIID LonGrip Reamer with extra-long taper. 


THE RIDGE TOOL COMPANY @ ELYRIA, OHIO 








Edward G. Petherick i aaa wit F wae .— we 
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LOT (i: sE SEAMLESS 
WELDING ELT TINGS 


The finest fittings 
you can stock and sell! 


L 


Fem billet to tube — to fitting . . . Globe 

welding fittings are manufactured in the Globe 
plant under exacting Globe requirements and 
subject to complete control at every step. Special- 
ized men and machines plus years of broad met- 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can guar- 
antee customer satisfaction when you sell Globe 
Welding Fittings. 


Get acquainted with the line that 
assures uniform high-quality seam- 
less welding fittings. Contact your 
nearest Globe sales office. 


For complete information on the 
finest welding fittings available 
anywhere, send for the Globe 
Welding Vittings Catalog. 








Sales Offices 
Chicago, Cleveland, Detroit, New York, Philadelphia 
St. Lovis, Denver, Houston, San Francisco, Glendale, Ca 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 


“om > 
 HuoT pRi\* 


TELL YOUR CUSTOMERS about this ideal filing 

system for their drills! No more rumaging 

around in dark drawers and boxes. Indexes 

are made in 17 sizes to hold one-of-a-size of 

fractional, number, letter, metric, stub or 
teper shank drills. 
(Drills not furnished) 
Made of steel, hammer- 
lin enameled, The con- 
venience and attractive 
prices make them sell on 
sight. Remember 
“Huot rhymes with 
Do-it”’. 


Whe fer extetag pa p} Vf y> DETROIT STAMPING COMPANY 


. 551 Ne. Wheeler St. ss 
HUOT MFG. CO. 3 en: 332 Midiand Ave. «© Detroit 3. Mich. 
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E. H. Register 


Harry P. Leu, Ine., 
Opens Miami Office 


Harry P. Leu, Inc., Orlando, Fila., 
distributor, has opened a sales office 
and display room in Miami, at 22 
N.W. 20th St. 

EK. H. Register, for 13 years repre 
sentative in the Miami area for the 
Cameron & Barkley Co., will be in 
charge. H. Burton Hendrix, the regu 
lar Leu southeastern representative, 
will continue to serve the area through 
the new office 

Harry P. Leu has been serving 
Florida industry since 1900. ‘The com 
pany now represents some 750 manu 
facturers. 

Paul J. Stine, general manager, said 
increased demand for machine tools 
and industrial equipment in the 
Greater Miami area made the new 
branch necessary. 


Leather Belting Association 
Elects New Officers 


Philip G. Rhoads, of J. E. Rhoads 
& Sons, Wilmington, Del., has been 
elected president of the American 
Leather Belting Association for 1953. 

Other officers are: William F’. Mac- 
Donald, president of FE. F. Houghton 
& Co., Philadelphia, vice president of 
the association; Arthur H. Rahmann, 
president of George Rahmann & Co., 
treasurer; and FE. R. Rath, executive 
vice president and secretary. 

Mr. Rahmann has served as treas 
urer of the association for the past 18 
years. 

The following will serve as directors 
fcr a three-year term: William F. Mac 
Donald; H. L. Northup, vice president 
and general manager, Chicago Raw 
hide Mfg. Co.; and Alex Rennie, Jr., 
vice president, Page Belting Co., Con 
cord, N. H. 

The association’s headquarters office 
will be retained at 320 Broadway, New 


York. 





Lantern Manufacturer 
Sells Out after 44 Years 


The Embury Mfg. Co., Warsaw, 
N. Y., is retiring from business after 
+4 years in the lantern industry. 

Officials said the decline in the 
domestic market and the rapid falling 
off of export trade were the main rea 
sons. Property and equipment will be 
taken over by the R. E. Dietz Co., 
Svracuse lantern manufacturer. 

Founded in Rochester, N. Y., by 
William C. Embury, the company 
moved to Warsaw in 1911 when man 
agement was attracted by the advant 
ages of a small community for families 
and business. Before rural clectrifica 
tion, the firm prospered selling lan 
terns to farmers. Its warning lights 
were used on construction projects 

In 1930 Embury bought the manu 
facturing equipment of the Defiance 
Lantern & Stamping Corp., of Roch 
ester. 

Philip, Fred and William Embury, 
sons of the founder, took over the 
management in the early "Thirties. 
To offset market decline, they 
launched diversified lines, including 
highway torches and truck flares, a 
new type industrial lantern, and a 
tubular lantern with streamlined de 
sign. 

World War II created an artificial 
demand, but recently the export mar 
ket declined drastically along with 
farm sales, company officials stated. 


New St. Louis Branch 
Opened by Skil Corp. 
Skil Corp. has opened a direct fac 


tory sales and service branch in St. 
Louis at 3501 Market St. 


WENDT 
sonis 


CONTINUES TO LEAD 
THE WAY FOR 


more and 


better 
selling 


CARBIDE 


EQUIVALENT CHART 


To help Wendt-Sonis dis- 
tributors sell W-S carbide 
tools — to help increase 
their sales on this prof- 
itable line, W-S provides 
real selling helps! These 
effective sales aids are 
packed with SELL, SELL 
that is proved in case 
after case. If you handle 
W-S you know from experi- 
ence. If you don't handle 
W-S, check-up and see if 
you're getting help from 
your tool manufacturer. 
Chances are you can change 
to Wendt-Sonis and profit. 


NEW 1953 
W-S CATALOG 


Just off the press! This brand 
new Wendt-Sonis catalog 76 
illustrated pages — helps W-S 
customers select the RIGHT 
tool for the job. Gives com- 
plete yg one re for every 
Wendt-Sonis carbide-tipped 
cutting tool. Copies are in 

the mail, Let us know if you 
haven't received your copy. 


Plaid ~ THESE POWER-PACKED 
SALES AIDS 


INSTRUCTION 
CHARTS 


Here are operation 


= 


This handy guide 


contains carbide 


George Christensen, formerly sales guides for chip 
man in the Chicago area, will manage 
the new office assisted by Clare Allen 
and John A. Peterson as salesmen 

Mr. Allen has been selling for the 
company in Detroit. Mr. Peterson 
was formerly with Portable Electric 
Tools Co. in Chicago 


breaking and +) by ie 
y) 
reaming. Both are |““4észgsee# 


available for 


manufacturers’ grade recommendations. 
Your customers will find it easy to 


use, a real aid. wall hanging 





NATIONAL 
ADVERTISING 


Month after month 


> fu 
ed werede* 


Wendt-Sonis maintains 


FEED AND SPEED CALCULATOR 


This slide rule type selector fig- 
ures feed and speeds on turning, 
reaming and other operations. 


an effective schedule 
of SALES-FACKED 
ADS in top circulation 
metal working 
publications. 


WENDT-SONIS COMPANY 


HANNIBAL, MISSOURI 
580 N. Prairie Ave. 549 West Randoiph St 
Hawthorne, Calif Chicago, Illinois 
George Christensen THE MOST COMPLETE LINE OF CARBIDE CUTTING TOOLS 
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If that next incoming call was an order 
for a torque wrench capable of measuring 
2000 foot pounds of tension, could you 
fill it? Fill it quickly ... right from stock 

. and to the customer's complete 
satisfaction? You could with Apco 
Mossberg Torque Tools and here’s why. 

First, with Apco you sell the only 
complete line of torque tools made. That 
means you can supply your customers with 
drivers and wrenches in a full range of 
sizes — from 280 inch gram models right 
up to a 2000 foot pound heavy-duty 


wrench for maximum torque measurements. 


Secondly, with Apco you sell the line that’s 


in demand, because all Apco Mossberg 
Tools have a coast-to-coast reputation for 
superior on-the-job performance. They're 
lighter, stronger, and unerringly accurate 
in the measurement of final tension on 
nuts, bolts, screws and studs. They're easy 
to use .. . dial readings are instantaneous 
specially-designed narrow heads 

make work easy in hard-to-get-at places. 
They are, in every way, made to assure 
lasting customer satisfaction and with it, 
extra profits for you. 

We urge you to write direct for 
complete information on these and other 
Apco Mossberg Tools for Industry today. 


HPGO MOSSBERG CO. 


ATTLEBORO, MASS. 


UNIQUE Chiistmas tree was designed 
ind constructed by Koka Booth, Jr., 
store manager, Carolina Machinery & 
Supply Co., Rocky Mount, N. C 


Eye-Catching Display 
Made Of Products 


A Christmas tree, constructed en 
tirely of industrial supplies, drew a 
lot of attention to the Carolina Ma 
chinery & Supply Co., Rocky Mount, 
N. C., during the Holidays. 

Because of local publicity, it was 
necessary to leave display lights in 
the show window lit until midnight to 
permit people to view the display. 

The tree was made entirely from 
pipe, pipe fittings, valves, steam traps, 
hoze nozzles, strainers and trimmed 
with hand and portable power tools 

It was the idea and creation of Koka 
Booth, Jr., store manager. 


| Viking Pump Plans 


' 
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Atlanta Warehouse 
Viking Pump Co. Cedar Falls, 


lowa, will open a new warehouse and 
start repair service operations in At- 
lanta, Ga., on March 1. 

Housed in a new building at 1214 
Spring St., N. W., the stock and serv- 
ice center will serve the southeastern 
states. C. W. Downing, head of the 
Atlanta office, will continue as man- 
ager. 

In stock will be industrial pumps, 
petroleum handling pumps, includ- 
ing LP-gas pumping equipment, dry 
cleaners ge and general applica- 
tion units. Complete repair service 
will be available. 

The area covered includes, Georgia, 
Alabama, eastern ‘Tennessee, North 
and South Carolina and Florida 

The center is the second estab 
lished in the South in the last 15 
months. The first was in Dallas, 
Texas. 





W. M. Pattison 


Adds to Outside Force | LAI ITY R fl . 
Carl W. Stechmeyer has moved ) 4 e CTE 


from inside to outside on the sales 


force of The W. M. Pattison Supply | ) a 
Co. Clevelnd Bin PER FORMANCE | 


With the company since 1937, he 
started in the order filling department 
and spent two and a half years in the | 
warehouse. From 1942 to 1947 he | 
served as an Army engineer in the | 
Signal Corps, first as a staff sergeant | 
and later as 2nd lieutenant. se aeeacee ‘ 

Since 1948, he has handled tele ce ge 
phone sales at Pattison Supply. , ., Eames 

One of Cleveland’s most ardent Bays ‘ eae 
sportsmen, Mr. Stechmeyer is a mem wy Recast 
ber of the Cleveland Archery Club 
and hunts with bow and arrow every 
season. He has shot both squirrels and 
deer by archery. 

He is also noted as an amateur ath- 
lete. In 1938, he won a contest spon 
sored by the Cleveland Plain Dealer 
for “Mr. Mercury , the city’s out- | eS 
standing physique and athlete. As a| Beaute 
member of the American Turners, he ao nasrue x y DENA 

PPA eM V yocse RAN 


achieved local fame in gymnastics wo ‘A APLAR HINO NY 
\ 4 PETA 





AMF Appoints 
Advertising Head 


American Machine & Foundry Co., 
New York, has named Howard A 
Reid as advertising and sales promo 


tion manager of the company’s Gen- ; an : 
eral Products Group. _— . Ain Hose 
He formerly headed advertising for Me Mts 3 . 
General Cable Corp., and before that, “9 5th b ( ou ) l ne 
for Union Carbide International. EY 
The General Products Group in 
cludes chucks and tapper attachments | 





| oe ° — 
manufactured by AMF’s Leland Elec- | (MUMLLGEEED URED ELL al 
tric Division and products of Cleve 
land Welding Co., DeWalt, Inc., pearance... matched by 
Float-Lock Corp., Sterling Engineer 
ing Co., and Thompson-Bremer & 
Co. 


faultless efliciency and 

long-service reliability. 

The perfect couplin 

for air hose used in 

pletely interchangeable. chipping, core break- 
ing, riveting, drilling, 
tamping...and for 
high pressure gas and 
hydraulic service. 


Quick-acting. and com- 


Pat. Of 


" >, cON UA LV E a 
F Jhe Quality Lins UPLIN 
‘BOSS’ "“GJ-BOSS'" "DIXON" '‘''KING’ AIR KING’ DIX -LOCK 


Howard A. Reid 
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are YOU cettine 
YOUR SHARE OF 


SAFETY VALVE 


and 


PRESSURE GAUGE 
BUSINESS? 


It's easier... 
when you sell 


Lonergan 


There's a long established preference 
for the Lonergan line of safety-relief 
valves and pressure gauges that helps 
simplify our dealer's selling efforts 
The lines are modern in design and 
construction and complete in scope. It 
will pay you, too, to sell Lonergan 
Write for details 


Lonergan 
Pressure 
Gauges 

are made in 
all standard 
types and 
sizes 


Lonergan Soafety-Reliet 
Vaives ore available in a 
wide range of designs and 
speciticotions. 











). &. LONERGAN co. 


SINCE 1872 


Rockford Tool Entertains 1,200 at Show 


Customers, suppliers and other friends filled the hall at the Rockford, Ill., Shrine 
Temple for Rockford Tool & Transmission Co.'s Holiday program 


ON STAGE to open the program is 
Morris Kobrin, company president 


Rockford Tool & Transmission Co 
entertained some 1,200 customers, 
suppliers and other friends recently 
at the Shrine Temple in Rockford, III 

Profession2! entertainers staged the 
main events of the evening, which 
were followed by refreshments 

The show has been presented by 
the company for the past three years 
It takes the place of an open house 


ENTERTAINER Sulie Harand (right) 
is introduced by Mrs. Kobrin. 


or the presentation of Christmas gifts, 
and is also intended to give executives 
and salesman a chance to meet their 
customers’ wives and families. 
Announcements followed by formal 
invitations were mailed to 1,500 peo- 
ple before the event. Company of- 
ficers felt the mailings served the 
added purpose of keeping the com- 
pany’s name before its customers 





Steel Executives Names: 


American Steel & Wire division of 
United States Steel Corp. has ap 
pointed Van H. Leichliter vice 
president of operations and John A. 
Slenker assistant vice president of 
operations. Mr. Van Leichliter suc- 
ceeds Walter E. Mumford, who be 
came president of the division on New 
Year’s. 
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Houston Distributor 
Names Vice Presidents 


Hamilton Supply Corp., Houston, 
l'exas, has appointed two vice presi 
dents, Monty L. Hyden and Paul E. 
Strapp. 

Mr. Hyden will handle administra 
tion and Mr. Strapp sales of the four- 
year-old firm, under Wayne L. Legro, 
president. 





G. Willing Pepper To Head 
Scott’s Industrial Sales 

G. Willing Pepper, vice president 
and director of Scott Paper Co., has 
been named to head the company’s 
Industrial Sales Division. 

He replaces George S. Swatek who 
has resigned to form a business of his 
own. The division remains under the 
general supervision of Francis W. 
Plowman, vice president in charge of 
all distribution activities. 

Fred L. Witt and Howard R. Hvid 
have been appointed assistant indus 
trial sales managers 

Mr. Pepper will continue as a mem 
ber of the executive staff directing pro 
curement and correlating the opera 
tions of Scott’s Soundview Division, 
Everett, Wash., with company policy 

Formerly in the investment busi 
ness, Mr. Pepper joined Scott in 1940 
as treasurer and a member of the 
board of directors. 

Mr. Witt came with the company 
as an industrial salesman in 1939. He 
has been industrial sales manager for 
New Haven and Hartford and Buffalo 
districts and personnel assistant and 
employment manager at the Chester, 
Pa., plant. He was assistant advertis 
ing manager from 1948 until 1951, 
when he became assistant to the sales 
vice president. 

Mr. Hvid started with Scott in 1948 
as an industrial salesman in Chicago 
He has been Buffalo industrial district 
sales manager since late in 1948 


Continental Screw Names 
Coast Representative 


Continental Screw Co., New Bed 
ford, Mass., has appointed N. Charles 
Belasco as a sales representative in 
Southern California. 

Recently on duty with the Marine 
Corps as a contract negotiator in 
Washington, D. C., Mr. Belcasco was 
formerly with the Northwest Screw 
Product Co. and the Barde Steel Co., 
both of Seattle, Wash. He served an 
earlier tour of duty with the Marines. 


N. Charles Belasco 


f it’s metal... Ul cut it” 


To sell more of them, know more about them — and that's 
easy, for in the illustration above we show the types of 
material these tools will cut — from %%” bolts down 
through rods, chain, strap, bar, wire rope, hard wire, soft 
wire and cable — Porter Cutters cut them all, a model for 
every type of work and a size for various capacities. Every 
Porter two-hand Cutter is a rugged, powerful tool for in 
the shop or on the job — they do their work, they stand 
abuse, they save time and money. Just get the 

range of work fixed in your mind — that's the 

story — nothing complicated. Porter Cutters 

meet every need — satisfy every user — 75 

years of performance record. 


Send for ‘‘Porter’s Metal Cutter Selector’’ — it 
enables you to quickly select the right tool for 
every metal cutting need. 


f 


50 pounds pres on the Te) «) 


sure on the 
handles delivers 
approximately 
4000 pounds at 
cutting edge 


H.K. PORTER, INC., Somerville 43, Mass. 
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CHANGES-1948-49 


r of 


ANNUAL SURVEY of DISTRIBUTOR OPERATIONS 


of Soles per Soles per 


Selesmen Employee 
. Sales hit $3.2 billion 

. Inventories advance 12 percent 

. Number of employees uP 9 percent 
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end of 1950 than at the end of 

Datrbdutors ncreased their total employee force 
by 9 percent 1980. The number af undustrial 
supply salewmen ine seased $ percent dunn the part 


seat 
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How did your 1952 operations compare with 1951? . .. 


with over-all industry operations? .. . with other distribu- 


tors in your area? 


For a dependable comparative yardstick, watch for the seventh Annual Survey of Dis- 
tributor Operations in your March issue of INDUSTRIAL DISTRIBUTION. It will compare 


selected phases of distributor operations in 1952 with 1951. Plus or minus percentages 


will be shown on 


Sales ° Inventory ° Invoices Billed 
Number of Employees * Number of Salesmen 


Sales per Employee ¢ Sales per Salesmen 


These comparisons will be presented nationally and by eight geographical regions. 


You can check your performance with all distributors and with those located in your 


own ared. 


Remember, the March issue! Watch for it! Read it and compare! 


Industrial 
Your Magazine . . . Distr ibution ... Read It Regularly 


NEW YORK 36, NEW YORK 


A McGRAW-HILL PUBLICATION e 330 WEST 42ND STREET * 
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With 


PEEP sree r] 
EXCLUSIVE FEATURES ; 


1. Saves time —one hand operation —'‘lift, slide, lock!"’ 


2. Saves tooling expense — smaller, simpler jigs. 
3. Saves space in tool crib. 


4. indispensable for toolroom work in addition 
to production. 


! 
! 
! 
! 
! 
' 
q 
! 
! 
f 
! 
! 


SPEED VIEE SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


CARDINAL MACHINE COMPANY 


new literature available 
CALIFORNIA 


GLENDALE, 


Bic QRaNGE 


Ya WING NUT 


ASSORTMENT 


COMPACT— 


Ae- Streagt 
SHACKLES 


sTRONG 
EXTRA Typ TOUGH | 
FORGED OF 
HI-STRENGTH STEEL en 
ANCHOR 








COUNTER DISPLAY 


GRIES’ famous zinc alloy wing nuts in exclu- 

sive finger-grip design Strong, 

brightly finished, clear threads 

: a, “ay” 48—3/16"; 60—'4"; 
6” —— 


LARGE PROF! Suggested retail price $5.88, 
Dealer profit— som 

ALSO AVAILABLE 

all popular thread sizes, 100 to the box 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP. 


| 110 Willow Ave., New York 54* Phone MO-5-7400 


CHAIN SCREW PIN SHACKLES 


Now Available in Sizes 
Vy “ to 14" 
Self Pa or Galvanized 


Write for Literature and Prices 


MIDLAND INDUSTRIES, Inc. 


CEDAR RAPIDS, IOWA 
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W. B. Kempton 


G. D. Fisher 


Wickwire Spencer Names 
Sales, Warehouse Execs. 


Wickwire Spencer Steel Division, 
Colorado Fuel & Iron Co., has ap- 
pointed William B. Kempton as sales 
manager of the Hardware Products 
Department. Gerald D. Fisher has 
been named assistant sales manager. 

Recently assistant sales manager, 
Mr. Kempton joined the corporation 
as salesman in the New England dis- 


S. W. Densmore 





trict. He was previously with United 
States Steel Corp. A graduate of the 
Massachusetts Institute of ‘Technol 
ogy, he served as an Air Force pilot 
during World War II. 

He succeds C. P. Harlow, appointed 
New England district sales manager 

Mr. Kempton’s headquarters will 
remain at the Hardware Products De 
partment sales office in Mount Wolf, 
Pa, 

Mr. Fisher joined the corporation in 
1945. He has since been responsible 
for promotion of hardware sales in th 
Chicago district 

Sam W. Densmore, former New 
England district sales manager, has 
been named warehouse manager for 
the Wickwire Spencer Steel Division 
Ihe post is a new one, established to 
standardize procedures, according to 
a company statement 

Mr. Densmore has been with the 
division since 1928 except for four 
and a half vears of Navy duty in 


World War Il 


Balmar Corp. Becomes 
“Franklin Balmar” 


The Balmar Corp., Woodberry, 
Md., manufacturer of flexible shafts 
and railway equipment, has changed 
its name to Franklin Balmar Corp. 

J. N. Merkle, president, said the 
change would better identify the scope 
of the firm’s business. Franklin Bal 
mar Corp. will continue as the operat 
ing subsidiary of the Franklin Railway 
Supply Co. Officers of the re-named 
concern will remain the same except e e 
for the addition of J. E. Long as vice Sh I] d h d t 
president in charge of product sales Z é an S rove Z 
and J. J. Kirchhof as vice president in 
charge of engineering. Franklin Rail 
way Supply Co., one of the nation’s Biniogs COMBINATION WRENCHES—drop forged 
oldest suppliers of devices and com cane : * : 

by experts from Billings Vitalloy® steel—exemplify the 


ponents for locomotives, has been in ’ P , 
operation since the turn of the cen highest standards. Open ends give fast, easy “spin-on” 
tury. The Balmar Corp. was estab of nuts and bolts while the box ends provide a solid grip 
1 in 1933 as its manufacturing for two-fisted pressures needed to set ‘em down tight. 
SuDSICIaTy. H : : 
Balmar also produces sculptures Accurately machined sg Ta, 9 clearly marked — polished 
heads and heavy chrome finish plus Billings skill in 


sheets for airplanes and contract ma , ancl i , 
chine shop and foundry work. drop forging, make Billings Combination Wrenches 


Balmar purchased N. A. Strand Co., the tools craftsmen use with confidence and pride. 
Chicago manufacturer of  flexibl er ; 
shafts and flexible shaft machines, in Other Billings Vitalioy 


1949. This business is operated as a Distributors Forged Wrenches 


Balmar division with headquarters in xy 
the Chicago plant. = ; 
Eastern distributor sales for the di a _ better 
vision are handled by J. L. Strohmer ss. - > 2+ ow — 
Western sales manager is J. O. Odger Interested? Write today! 
ton. 


Administrative and sales offices for THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A 
Franklin Balmar will be located in Bal 
timore. Strand manufacturing facili 
ties will center in Chicago, though 


stocks of machines and replacement 
INDUSTRIAL FORGINGS SINCE 1869 


parts will be maintained in Baltimore 
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As America girds for the “Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, point 
booths, employee lockers, factory 
doors and gotes must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master " 


Built Like @ Bank Vault Door! 
Laminated steel cose for powerful 
worlds stronges! con 

pin tumbler security 


protection 
struction 
precision brass cylinders for 
long life and easy action 
Master lock Company 
Milwaukee 45, Wis. 


Special 
on master 








\ World's Leading Padlock Manufacturers 
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L. S. Starrett Holds Eastern Meeting 


I'wo-day session at Hotel Commodore, New York, covered promotion and prodiucts 
Here C. O. Newton, Eastern manager, presides at two of the gatherings 


The Eastern sales force of The 
L. S. Starrett Co., Athol, Mass., met 
recently in New York for a two-day 
session on products and promotion 
plans for 1953 

C. O. Newton, Eastern sales man 
ager, presided. C. G. Nordmark, ad 
vertising manager, and D. E. Gilbert, 
New York manager, also participated. 

One of the main topics was the 
company's forthcoming direct mail 
campaign 

Others present were: F. G. Rist, 
I. R. Griffith, K. C. Bover, J. E. 
Hindes, G. L. Whipps, D. L. Gear- 
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ing, H. C. Sherwood, ‘Tudor Garland, 
A. S. Collins, H. J. Davidson, R. M. 
Peckham, H. F. Gale, C. A. Bassett, 
Walter EF. Clark, G. R. Christie, R. R. 


Hargreaves, and J. R. Lynch 





MANHOURS CUT 


The number of manhours represented 
by each completed B-47 Stratojet has 
been cut 88 per cent since the first 
plane came off the production line two 
years ago, according to Aviation Week, 
McGraw-Hill publication. 














uncing. 
mauled 


EAGLE 


SAFETY CAN 


LISTED AND LABELED BY 
Henry E. Warrren UNDERWRITERS’ LABORATORIES, INC. 


Mac-it Parts Elects 
H. E. Warren President 


Henry E. Warren, one of the 


founders of the Mac-it Parts Co., Lan tical 
caster, Pa., is the new president of the pracrica 


screw manufacturing firm, succeeding PROTECTION 
the late John S. Cochran. 

Mr. Warren has been a director ? for plant and 
since the firm’s beginning in Windsor, i na 
Vt., in 1911. It was then called the personnel 
Mac-it Screw Co. He has been general 


manager since 1916 and secretary since — 
1933° hn) an minimizes 
facie SAFET.. : A‘ d 
orere fire hazar 


The company produces heat treated 
alloy stee] screws and related products, yp 
marketed nationally by Strong, Carlisle 


& Hammond Co., Cleveland. 


Name Ceco Executive 


Ceco Steel Products Corp., Chicago, 
has appointed William M. Martin ‘ as ata 
assistant manager of the steel window This brand new, modernly designed EAGLE Safety 
department. He will be responsible for Can is a boon to every industry where flammable liquids 
promotion and sales of architectural must be handled, transported and stored. 
window products. He was former! 


with Crittall, Inc., Waukesha, Wis. — E X C L U S I VE EA G i E F E AT U R ES 


Guerd Cap—protects and Cam-Acting Connecting Arm— 
seals the valve cap—elimi- tightens seal on pouring spout 
nates spilling. if can is upset or bumped... 

prevents spilling or leakage. 





Breast and body welded to- 
gether electrically under elec- 


tronic control. Combination Free-Swing 
Carry and Operating Handle 

o* Reinforcing Bottom Band of —Lies flat, out-of-way when 
16-gauge steel—for extra not in use. To pour, engage 
strength. handle notch and press down. 


Three sizes available U!-50-—5 gol. cap., Ul-25—72'/2 gal. cap., Ui-10—1 gal. cap. 
Order now from your nearest distributor or write manufacturer for further details, 


Fike 


i 


BRANCH MANAGER Tom Robert , THE COMPLETE git 


son, The Henry Walke Co, Charlotte 


N. C., checks up on chuch MANUFACTURING COMPANY: - -WELLSBURG, W.VA. 


Soe tn tt ———, — 
Te Bree >> 
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HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 
for you! 
PERFECT SEAL 


even with pipe not 
in alignment! 


Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye" to 3”; 
6000-Ib. sizes 7” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 
Ib. service. 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 4000-Ib. 
service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib, 
service. 


CATAW ISSA Ends Guesswork 


in Union Requirements! 


write for 
CATALOG 11 
showing the 


Re A es ine 
CATAWISSA VALVE AND 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA, 
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LOOKING UP from his work is John 
Ir’. Day, president, John Day Rubber & 
Supply Co., Omaha 





Allegheny Ludlum Names 
Division Sales Manager 


Allegheny Ludlum Steel Corp., 
Pittsburgh, has appointed James A. 
Murphy as manager of sales for the 
Stainless & Alloy Castings Division 
at Buffalo, N. Y. 

With the company since 1936, he 
was lately assistant sales manager of 
the division. A World War II pilot, 
he first joined the Buffalo division 
sales office in 1946 


The company has announced two 


| additions to its Pittsburgh staff. 


Edmund C. Tynan, former sales 
representative handling stainless pipe, 
tubing and fittings for John B. Asteel 


| & Co., has joined the stainless tubing 


sales division in Pittsburgh. 

Ralph L. Harding, Jr., formerly 
with a management consulting firm, 
has been named market research 
analyst 





‘jag ALE 


| 


| 








‘Zell 1a taela 42°) 
0) ee) en 
9 . =—_ 
Precision Grand 


SHIM STOCK 


packaged in dispenser cartons 
for over-the-counter sales. 


@ Large Market in almost all industrial 
plants and repair shops of all types. Sell 
the shim carton that really sells! Avail- 
able in largest range of sizes and ma- 
terials in the market. Brass, steel and 
stainless steel. Cellophane wrapped car- 
ton is moisture proof. Precision-gauged 
for accuracy. 


Stock These rblse 


@ Music Wire—in specially designed and 
patented dispenser carton — wire is drawn as 
needed. 


@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection. 


PRICES AND DISCOUNTS UPON REQUEST 


PRECISION 
STEEL WAREHOUSE, inc 


Manufacturing Div 


4401 W. Kinzie St e 


sion 


ago 24, IH 


ODERING 
BRAZING 
bedaaey e 


PRE RRS Re 
Sold thru Distributors 
Send for Catalog 


PRESIDENT of Industrial Tape Corp., | L. B. ALLEN co. INC. 


New Brunswick, N. J., Edwin J. Fitz 
patrick, was recently elected a director 
of Johnson & Johnson. 
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SUPPLIER'S catalog gets scrutiny from 
Lester Davis, president, Davis Industrial 
Products, Portland, Or 





American Pulley 
Guarantees Hand Trucks 


Ihe American Pulley Co., Phila 
delphia, will apply a five-year guaran 
tee to its complete line of hand truck 
beginning January 1. 

Each truck will carry a two-piec« 
perforated tag with instructions to r 
turn it freight prepaid if it fails in 
service. Customers will fill in one 
section of the tag and mail it to the 
company at time of purchase, keeping 
the other as proof 





PACKING an order at C. W. Farmer 
Co., Macon, Ga Curtis |] Brown 
checks items with G. F. Bryant 





MISHANDLING TAKES TOLL 


Improper lifting and mishandling of 
objects and materials causes the 
greatest annual injury toll among 
workers in wholesale businesses, Elec 
trical Wholesaling, McGraw-Hill pub 
lication, reports. A study by safety 
engineers showed that 37 per cent of 
the accidental injuries were the direct 
results of mishandling 











YRAMID . SALES 


with Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves —turning elsewhere for sales that 


should be yours. 


So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"'Sphero” Ball Valves — Sol- 
der Joint—Brazed Joint. Sizes 
Ve" to 24”, 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skidsalso 
specially designed equipment. 


CASTERS and WHEELS 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2" to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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from STEEL 
to STEERS! 


Regardless of your need, there is a special 
Old Faithful marker just for YOU. ..A 
century of crayon experience and "know 
how” goes into the making of every OLD 
FAT UL marker. This is your assurance 
that “When Identification unts You 
can Count on OLD FAITHFUL!” 
There's a special AMERICAN MARKER 


to fit your need! 
Get this Book! 


Write for FREE Industrial Crayon Guide. 
Dept. ML-68 


the American Crayon «o- 











Harold R. Hungerford 


Remington Rand 
Names Sales Manager 


New sales n.anager for accounting 
ind tabulating equipment of Reming 
ton Rand, Inc., New York, is Harold 
R. Hungerford, former branch man 
ager at Portland, Or 
He succeeds Henry W. Millang, 
newly appointed branch manager for 
the Newark, N. J. area. 
| With the company 25 years, Mr 
| Millang started as a tabulating ma 

chine technician. In 1934, he organ 

ized Remington Rand's first training 
tabulating machine sales 
men. He has been branch manager at 
Philadelphia, St. Louis and San Fran 


cisco as well as Portland 


school for 


Two Vice Presidents 
Named by Louis Allis 


Louis Allis, Jr., formerly vice presi 
dent in charge of sales for The Louis 
Allis Co., Milwaukee, has been elected 
a vice president of the company, join 
ing his brother, John W. Allis, in 
overall management. 

New vice president in charge of 


Louis Allis, Jr. 
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Sell... these husky 
Dependable 
GRAYMILLS 
Coolant Pumps 
or complete units 
for ALL Machine Tools 


CENTRIFUGALS 
for high volume 
1 to 72 G.P. M. 
1/25 1/8 1/4 
1/2H.P. 

GEAR PUMPS 
for high pressures 
up to 100 P.S.|. 
1/25 1/8 1/4 
1/2 HP. 

TANK CAPACITIES 
2-5-10- 38 gal. 





\ 
me \ 
CFRQHr 
CORPORATION 


Chicago 13, Iii. 





GRAYMILLS 


3715 North Lincoin Ave. 





C. G. Skidmore 


sales is C. G. Skidmore, until now 
sales manager. He will have the addi 
tional title of general sales manage 

Except for Army service and two 
years in the War Production Board, 
Mr. Allis has spent the past 14 years 
with the company. He is also a di 
rector. 

Mr. Skidmore has been with 
firm six years as assistant sales 
ager and sales manager. Before that 
he was Chief of the Electronic Con 
trol Section of the War Production 
Board and a Naval office: 

He is the new chairman of thx 
Integral Motor Division, Motor and 
Generator Section, National Electrical 
Manufacturers’ Association. 


the 
an 


Pierce Sets up Division 


The G. F. Pierce Co., Cleveland 
manufacturers agents, has establishe« 
a new division to be known as A. & P 
lool Supply Division, headed by Dou 
C. Aldrich. 





4 


“*y 
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CHECKING SALES for the past year, 
O. H. Peckham, general manager of 
Oberjuerge Rubber Distributing Co., 
Inc., St optimistic about 
prospect 


Louis 1S 
for 1953 


EVERY MACHINE SHOP 
IS A PROSPECT for 
STANDARD 
MOTORIZED SPINDLES 








6. Internal Grinder, direct motor 
drive. Grind up to 30” deep. ‘2 
to 5 H.P. 


7. Vertical Spindle Grinder with or 
without feeds. '2 H.P. to 50 H.P. 


Items 3, 4 and 7 for Planer or 
Boring Mill, etc. 


. Belt Driven Lathe Grinder 4 H.P., 
to 20 H.P. 


. Belt Driven Internal Grinder. Grind 
up to 24” deep. '%4 to 3 H.P. 


. Vertical Spindle Grinder with up 
to 16” “A” dimension. 


. Vertical Spindle Grinder, belted 
motor drive, ¥2 to 5 H.P. 


. Angle Plate Grinder with hori- 
zontal and vertical feeds. “%4 to 
10 H.P. 


WRITE FOR CATALOGUE 


See us at Booth 660, Western Metal, 
Congress, March 23-27, Los Angeles 


The STANDARD ELECTRICAL TOOL Co. 


ALSO: 
UP TO 100 H.P 
SPECIAL MACHINERY 


@ BUFFERS—POLISHERS UP TO 60 HP 
@ TWIN WHEEL TOOL GRINDERS 


CINCINNATI 4, OHIO 


GRINDERS—ALL KINDS! 
ABRASIVE BELT MACHINERY . 


2520 RIVER ROAD 
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“ here was no time to stop, see? 
T She comes running out from 
behind this parked car right 


under my wheels. Her hair is in pig- 
tails, and with the sun shining on it, 
she might have been my kid. We got 
her to the hospital. It took 3 pints 
of blood to bring her around. All I 
have to do is remember the sound of 


and I know 


those screaming tires 


why I’m giving blood.” 

Yes, all kinds of people give blood 

truck drivers, office workers, sales- 
men. And—for all kinds of reasons. 
But whatever your reason, this you 
can be sure ot: W hether your blood 
goes to a local hospital, a combat 
area or for Civil Defense needs—this 
pri eless, painless gift will some day 
save an American life! 


Give Blood Now 


CALL YOUR RED CROSS TODAY! 


NATIONAL BLOOD PROGRAM 


|, 


; | 
; f 


\ 


© 
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Business Executives! 
y Check These Questions! 


If you can answer “‘yes”’ to most 
of them, you—and your com- 
pany are doing a needed job 
for the National Blood Program. 


7 Have you given your em- 
jloyees time off to make 


jlood donations? 


Has your company given 
any recognition to donors? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 


* Donor Program? 


Have you informed your 
employees of your com- 
pany’s plan of co-opera- 
tion? 


Was this information 
given through Plant Bul- 
letin or House Magazine? 


Donor Pledge Campaign 
in your company ? 


Have you set up a list of 
| | volunteers so that effi- 

cient plans can be made 

for scheduling donors? 


| ] Have you conducted a 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American ... the need 
for blood is urgent! 





ON THE JOB after an illness is Albert 
K. Glover, secretary, The ‘Textile Mill 
Supply Co., Charlotte, N. C 


Westinghouse Offered 
Alabama Plant Site 


Westinghouse Electric Corp. ha 
been offered a site for a proposed three 
million dollar welding rods manufac 
turing plant at Calera, Ala. Local 
citizens, through the Chamber of 
Commerce, have pledged $10,000 to 
grade the land. 

The new plant would be the third 
major Alabama development by West 
inghouse in the past few years. Last 
vear the company started operations in 
its new lamp bulb plant at Reform 
md a service plant for heavy equip 
ment was completed in Birmingham 


Skinner Electric Valve 
Names Sales Manager 


William E. Rogers, formerly of 
Gencral Motors Corp., 1s the new 
sales manager of Skinner Electric 
Valve Division, The Skinner Chuck 
Co., New Britain, Conn 

At General Motors, he managed 
ball bearing and coaster brake sales 
for the company’s New Departure Di 
vision 

He will have charge of distribution 
and market research for Skinner's 
Solenoid Valves 





CAR IN EVERY GARAGE 


If you're caught in a traffic jam or 
have to travel 20 miles an hour on a 
highway, blame it on the number of 
cars on the road. In 1920 there were 
only 33 cars for every 100 households; 
today there are about as mony cars as 
there are households, according to 
Engineering News-Record, McGrow- 
Hill publication 











Shownireg 


an IMPORTANT name 


in today’s economy. . 


GRIPBELT FHP BELT STEEL CABLE GRIPBELT 


SUPER GRIPBELT 
~ = porn 


GRIPLINK 
DOUBLE V GRIPBELT 


LL  >>>>E>»™»_»>|>EEPURRE_O;F.- LHaa=aaaa———— 


SO aw 


DIE CAST FHP CAST IRON 
BUSH TYPE 
The VARIABLE PITCH 


PRESSED STEEL © Pjictributors’ Line 


Truly 
the Complete 
V-Drive Line MULTIPLE GROOVE 


CAST IRON 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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fe BOILER TRIMMINGS -— a variety of types and 
wide range of sizes. 


e PLUMBING LINE — odequote in range of size and 


style to meet almost any use. 


e GROUND KEY COCKS — types for the con- 


trolled passage of air, gas, steam, water, or vacuum. 


e TUBE FITTINGS —complete range of sizes and 


types for use wherever tubular connections are required. 


j@e LUBRIC ATORS -— stendord equipment on industrial 


and agricultural machines and in the machine tool industry. 
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WHEN THEY THINK OF BRASS: ee 





Men who have a hand in ordering industrial prod- 
ucts are quick to recognize Consolidated quality. 
it is easy to see why. Each product is designed to 
best fit the application. Each is manufactured ac- 
cording to highest standards. Each is made of the 
best quality material. 


Distributors and dealers representing Consolidated 
products find that this line has a definite repeat 
sales value. Consider the fact that in the Con- 
solidated line you have the widest range of types 
and sizes so that you can supply most require- 
ments. Where specials are needed, this organiza- 
tion is prepared to make them. 











Here is all season business. You can find out about 
these outstanding products (a 


few of which are illustrated ; 
here) by writing for details. 


Ask for catalog. 


BRASS COMPANY 


DETROIT 9, MICHIGAN 
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(ADVERTISEMENT ) 








NO.7 OF A SERIES 


NEWS, IDEAS AND INFORMATION - 4 
MECHANICS’ HAND MEASURING TOOLS AND 


OF INTEREST TO STARRETT DIS- PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 


TRIBUTORS AND THEIR SALESMEN HACKSAWS, BAND SAWS end BAND KNIVES 








THE L. S. STARRETT COMPANY «© SINCE 188O WORLD'S GREATEST TOOLMAKERS « ATHOLL, MASS., U.S.A. 


the NEW 
SICRnent 


CO) 1 , l SS 


®tG vu S$ Par oFrF 


DISTRIBUTOR 


SALES 


PROMOTION PLAN 


[2 5) 
FOR 2) rw) 


A hard-hitting, profit boosting Sales Promotion Plan 
that is made to measure for STARRETT DISTRIBUTORS 


STARRETI staunch supporter to your prayers for practical sales help prospect list. If you've already seen it 
of the Industrial Distributor pio that really fits your needs that gives you know what we mean. If you 
neer in aggressive advertising and you all the breaks that works hard haven't, by all means study the an 
merchandising aid leader in all-out for you without a lot of hard work for nouncement kit recently mailed to 
sales-service Cooperation ; does it your organization you. If you've lost or mislaid your 
again! It's a selective direct mail program copy, ask the Starrett salesman or write 

The new Starrett Distributor Sales of ten powerful pieces tailored to fit at once for another. Act now so you 
Promotion Plan for 1954 tops any your market, your sales potential, your can put this powerful program to work 


thing you ve ever seen. It's the answer lines, your sales opportunities, your at once 
g) ) 





product 


lock ‘ein — 
and leave ‘em 


© If your customer has a problem lifting, 
moving or containing bundles of bars, rods, 
or pipes—here’s your answer. Sell him 
some of the new AMERICAN Bundling Chains 
with automatic locks. They’re easy to hook 
up, and once they’re locked, they stay 
locked. Yet they unlock with a flip of the 
fork. Satisfied users tell us they have made 
possible real savings in handling costs. 
This new product is a door-opener for 
your salesmen. Write today for information 
on the Bundie Lock or the 1001 other items 
in the complete AMERICAN Chain line. 
(Patent Pending) 


American 
AMERICAN CHAIN DIVISION At 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


< “etiam 





